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Sparks/ Ford Cuts Freight Differential 


wmottoas In Blow Aimed at Bootlegging 


eptember, according to Federal) .- : 
Bell, executive vice-president, said: move meant that they would pay a 


fSReserve Board, compared with 124 | 

August. | “At first reading, our reaction is| higher wholesale price for their 
business gains ranging from 1 to | | definitely along the lines proposed| Henry Ford II, president, said 
‘ B f R * by NADA.” . | the changes became effective at 

As Base for Reductions pecs pice ios inom »y . 
Ford ranged from $3 to $7 on | _ THE wake of the preliminary 

Associate Editor |car bootlegging. | $16 on Mercury and $21 on Lincoln. | velopments: 
| FREIGHT equalization, long; At the same time, Ford in- | Freight reductions, which vary 1.L. W. Smead, general sales 
mote from Detroit, was advanced| all dealers for 1954 cars and | the distance, ranged as high as | assured dealers in a letter that 
trucks. Dealers were authorized | $125 on Lincoln in the far West. | there would be no change in the 
|Co. cut distribution and delivery | 
| charges at peimts more than 1,000| retail prices. fected about 24 percent of Ford’s 2. In the first reaction from 
The program drew qualified ap-| dealers. For the other 76 percent,| the Coast, Amos T. Crowl, man- 
3 lated that | proval from NADA. Frederick J. 
5 en Fe = ak i * tk k * | ae Car Dealers Assn., said, 
| “This represents a great forward 
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| mw Factory Ups Wholesal 
£ Retanu, OvTLook Christmas ac ory ~ O esa e that Ford’s change of policy is| cars. 
* | 12:01 a.m. Thursday (Oct. 21). 
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| be as good as year because 
oe Pon ie Eger per- | By Bob Lienert |the move might help reduce new-| Ford trucks, to $13.50 on Ford cars, announcement came these de- 
cent to 109.7 of Ahe 1947-49 index, 
etics. me 7 + proetnaeeeatigreas sought by dealers in areas re-| creased the wholesale prices to | from point to point depending on Manager of the Ford division, re- 
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14 ‘ a step last week when Ford Motor 
orang ire Fp By | to reflect the increases in their The change in D&D charges af-| Present dealer discount. 
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step in efforts to control boot- 
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legging in the Far West and for 
which dealers are gratefully en- 
(Continued on Page 59, Col. 1) 


Output to Move 
Up This Week 


| Ford, L-M, Cadillac 
To Start on 55s 


By Tom Hewitt 
Staff Writer 
i p~ production will begin to 
climb out of the changeover 
| doldrums this week with the return 
| to output at Ford division, Cadillac 
and Lincoln-Mercury, and with the 
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- Business Inpex—Physical vol- | 
| wme of business declined to 97.9 | 

from 982 in the preceding week, | 
according to Barron’s. The index | 
base is the years 1935-39. 

Banxkruptcrs — Declined to 152 

from 230 in the preceding week, | 
4 saccording to Dun & Bradstreet, | 
' the lowest level of business failures | 
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Increases 100% 
"Since °29 Crash 


ie By Mac Gordon 
= News Editor 
: atts -FIVE years ago this 
Py week the stock market 
crashed. 

And, while it is obvious that 
~the auto leaders of that day did 
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depression to follow, neither 
eould they have foreseen that by 
1954 U. S. car registrations would 
have shown an increase of over 
100 percent. 
During that fateful October 
week in 1929, auto leaders 
rushed into print to reassure 
the industry that the sensa- 
tional stock-market decline was 
* no more than a readjustment 
from a high-level plateau. 
But it was the end of a heady 
(Continued on Page 60, Col. 1) 
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Sell-or-Else Warnings Blasted by Bell 


practony pressuring of certain , 


assigned areas was excoriated in | 
Detroit Wednesday by Frederick | 
J. Bell, NADA executive vice-presi- | 
dent. 

Bell deplored such pressure as| 
|“reactionary sales management” | 





The letter, read by Bell to the 


cipients that their new 
agreements might not be renewed 
unless Buick sales in the respective 


dealer areas were increased “to| 


| derlying use of “deficiency letters.” 


dealers to sell more cars in their Pennsylvania and Tennessee dealer | Belfie told Automotive News: 
convention last week, warned re- | 
selling | 


“We feel that this type of let- 
ter, which has been in use for 
many years, is sound procedure 
in effecting a mutual understand- 
ing with our 
dealers for the 





increasing schedules at Chevrolet, 
| Pontiac and all Chrysler Corp. di- 
| visions. 

U. S. car production last week 
hit another two-year low—only 
an estimated 44,080 units, com- 
pared with 44,882 in the preced- 
ing week. Truck production, how- 
ever, climbed to 14,280 from the 
previous week’s 12,503. 

Turnout of nine of the 18 U. S. 
makes last week was either shut 
| off or on a token scale. They were 
| Ford, Lincoln, Mercury, Buick, 
| Cadillac, Oldsmobile, Kaiser, Willys 
| and Packard. 

ok * K 
[BPENDING on Ford’s speed in 
resuming output, this week 
could see the completion of 70,000 
(Continued on Page 61, Col. 3) 





Top Cars 
New-car registrations for eight 


months, plus 13 states for Sep- 
tember: 
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(Continued on Page 58, Col. 4) 


' It-can be said conservatively that article.) 
these so-called low-priced cars can! The overall upgrading of the en-: 


|mobile engineering and manufac- 
(Continued on Page 25, Col. 3) 
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Union Assembles ‘Tailor-Made’ Plan .. . 


GAW: Stability for Autos? 


say about this revolutionary plan| ture comment pending start of con 


(Eprror’s Nore: “Fantastic, but 
serious” is how the Michigan 
Manufacturers Assn. has labeled 
the UAW’s guaranteed annual 
wage plan. To help explain this 
strange breed of guaranteed an- 
nual wage, Automotive News has 
prepared a series of three articles 
on the subject. Here is the first.) 


By Joe Callahan 
Staff Writer 


N A LITTLE room at the UAW’s | 


“Solidarity House” on Detroit’s 
waterfront, nine men, meeting at 
regular intervals since 1951, have 
worked out a plan which they 
think will perform the monumental 
job of stabilizing the auto industry. 

This plan is the Guaranteed An- 
nual Wage. 

And by stabilizing the auto in- 
dustry, the nation’s largest indus- 
try, and probably it’s most “un- 
stable” big industry, these union 
leaders think the GAW will go a 
long way toward stabilizing the 
entire U. S. economy. 

Up to now, most talk about the 
GAW has come from the union. 
The three principal targets—Gen- 
eral Motors, Ford Motor Co. and 
Chrysler Corp.—have had little to 


Thunderbird Bows— 


With production of Ford's Thunderbird under way at the Rouge plant, Dr. Arthur 
F. Burns (right), chairman of the President's Council of Economic Advisers, gets some 
information onthe sports car from George P. Hitchings (left), manager of the Ford 
Motor Co. economic analysis department, and E. C. Miller, Dearborn assembly plant 
manager. The models were introduced in dealer showrooms last Friday. 





By Bob Finlay 
Managing Editor 


INTIAC. — Pontiac Motors has 

set its sights on leadership in 

the medium-priced field in 1955 

with the sale of a minimum of 450,- 
000, cars. 

This was disclosed last week by 

R. M. Critchfield, general mana- 

ger, at a press showing of new 
models. 


H. E. Crawford, general sales 
manager, said that the 1955 line 
would include a new 860 series, de- 


Peel Re 





R, M. Critehfield 


signed to compete in the low-priced 

field, yet with the same power and 

performance as the higher-priced 
870 and Star Chief series. 

a + A 

LL cars in the line will have 

a new V-8 engine, which has 

297 cubic inches of displacement. 

Critchfield said there is a lot of 

talk in the auto industry about a 

horsepower race, but that the real 


H. E. Crawford 





Pontiac Sets High Goal 


Hopes to Lead Medium-Priced Field 
With Sales of 450,000 in ’55 


—except that it won’t work. 
* + * 
ILE the auto companies 
haven’t adopted the attitude 
that “this is a bogeyman who'll go 
away if he’s ignored,” their spokes- 
men are carefully avoiding prema- 





$2,944 Price Tag Put 


On Ford Thunderbird 


DEARBORN.—The New Thun- 
derbird sports car, which went on 
display Friday (Oct. 22) at Ford 
dealerships in principal cities, 
carries an advertised - delivered 
price tag of $2,944. Fordomatic is 
optional at $125, including Fed- 
eral tax. 

Chevrolet’s plastic Corvette is 
priced at $3,523, with Powerglide 
as standard equipment. 

Standard on the Thunderbird 
are hard top, four-way power 
seat, roll-up windows, built-in 
dual exhaust, four-barrel car- 
buretor, tachometer and electric 
clock. Options include soft top, 
Fordomatic or overdrive, power 
steering, power brakes and 
power window lifts. 











race is one of manufacturing tech- 
nology. 

“Let me say that we are in a 
technological race,” he said, “and 
we firmly believe we are leading 
the pack.” 

He referred to the new V-8 en- 
gine plant, which, he claimed, sur- 
passes any other in the world for 
up-to-date automation equipment. 

* x - 
Pontiac officials expect the in- 
dustry to sell 5,500,000 cars next 
year. 

Crawford asserted that while the 
1954 market brought rugged com- 
petition for Pontiac and its dealers, 
Pontiac obtained in the first eight 
months 18.1 percent of the medium- 
priced market, compared with 18 
percent in 1953. 

(Pontiac dropped from fifth to 
sixth place in sales in 1954, with 
Oldsmobile forging ahead. Pro- 
duction estimates of Automotive 
News to mid-October show that 
Pontiac output dropped from 
347,800 in the 1953 period to 263,- 
000 in 1954.) 

Crawford said that Pontiac deal- 
ers currently have only 8,000 1954 
models, including company cars 
and demonstrators. Used-car inven- 
tories are 20 percent below those 
of the new-model announcement 
period last year. 


* * * 


ETAILS of the 1955 cars will 


tract negotiations next spring. 

The three manufacturers are sys- 
tematically gathering every scrap 
of information on the GAW to pre- 
pare themselves for the bargain- 
ing-table “battle of the century” 
when present five-year contracts 
expire next summer. 

Their fear of the annual wage 
plan, worked out by the UAW, is 

probably well founded. 

This plan is completely different 
from most of the other 500 annual- 
wage plans developed in this coun- 
try, in that it is designed not for a 
stable industry—where it really 
isn’t needed—but for the extremely 
unstable, volatile auto industry. 

+ + * 

HE UAW’’s plan is based rough- 

ly on these six principles: 

1. The primary goal should be 
to stimulate management to pro 
vide full-time, year-around employ- 
ment for its entire work force. 

2. Should management fail to 
furnish this year-around employ- 
ment, management will be compel- 
led to make annual wage payments 
to enable the employe to maintain 
the standard of living he enjoyed 
while working. 

3. After acquiring enough sen- 
iority, all workers will come un- 
der the plan and they will be 
guaranteed either employment or 

(Continued on Page 58, Col. 1) 


Hutchinson Ends 
33-Year Chrysler 
Career Dec. 31 


DETROIT. — Concluding more 
than 33 years of official connection 
with Chrysler Corp., B. E. Hutch- 
inson Monday 
disclosed his in- 
tention of retir- 
ing Dec. 31. 

Hutchinson, who 
joined the late 
Walter P. Chrys- 
ler at Maxwell 
Motor in 1921, 
has been chair- 
man of the 
Chrysler Corp. 
finance commit- 
tee since 1935. He 
relinquished a company vice- 
presidency in May, 1953, but re- 
mained as a director. 

The 66-year-old executive became 
vice-president and treasurer of 
Chrysler Corp. upon its formation 
in 1925 as a successor to Maxwell. 
He served subsequently as chair- 
man of Plymouth and vice- 
president of both Dodge and 
DeSoto. 


“I am proud,” Hutchinson wrote 
the Chrysler board, “to have been 
a participant in an operation which 
has made so notable a contribution 
to the industrial economy and 
defense of the country.” 


In reply, Chairman K. T. Keller 
and President L. L. (Tex) Colbert 
stated that Hutchinson’s services 
“contributed substantially to build- 
ing up the company and establish- 
ing it on the sound financial basis 
which it has maintained over the 
years.” 





B. E. Hutchinson 


Hoover Medal 


NEW YORK. — Alfred P. Sloan 
jr., board chairman of General Mo- 
tors, last week received the Hoover 
Medal, one of the 
highest awards in 
the engineering 
profession. 

The ‘medal, 
given “for distin- 
guished public 
service, was pre- 
sented at the an- 
nual dinner of 
the American In- 
stitute of Con- 
sulting Engineers. 

A. P. Gleam be. The Hoover 
Medal, named in honor of Herbert 
Hoover, has been presented to 14 
other outstanding engineers prior 
to this year. It is awarded peri- 
odically by a board composed of 
representatives of the National So- 





be released Oct. 27, and the| cieties of Civil, Mining, Mechanical 


(Continued on Page 62, Col. 1) 


and Electrical Engineers. 





‘Father of the GAW'— 





Nat Weinberg, UAW-CIO research director, is mainly responsible for the type of 
Guaranteed annual wage which the union will seek to win from the auto makers 


next year. 





Abernethy Succeeds Doss 


As Chief of Nash Sales 


ee of Roy Aber- 
nethy as sales vice-president of 
Nash was announced last week by 
George Romney, president and 
chairman of American Motors. 


Abernethy, 48, succeeds H. C. | 


Doss, who resigned earlier this 
month after 37 years in the auto- 
motive industry to become a con- 
sultant to AMC. 

Abernethy re- 
signed his post as 
general manager 
of Kaiser- Willys 
Sales Division, 
Inc., a position he 
has held for the 
past year and a 
half. He asked on 
Sept. 25 for abro- 
gation of his 
three-year con- 
tract so that he , 
could join Ameri-  ®°» Abernethy 
can Motors. By mutual agreement 
his resignation became effective 
Oct. 15. 

Abernethy recently -effected the 
consolidation of the Kaiser and 
Willys sales organizations. Until 
May of last year, he was assistant 
general sales manger for Pckard. 

a 7” ~ 

IS business record also includes 

experience as an apprentice au- 
tomotive mechanic in Pittsburgh, 
as a regional manager in Kansas 
City, as manager of an entire East- 
ern region and as an automobile 
dealer in Hartford. 

“Selection of Mr. Abernethy came 
as a result of an intensive four- 
months’ search for an able young 
man with wide sales management 
experience,” Romney said. 

“Because of Roy Abernethy’s 

(See ABERNETHY, Page 8, Col. 1) 











Plaque for McKay— 


In recognition of his more than 25 
years as a Chevrolet dealer, Secretary of 
the Interior Douglas McKay (right), who 
heads Douglas McKay Chevrolet Co., 
Salem, Ore., is presented with an ebony 
and silver plaque by J. C. Rice, Portland 
(Ore.), zone manager. During McKay's 
Government service, his sons-in-law, 
Wayne Hadley and lester Green, are 
managing the dealership. McKay started 
his firm in 1927. 








H C. DOSS, for 10 years sales 
* vice-president of Nash, last 
week was named consultant to 
American Motors. 


Doss was appointed to new du- 
ties upon his retirement from the 
sales position, ac- 
cording to George 
Romney, presi- 
dent and chair- 
man of AMC. 

“We are very 
happy we will 
continue to enjoy 
the benefit of Mr. 
Doss’s skill and 
experience in the 
sales field, 
through his serv- ‘ 
ices as an advisor, =. G. Bess 
with offices at our administrative 
headquarters in Detroit,” Romney 
said. 


An outstanding figure in the 
automobile sales field, Doss had 
been a Ford Motor Co. executive 
for 27 years prior to joining 
Nash-Kelvinator in 1944. At the 
time he left Ford, he had been 
general sales manager there for 
five years. 

Doss is known throughout the 
industry as a tough-minded, agile, 
driving sales executive on the one 
hand; a champion of the dealer 

(Continued on Page 62, Col. 1) 


AAA Convention 
Adopts Policy 
Against Toll Roads 


DETROIT. — “The requirements 
of highway transportation can best 
be met through the development of 
public highways 
financed through 
customary meth- 
ods of taxation— 
not tolls. Only a 
very small pro- 
portion of our 
highway system 
can be self-liqui- 
dated on a toll fi- 
nancing basis.” 

This position 
was adopted as 
the policy of the 
American Automobile Assn. at the 
close of its 52nd annual meeting 
here last week. 


In his presidential address, Ralph 
Thomas repeated the warning he 
had sounded at last year’s conven- 
tion in Los Angeles that the horse- 
power race seems to have domi- 
nated the thinking of the auto in- 
dustry in recent years. 

“I cannot see,” Thomas said, 
“that there has been a diminution 
of emphasis on power, or that 
there has been any more empha- 
sis on the building of greater 
economy and safety into the au- 
tomobile.” 

In a resolution, AAA expressed 
its opposition to Federal excise 
taxes on the purchase cost of mo- 

(Continued on Page 57, Col. 1) 


A. J, Sordoni 

















A= about this time of year 
newspapers, if not dealers, start 
to think about show issues. Many 
newspapers in towns where no show 
is held are planning special editions 
honoring the new cars after all, or 
most of them, have been introduced. 

The advertisements covering the 
new cars are usually taken care 
of by the factories. Many times, 
however, groups of dealers or 
dealer associations feel they 
should add their announcement to 
make the edition complete. 

I have often been requested to 
suggest copy of such an occasion. 
Because I think it is important to 
sell the car on general terms, as 
well as the value of the dealer’s 
contribution to satisfactory owner- 
ship, I encourage such activity. 

+ * ok 


Dealer’s Interest 


oe if we really do a good job 
on selling the economic value 


CATA Introduces 
Tie-In Program 


For Dealer Sons 


CHICAGO.—Pioneering the way 
toward closer relations with future 
auto dealers, the Chicago Automo- 
bile Trade Assn., sponsored a din- 
ner Oct. 14 honoring 100 sons and 
sons-in-law of Chicago area deal- 
ers. 

CATA President Earl T. Zweifel 
pointed out that the 50-year-old 
association has much to offer the 
younger generation. 

“Ninety-nine out of the 100 young 
men present,” he said. “will be tak- 
ing over dealerships eventually. We 
who have been in the business a 
long time can teach these young 
men what we know. They, in turn, 
can generate fresh and vigorous 
ideas. This program can be of in- 
estimable long-range benefit to all 
of us.” 

Frank Yarnall, former CATA 
president and current vice- 
president of NADA, praised CATA 
for being the first dealer associa- 
tion in the U. S. to launch a son’s 
program. 

Various dealer line groups have 
undertaken such meetings, and 
General Motors has fostered inter- 
est among the sons of its dealers, 
but the CATA program is the first 
of its kind undertaken by any 
dealer association, he said. 

Yarnall pointed out that in a 
number of cases, third generation 
members of dealer families now are 
active in the automotive business 
locally. 

The NADA, noted Yarnall, will 
sponsor a get-together for sons 
and sons-in-law of dealers at its 
forthcoming convention in Janu- 
ary. 
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of automobiles, we help create a 
desire for the new car to such an 
extent that it de- emphasizes the 
amount of the used-car allowance. 


Then, in addition, if we talk 
about the importance of the deal- 
er to the automobile owning pub- 
lic, we have taken the fullest 
advantage of the ad space not 
only from the dealer’s standpoint 
but the interest of the entire 
industry. 


So, to save myself a lot of cor- 
respondence, I have written such 
an ad in advance and offer it with 
my compliments to any association 
or group of dealers who may want 
to use it. Here it is; I hope you 
will like it and that its appearance 
will prove real beneficial: 

* + * 


THERE IS NO LONGER TIME 
ENOUGH TO DO WITHOUT 
AN AUTOMOBILE 


This is the most productive, 
prosperous and progressive nation 
in the world today, because it has 
more time to devote to produc- 


tion, progress and worthwhile | 
| Texas Dealers Choose New Leaders— 


From left: Sam White and D. L. Johnson, new vice-presidents of the Texas Automo- 
tive Dealers Assn.; Floyd Randall, president, and Frank Gillespie, vice-president. 


pursuits. 

This greater measure of time 
for work, study and recreation 
comes from a single source—per- 
sonal automotive transportation. 
Registration of passenger motor 
vehicles is today the index to na- 
tional economic and living stand- 
ards the world over. 

How much time did a man 
spend going to work before he 
had an automobile? Countless 
thousands of man-hours are 
saved for production in the shops 
and factories of America by the 
motor cars that carry the work- 
ers to and from the job. 

How many salesmen could do 
without a car? Can farming be 
pleasurable or profitable without 
one? How much time was lost in 
the old days for morale-building 
human contacts, now made fre- 
quent and easy by the motor car? 
How many lives are saved by the 
timely arrival of the doctor’s 
automobile? 

No American community can 
do without adequate personal 
transportation today, any more 
than it can do without electricity 
or a water supply. To give to the 
people of this community unin- 
terrupted, economical use of all 
the automobiles they need is the 
job and responsibility of these 
automobile dealers sales and 
service organizations — members 
of an association pledged to the 
service of all local users of auto- 
motive transportation. 


(Blank) DEALER ASSOCIATION 
List of Members 


Kentucky Dealers 
Announce Agenda 


For Convention 


LOUISVILLE.—Its complete con- 
vention program was announced 
last week by the Kentucky Auto- 
mobile Dealers Assn. 


The affair, scheduled Nov. 7-9 at 
the Kentucky Hotel here, will be 
highlighted by such nationally 
known speakers as Charles C. 
Freed, NADA president, and Paul 
G. Hoffman, board chairman of 
Studebaker-Packard. 


Other speakers include Ray 
Chamberlain, NADA director of 
conventions; Calvin Dean Johnson, 
humorist; George Alexander Bowie, 
author and editor, and Vince Baker, 
sales expert. 


Participating in a forum on 
dealer - factory, employer - employe 
and public relations will be Walter 
M. Kiplinger, NADA director of 
public relations; Orville R. Harrod, 
Kentucky NADA director; Fred C. 
Koster jr., Louisville Buick dealer, 
and B. W. Whitaker jr., Frankfort 
Chevrolet dealer. 

Kip Kelley, of Life magazine, will 
show a film on “The Changing 
Automobile Market.” 





‘ | Brand Names Day 


Dealers tell me 


By John O. Munn 


‘Scheduled Apr. 13 


NEW YORK.—National Brand 
Names Day is scheduled for Apr. 
13 at the Waldorf-Astoria Hotel 
here, according to Henry E. Abt, 
president of the Brand Names 
Foundation, Inc. , 

On that day the foundation will 
honor outstanding brand retail- 
ers by awarding 125 Brand Name 
Retailer-of-the-Year plaques and 
certificates in 25 categories of 
retailing. 








| By Emmet Maum 
Staff Correspondent 
MEMPHIS. — After an unsuc- 
cessful attempt to hold up action 
for 30 days, a special legislative 
committee of the Tennessee Auto- 
motive Assn. was voted authority 
at the 15th convention last week 
to proceed with efforts to have a 
factory-dealer licensing law en- 
acted in the state. 


The action came in midmorn- 
ing of the second day of the 
convention, attended by about 350 
members. 

Col. W. M. Liddon, of Nashville, 
chairman of the special committee 
named to draw up the law, discus- 
sed the proposed act at length. 

Lee McCormick, president of the 
Memphis Automobile Dealers Assn., 
sought to defer action on the pro- 
posed law for 30 days. 

During a heated discussion, Mc- 
Cormick said that his group had 
not been able to get a copy of the 
proposed bill in time to give it 
proper study. 

However, in subsequent action, 

| @ vote overwhelmingly gave the 
special committee a go-ahead on 
its plans to try to have such a 
law 





Only about a dozen delegates dis- 
sented. Liddon said afterward that 
he had expected opposition to be 
much greater. 

“We didn’t expect to be able to 
satisfy everybody in the associa- 
tion,” -he said. “We are convinced 
that Tennessee needs a law which 
is much like that passed in a num- 
ber of other states, including this 
‘year in Louisiana and Mississippi, 
and we attempted to draft the best 
law possible.” 


Liddon’s committee next will con- 
fer with the State attorney general 
and try to have a final drafting 


Cleveland Sets 
Closing Hours 


CLEVELAND.—Cleveland’s new 
and used-car dealers will start a 
new closing policy Dec. 7. 

Under the agreement, reached by 
the Cleveland Auto Dealers Assn., 
and the Cleveland Used Car Deal- 
ers Assn., showrooms and used-car 
lots will be open until 9 p.m. Mon- 
day, Wednesday and Friday, and 
will close Tuesday, Thursday and 
Saturday at 6 p.m. 


Factory Curb Sought 


Drive for Maker-Dealer Licensing Bill Is Voted 
At Tennessee Convention 


Prices Still Strong SS 


Year Is Shaping Up 


As Tops in 


By Bob Lienert 
Associate Editor 

ITH the used-car market 
staunchly refusing to break in 
the face of imminent new-model 
introductions, 1954 promises. to 
wind up as one of the best used-car 

years in history. 
Prices are fat, and activity at 
both retail and wholesale levels 








ready to present to the 1955 Legis- 
lature. 

The act would authorize polic- 
ing unethical practices, under the 
association members’ authority. 
A motor vehicle commission pro- 
posed for policing the industry 
would include one member from 
each of the nine congressional 
districts and a chairman from 
the state-at-large. 


The commission would be ap- 
(Continued on Page 8, Col. 1) 


CATA Sets Talks 


On Current Issues 


CHICAGO. — “Giveaway” adver- 
tising and other problems facing 
Chicago area dealers will be dis- 
cussed at a series of regional 
luncheon meetings to be sponsored 
by the Chicago Automobile Trade 
Assn. Nov. 1-3, Edward L. Cleary, 
general manager, announces. 


The meetings will be held re- 
spectively on the west, south and 
north sides of Chicago. CATA Pres- 
ident Earl T. Zweifel will be chair- 
man of the meetings. Question-and- 
answer periods will follow the dis- 
cussions. 

































only again. . 


the Hartmans; 


Jim Johnson 








Wemhoft . 
director .. 
took unto himself a bride, Mrs. 


field Executives Club. 






On_the House... 


Many persons believe that 1955 new-car sales 
will be on a more wholesome basis, what with all 
makes pretty much on a par stylewise for the first 
time in years. That may be true if YOU, or “the 
dealer down the street,” doesn’t start selling price 
. In a recent item about Hartman 
Brothers’ 50th anniversary, I put the dealership’s 
location in Montrose, California. “Taint so,” say 
“we are located in God’s country 
. . » Colorado.” . . 


Connecticut’s new NADA director. Hanford 
Crockard has been reelected Northern California 
. D. C. Barnhart of NADA recently 


conflicts with new-model showings this fall, Missouri association 
has postponed its district meetings until next March .. . 
Frederic R. Sanborn, general counsel for Brooklyn association, 
has been appointed American justice of the International Supreme 
Court for Restitution, sitting in Berlin 
NADA membership per capita, 928 . . 
Buick now has about 100 more dealers than year ago; total is now 
over 3,500 . . . Les Sauder, Illinois association manager, heads Spring- 


Used Cars 


is brisk. Sales in the first 10 days 
of this month, according to un- 
official reports, ran only 2 per- 
cent behind the same period of 
September and stocks were re- 
ported down 2 percent. 

Eight months ago, any enthusi- 
asm over the used-car outlook 
would have appeared unwarranted. 
Lots were jammed, customer traffic 
was virtually at a standstill and 
“no” was the password at most fi- 
nance companies and banks. 

New-car sales were dragging 
along at 300-odd-thousand monthly, 
and gloom was widespread. 

* * * 


= LATE: spring, the used-car 
pulse quickened, then throbbed 
violently. A good many market ob- 
servers credit the spirited used-car 
upturn for jacking up the new-car 
market and for carrying it to the 
June peak and through the sum- 
mer months. 


It didn’t take long, once the 
rush started, for many operators 
to get back into sound shape. 
Stocks were quickly trimmed and 
balanced; demand settled down 
to an even keel. Finance terms 
were loosened, and retail volume 
has been heady ever since. 
Average wholesale prices have 
held at levels that nearly every- 
body has called impossible. Week 
after week, auction operators have 
predicted a price-break in the off- 
ing. 

But when the market did take a 
reasonable setback on certain 


weeks, it always staged a rapid 
recovery. 
* * * 
AST week, auction operators 


were still expressing surprise 
at prices used units were bringing. 
Certain “gilt-edged” pieces were 
selling at prices higher than ever. 


Used-car men still feel that a 
violent price reaction must come. 
If it is to develop, it can’t be de- 
layed much longer. New Chevro- 
lets will go on display this week. 
With a ’55 model of a volume 
make available, the sensitive 
used-car market should be im- 
mediately affected. 


The surprise up to now has been 
that late models have held firm for 
so long. Bidders have been cau- 
tious, but they have been bidding— 
and paying top dollar. 

Actually, late models were the 
biggest gainers on AuTomoTive News’ 
index last week. The price of '54s 
went up $24 to $1,751, only $3 less 
than the price of seven weeks ago. 
The second-largest gain was scored 
by ’53s, which went up $10 to $1,234, 
some $15 less than the average 
price of '53s in mid-August. 

F + * + 
HE other increase last week 
came for ‘50s, which added $4 
level out at $498, only $18 less than 
the average price of mid-July. 
Other models declined in price— 
(See SALES, Page 61, Col. 3) 





(Lincoln-Mercury), Hartford, is 


Pearl L. Miller . . . Because of 


... Kansas claims the highest 
. Sales Chief Al Belfie says 


—Prtre Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

. a 1. Fair and equitable contracts between manufactu 

" a 18 vehicles, parts and accessories; en 0. Goeee & 
¥ 2. Every dollar of gasoline and oil taxes, collected tate and fi 

; 8 governments, applied to the building and =. pg 

g R 1 3. Guard the precepts of individual freedom, which made the U. S$. A. 


great and gave its citizens more of the 


better thi 
enn the wend. ings of life than anywhere 





- Capsule Comment 


Most auto makers are ready to launch another horsepower 
race on their 1955 models, but 64 percent of motorists inter- 
viewed in the 1954 Crowell-Collier survey thought present 
engine power is sufficient. 


We can’t explain it. 
* * * | 





President Eisenhower’s $50 billion road program drew | 

both cheers and jeers at a meeting in Washington. 

Those who opposed the project forget that we pay for | 

good roads (through waste of gas, oil and tires) whether | 

we have them or not. 
* * * 

Warning against “profitless prosperity,” NADA’s indus- 
try relations committee has called on auto makers to temper | 
with realism their optimism over 1955 sales prospects. 

Can you imagine a sales manager saying “we'll be 
lucky if we do as well as last year”? 
* * * 

George Romney succeeds the late George Mason as head | 

of American Motors Corp. 
Best of luck, Mr. Romney. 
* 





Individuals’ holdings of currency and bank deposits ex- 
panded by $2 billion in the second quarter of 1954, the 
greatest increase since 1946, according to the Securities and 
Exchange Commission. 

Doesn’t look like the makings for a recession. 
* * * 

A New York federal court has permanently enjoined 

Brakes, Inc., from selling spurious products. 
A victory for safety on the highway. 
cf * * | 

With auto repossessions rising sharply, auto finance firms 
expect to adopt a tougher policy in okaying contracts pro-| 
viding low downpayments and long terms. 

' A more realistic approach. 





Coming 
Events 


Dealer Conventions 


Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct. 24-26 — Florida Automobile 
Assn, Convention 
Hotel, Jacksonville. 

Oct. 26—Connecticut Automotive Trades 
Association Convention, New Hotel 
Statler, Hartford, Conn, 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9—Automotive Trade Assn. of Vir- 
ge. John Marshall Hotel, Richmond, 


Dealers 
George Washington 


a. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 1819— Idaho Automobile Dealers 
= gaa Convention, Boise Hotel, 
joise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
Assn. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

Jan. 29-Feb. 2—NADA annual convention, 
Hotel Conred Hilton, Chicago. 


Dealer Auto Shows 


Nov. 23-28—Sioux Falls Automobile Show, 
Coliseum, Sioux Falls, S. D. 

Jan. 8-13— Houston Automobile Show, 
Sam Houston Coliseum, Houston. 

Jan, 8-16—Washington, D. C. Auto Show, 
District of Columbia National Guard 
Armory, Washington, D. C. 

Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan, 15-22—Rochester Auto Show, Roch- 
ester Armory, Rochester, N. Y. 

Jan. 21-29—Indianapolis Automobile Show, 
Manufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 22-29—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Maryland. 

Jan, 22-30— St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31 — Tri-State Auto Show, Evans- 
ville Automobile Dealers Assn., Evans- 
ville Armory, Evansville, Indiana, 

Jan. 29-Feb. 6—Detroit Auto Show, Michi- 
gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6—Quad-City Autorama 
Davenport, lowa, Rock Island, Moline, 
ast Moline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 5-12 — Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 6-13 — Schenectady Auto Show, 
Schenectady Armory, Schenectady, New 


York. 
Feb. 8-13 — Omaha Automobile Show, 
Omaha New Civic Auditorium, Omaha, 


Neb. 

Feb. 12-19—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bldg., 
Syracuse, New York. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri, 

March—cLewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 


nia. 
April 20-23—Danville Auto Show, Danville, 
Virginia. 5 
* . * 


General 


Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29 -— American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Oct. 28-30 — Western Parts and Service 
Managers Association Convention, New 
Washington Hotei, Seattle. 

Oct. 31-Nov. | — 10th Annual Convention 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 14-16 — National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 15-17 — American Finance Confer- 
(See CALENDAR, Page 56, Col. 2) 


20 Years Ago... 


The Big Stories 


A net profit of $21,852 in the first nine months of 1934 is reported 
by Graham-Paige, compared with $145,934 in the like 1933 period 
... Electric Auto Lite Co. has set up a hub-cap division . 
has added two Speed Wagon models. One is a half-ton, the other a 
1%-ton unit. Base price of the former is $695, and that of the 1%-ton 
chassis is $595. It also was announced that Mack-International 
Motor Truck Corp. would sell and service Reo Speed Wagons and 
. . General Motors earnings for the third 
quarter totaled $20,564,173, compared with $31,047,063 a year ago... 
Harry Horning, president of Waukesha Motor Co., announced that 
his firm had made arrangements to sell its subsidiary, Fageol Motor 
to California interests ...A total of 2,896 highway 
projects, involving 8,268 miles of road, is now under construction 


trucks in a dozen cities . 


Truck Co., 


with public works funds. 
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‘Inferior Brake Fluid .. . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No atteption is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





accidents due to faulty brakes.—, 


Brake Fluids age ue fund . 
| : ; , EE BercMaN, Lee Bergman Co., 
On reading your article in the Chicago. 


Sept. 20 issue pertaining to SAE et ca 

|brake fluids, I thought it might : 

interest you to know that I at-| Add N. H. Convention 

tended a Traffic Safety Council in| As one of the participants in the 

Springfield, Ill, on Sept. 22, and| used-car clinic at the New Hamp- 

the next day the Traffic Bafety| ert T would like to thank you 
: * . | , e 

Conference in Indianapolis. for the coverage which you gave 

convention. t t 

| planning to suggest to their legis-| talk by Mr. Shanklin aad ihe nee 

|latures next year that they do|was most complete, and their talks 

something about the sale of infe-| were certainly most interesting and 

rior brake fluids from a legislative | of the nature which every automo- 

standpoint. | bile dealer should hear. 


I would like to suggest that, in| The report with reference to the 
lview of the fact that Minnesota | used-car clinic was, however, some- 
and New Jersey have already, What inaccurate, and I am writing 
passed similar legislation, you —— at this time for two rea- 
might get your readers active in a ; 
|their respective states to get be- oT ee ee Se 
|hind similar legislation. I believe! that the quatiemias “in suntel 
that this will eliminate a_ lot of pated with me and who were so 
earnest and helpful in making a 
really effective discussion were 
not identified by your reporter. 
The dealers who participated 
were E. B. Morse, Clyde Garfield 
and Maurice J. Grant, of Man- 
chester; Andrew M. Nicoll, of 
Concord; John E. Graham, of 
Claremont; Frank J. Costello, of 
Portsmouth, and Gordon C. 
| Wentworth, of West Ossipee. 

They represented franchising 
covering Ford, Dodge, Pontiac, 
Mercury and Studebaker. 

Second, the coverage was quite 
inaccurate. I realize that this is 
probably my own fault since I 
|have had enough experience in 
|these matters to know that I 
should have prepared a news re- 
lease for you. I thought that the 
executive secretary of the associa- 
tion, who is a trained public rele- 

(Continued on Page 56, Col. 1) 
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—From the files of Automotive News. 
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PACKARD PROGRAM KEEPS | 





MOVING AHEA 


Sales Picture Looks 
Good at Packard! 


UTSTANDING DEALERS in all parts of the country 
continue to join the Packard sales organization. 


Michigan: (Photo No. 1) Ross H. Schoeder (right) 
welcomes Wilbert and William Petz as new Packard 
dealers in Northville. 


Washington: (Photo No. 2) At the opening of a 
new Studebaker-Packard dealership in West Seattle 
were, left to right, Mr. Collins, former Studebaker 
dealer in West Seattle; Mr. Haws, of the West 
Seattle Commercial Club; George Doust, manager 
of the West Seattle store; and M. O. Anderson, 
Seattle zone manager. 

District of Columbia: (Photo No. 3) Lee D. Butler 


(left) signs franchise for new Packard dealership in 
Washington. With him are C. M. Porter, Packard 

















| 


a 





More Dealers city manager (standing) and Jay H. Thomas, Jr., 
Washington zone manager. 
North Dakota: (Photo No. 4) Signing the Packard 


Move to Packard franchise for Berrell Motor Co., Inc. of Fargo is 


H. E. Berrell, general manager. Roy A. Nelson, 
sales manager of the new dealership, is on the right. 








Helping Hand From Packard_. retired milling executive, 


who has been buying Packards for 45 years, needed a special wheel 
chair to enable him to travel by automobile. George Flad (right), 
general manager of Joy Brothers in St. Paul, Minnesota, the coun- 
try’s oldest Packard dealership, developed the chair and customized 
the car after weeks of effort. George Flad, Jr., (shown testing chair) 
is sales manager of Joy Brothers. 


A Good Franchise 
for Today... 
and Tomorrow 


re- FROM TRENCH to assembly line—one of many examples prepares for the installation of new automatic machinery. 
pe of the continued progress being made in Packard’s new When completed, this plant will have the most modern 
ie. body and assembly plant. On the left is the “line” as it assembly lines in the industry. This is one more example 





appeared a short time ago, while, on the right, a workman of the dynamic Packard Program in action! 
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Optimism Mixed with Pessimism .. . 


N. Y. Looks to Competitive ’55 


By Ed Brown 
Staff Correspondent 


NEW YORK.—Predictions, pros- 
pects and feelings toward the 
1955 models run the gamut from 
dire perssimism to unbridled opti- 
mism. 

But the most distinct underlying 
impression to be gathered from 
talks with dealers in all lines is a 
tone of caution with respect. to 1955. 
The almost unanimous expression 
is that 1955 will be a highly com- 


petitive year. 
Some dealers even voice the 


DeSoto Officials 
Conducting 20 


Dealer Previews 


DETROIT.—Regional dealer pre- 
views of 1955 DeSoto models are 
being conducted across the country 
by DeSoto factory officials and rep- 


resentatives of Batten, Barton, 
Durstine & Osborn, advertising 
agency. 


In each of 20 cities, 12 new mod- 
els are being displayed following 
business meetings at which mar- 
keting and merchandising plans are 
discussed. 

Meetings last week were held at 
Pittsburgh, Atlanta, St. Louis and 
Chicago. 

Tomorrow (Oct. 26) meetings are 
scheduled at Buffalo, Omaha and 
Los Angeles; Wednesday, Spartan- 
burg, S. C. (Charlotte region); Oct. 
29, Detroit, New York and San 
Francisco; Nov. 1, Memphis, St. 
Paul and Salt Lake; Nov. 3, Atlan- 
tic City (Philadelphia region); Nov. 
4, Seattle; Nov. 5, Cincinnati and 
Dallas; Nov. 8, Kansas City, and 
Nov. 9, Boston. 

Factory officials participating 
include L. I. Woolson, DeSoto presi- 
dent; J. B. Wagstaff, sales vice- 
president; James L. Wichert, 
director of advertising and sales 
promotion; A. B. Nielsen, Eastern 
sales manager; Paul Herpolsheimer, 
Western sales manager; R. M. 
Rowland, merchandising manager; 
Clyde Mix, used-car manager; R. G. 
Roth, national field training super- 
visor, and John Griggs, sales pro- 
motion. 


Grease Institute 
Picks Farm Topic 


KANSAS CITY.—Jesse W. Tapp, 
vice-chairman of the board of di- 
rectors of the Bank of America, 
will be the main speaker at the 
22nd annual meeting of the Na- 
tional Lubricating Grease Institute 
to be held Oct. 25-27 at the Mark 
Hopkins Hotel in San Francisco. 

Tapp will discuss “The Agricul- 
tural Market—Its Significance and 


Prospects.” It will be the first time | 


in the institute’s history that a 


strictly agricultural subject has| 


been introduced. 

Tapp is a nationally recognized 
expert in agricultural economics. 
He has been associate administra- 


tor of the Agricultural Adjustment | 


Administration, president of Fed- 
eral Surplus Commodities Corp., di- 
rector of Commodity Credit Corp. 
and director of Federal Crop Insur- 
ance Corp. 


- Own Source 


Goodrich to Grow Rubber 


In Liberia 
AKRON. — B. F. Goodrich Co. is 





preparing to grow its own natural | 


rubber for the first time. 

The Akron tire producer has 
signed an agreement with the Re- 
public of Liberia whereby it can 
lease an unannounced acreage of 
land to “plant, operate and pro- 
duce natural rubber.” The conces- 
sion is for 80 years. Two separate 
areas are involved. 

Once it establishes its planta- 
tions, Goodrich will become the 
fourth tire manufacturer to grow 
at least part of its own rubber. 
Firestone has been in Liberia since 
the mid-’20s and now has 90,000 
acres under cultivation. Goodyear 
and U. S. Rubber operate planta- 
tions in Sumatra, Indonesia, the 
Philippines and Costa Rica. 








opinion that 1955 will eclipse 1954 
in its competitive aspects. 

A sense of caution is particularly 
noticeable in expressions from Buick 
and Oldsmobile dealers, who the 
past year have been in the envi- 
able position of leading the field, 
insofar as public acceptance is con- 
cerned. 

However, even here, several old- 
time dealers declare that the entry 
of many hot lines into the market 
place this year is bound to work 
for their benefit as well. They con- 
tend that long discounting among 
distressed dealers will firm, as the 
new products catch on with the 
public. Thus, they will not be re- 
quired to reach as far in order to 
write a comparable deal in 1955. 

* * + 


Tos Studebaker introduction, ac- 
cording to several Studebaker 
dealers, has created a great. deal 
of interest. The only fly in the 
ointment is that the customer is 
still looking for, and apparently 
getting tremendous deals. 

One dealer counted 12 interested 
prospects within three days of the 
announcement. He was unable to 
take any of them, however, because 
of the absurd discounts and trades 
they demanded. 


He emphatically states that he 
can’t afford to take such deals, and 
if other dealers are doing it, they 





Nash Air-Conditioner 
To Go on Hudson 

DETROIT. — American Motors 
Corp. will make its “All-Season” 
air-conditioning system available 
as extra equipment on all 1955 
Hudson and Nash cars, according 
to George Romney, AMC presi- 
dent. 

The “All-Season” factory- 
installed system combines refrig- 
eration, heating and ventilating 
in one unit. Current price is $395 
on Statesman and Ambassador 
models and $345 on the Rambler. 





will have to discontinue it soon, or 
go out of business. 

This dealer has been 
forced to let his entire office staff 
go, as well as his service man- 
ager. He himself is handling the 
service, while his son is handling 
the office. His overhead is down 
to a bare minimum. 

In his estimation the essentials 
of economics will soon catch up to 
those dealers indulging in wild 
trading, while he also anticipates 
some pickup and stiffening in deals 
as other 1955 lines hit the market. 

* * * 

: IS generally agreed, however, 

that the 1955 models, regardless 
of how attractive they are, and 
how enthusiastically the general 
public accepts them, will not be the 
magic answer to good business in 
1955. Good business, it is felt, will 
.be the direct result of hard work 
“from everyone concerned. 

All is not discontent with 1954. 
One dealer recently reported that 
he had delivered 200 more cars in 
1954 than in the same period of 
1953. This, he admitted, required 
extended efforts on his part, as well 
as from éveryone in his dealership. 

His profit picture now stands 
$10,000 ahead of the same period 
last year. A lot of effort for such 
a@ small increase, admittedly, but 
he feels the effort was worth it 
in the face of conditions as they 
exist today. 

Although this is only one in- 
stance, there are several similar 
situations. It is apparent that some 
dealers came through competitive 
1954 in a relatively good position. 

As announcement day overtakes 
more dealers, inventory appears to 
be less and less of a headache to 
the majority of dealers. There are 


isolated instances where dealers 
have overstocked or overloaded 
themselves. 


There are several dealers circu- 
lating lists of automobiles they 
|have on hand for immediate sale 
(Continued on Page 57, Col. 4) 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 20 


(Sale way off. Sold 61 cars out of 

136 entered.) 

BUICK—'53 Special 2-dr., $1,260. 
Super Riviera coupe, $910*; RM 
dr., $865*; Special 4-dr., $700*, $675, 
$530*; 2-dr., $685*, $650. "50 Super 
4-dr., $580*; RM Riviera coupe, 
$500*; Special 4-dr., $475*; 2-dr., 
$400*. '48 Special 2-dr., $115. 

CADILLAC—'53 (62) coupe, $2,735*. 
"52 (62) 4-dr., $2,200* (ps). "51 (60) 
4-dr., $1,000*. 

CHEVROLET—’53 Bel Air coupe, $1,- 
300; 2-dr., $1,105; (210) 4-dr., $980. 
’51 SL Deluxe Bel Air, $705; 2-dr., 
$575*, $525. °50 SL Deluxe 2-dr., 
$495*. '47 SM club coupe, $150. 

CHRYSLER — '51 NY 4-dr., $710*, 
$700*, $685*. '50 NY 2-dr., $605*. 


"51 
4- 


DeSOTO—’53. Fire Dome (8) 4-dr., $1,- 
"50 Deluxe club coupe, $425. 

‘52 Wayfarer 4-dr., $625. 
$550; Diplomat, 


350°. 
DODGE — 
’51 Coronet 4-dr., 
$515*. 
FORD—’'53 Main 
$1,450; Crest (8 
"50 Deluxe (6) 2-dr., $295. ’ 
luxe (6) 4-dr., $260; 2-dr., 
MERCURY—'51 conv., $525*. 
NASH—’53 Statesman 2-dr., $1,100. 
OLDSMOBILE—'54 (98) Holiday, §2,- 
520° (ps). ‘51 (98) 4-dr., $930*. 
PACKARD—’'49 4-dr.. $325. 
PLYMOUTH — '53 Cranbrook 4-dr., 
$925. °52 Cambridge club coupe, $525. 
’51 Cambridge club coupe, $510. 
PONTIAC—’53 Chieftain (8) Catalina, 
$1,525*. ‘52 Chieftain (8) 4-dr., 
$850*°. ‘51 Silver Streak (8) 4-dr., 
$665*. °50 Silver Streak (8) Cata- 
lina, $620*, $590*; 2-dr., $440*. 
— — '52 Champion 4-dr., 


(8) Ranch Wagon, 
Victoria, $1,325*. 


MISCELLANEOUS—’52 Henry J 
2-dr., $340. 
* 


(6) 
+ 


Oct. 13 
(Sold 94 cars out of 150 offerings.) 


—. 53 Super Riviera coupe, §$1,- 
$1,555*; 4-dr., $1,435*; Special 

Tredane coupe, $1, 470°. "52 RM 4-dr., 
$1,060* (ps), $1,000*; Special Riviera 
coupe, $1,050°; 2-dr., $1,000*. '51 RM 
4-dr., $820*, '$790°; Super conv., 
$795*. ‘50 Super 4-dr., $605*, $530°, 


= 


$500*; Riviera coupe, $570*. 
per conv., $125. 

CADILLAC — '53 (62) conv., $2,550* 

ye. "52 (62) conv., $2, 525°; (60) 4- 

» $2,005*. °51 (61) coupe, $1,585*. 

omeuemn~ 54 (210) 4-dr., $1,340. 


"46 Su- 


‘53 Bel Air coupe, $1,315*; 4-dr., $1,- 
315* (ps); 2-dr., $995. '52 SL Deluxe 
Bel Air, $900; ‘club coupe, $790; 2- 
dr., $760. ‘51 SL came 5 Bel Air, 
$750; 4-dr., $650, $625*, , $575; 
2-dr., $630, $615*, s570¢. 

CHRYSLER—’51 Windsor 4-dr., $645*. 
°48 Royal 4-dr., $155. 

DeSOTO—’52 Fire Dome (8) 4- dr., $1,- 
050° (ps). 

DODGE—’53 Coronet club coupe, $925. 
‘52 Coronet Diplomat, $650*. ’51 Cor- 
onet Diplomat, $665*; club coupe, 
$530*; conv., $350. ’50 Coronet 4-dr., 
$400*. *49 Wayfarer 2-dr., ‘ 

FORD—'53 Custom (8) 4-dr., 

‘52 Custom (8) 2-dr., $865. 

luxe (8) Country Squire, $650; 

tom (8) station wagon, $595; 

(6) 2-dr., $465, $400. '50 Deluxe (6) 
2-dr., $230. 


HUDSON—’49 Commodore (6) conv., 


$360. 
KAISER—’51 Special 4-dr., $300, $260. 
*49 Special 4-dr., $125. 
MERCURY—’54 conv., $2,010*. '53 2- 
dr., $1,285. °52 conv., $825°. °51 4- 
-» $660, $630*, $575; club coupe, 
. "50 club coupe, $545; 2-dr., 
$465°. 
NASH—'53 Statesman 2-dr., $965. '52 
Statesman 4-dr., $750. ’51' Statesman 
club coupe, $460. "49 (600) 2-dr., 


$130. 

OLDSMOBILE—’54 (88) 2-dr., $2,210*, 
$2,200*, $2,135*. °53 (98) Holiday, 
$1,875*; (88) 4-dr., $1,730*, $1,300°. 
"52 (98) 4-dr., $1, 110%, *51 (98) 4- 
dr., $810*. “40 (88) 4-dr., $300°; (98) 
conv., 


. "562 Cambridge 4-dr., $525. '51 
Cambridge club coupe, $465. °48 De- 
luxe 2-dr., $185. 

PONTIAC — '52 Chieftain (8) 2- dr., 
$960*. ‘51 Silver Streak (8) 2-dr., 
$700*, $605*, $470. °50 Silver Streak 
(8) 4-dr., $450*. '49 Silver Streak (8) 
4-dr., $250°. 

STUDEBAKER—’53 Champion coupe, 
$f;100, $1,000. °52 Champion 4-dr., 


$510. 
WILLYS—'52 (6) 2-dr., $480. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports 


are on Pages 48, 50, 51 











Mississippi Votes in New Officers— 


Max McLaurin, Jackson, (left) is new 
Dealers Assn. Other officers, left to right, 


president of the Mississippi Automobile 
are Beverly Briscoe, Biloxi, vice-president; 


Homer M Mcleod, Greenwood, Secretary- -treasurer, and George Lemon Sugg, manager. 





‘Profitless Prosperity’ Tag 
Put on ’54 by Hoffman 


SAVANNAH, Ga.—The year 1954, 
will go down in automobile history 
as a “year of profitless prosperity” 
brought about by “overproduction 
and discounting,” said Paul G. 
Hoffman, board chairman of Stude- 
baker-Packard, at the 18th annual 
convention of the Georgia Automo- 
bile Dealers Assn. here last week. 

“The huge overproduction of 

1954 models in the fall of 1953 not 
only played havoc with profits of 
the last quarter of that year but 
all through the spring of 1954,” 
Hoffman said. 

He added that the 1954-model 
season was only 30 days old when 
discounting became general. 

“We had bootlegging of new cars 
on a grand scale,” he said. 

“Advertising reached a new low. 


Used-Car Dealers 
To Hear Adman 
At Miami Parley 


MIAMI.—William F. Carr, clas- 
sified advertising manager of the 
Philadelphia Evening Bulletin, will 
speak at the National Used Car 
Dealers Assn. convention here Nov. 
14-16. 

Scheduled for the Nov. 16 session, 
Carr will discuss the subject “To 
Sell Big—Display More.” 

Stacy Rowell, convention chair- 
man, also announced that plans 
have been completed with Eastern | 
Airlines to take women attending 
the convention on a sightseeing | 
tour of the Florida coastal area. 





Pa. Dealers Name 
Committee Heads 


All in all, it was the ‘most chaotic 
of all the years I have known in 
this business, and that is a very 
unkind thing to say about 1954 be- 
cause I have geen around for a 
long time.” 

While Hoffman’s address was the 
highlight of the business sessions, 
the 1954 convention was termed 
one of the best ever held by the 
Georgia dealers. Some 300 and 
wives attended. 

John H. Lander, president of 
Lander Motors, Inc. (Dodge- 
Plymouth), Atlanta, was elected 
president, succeeding A. K. Dear- 
ing sr., Savannah. 

Other officers named were Clark 
T. Lyndon, Southern Auto Co. 
(Ford), Tifton, first vice-president; 
R. C. Dunlap jr., Dunlap Chevrolet 
Co., Macon, second vice-president, 
and J. C. Lewis jr., J. C. Lewis Mo- 
tor Co., Inc. (Ford), Savannah, 
treasurer. 


Directors from each district are 
as follows: 


W. E. Greene, Fort Valley, third 
district; W. E. Robinson, Milledge- 
ville, sixth district; J. T. Anderson, 
Marietta, seventh district; E. J. 
Jackson,” Brunswick, eighth dis- 
trict, and Stewart P. Walker, Au- 
gusta, tenth district. 

Jim Barnett, Savannah, was 
named to fill the one-year unex- 
pired term in the first district 
caused by the elevation of Lewis to 
the treasurer’s post. 

Hoffman placed the entire 
blame for what happened this 
year squarely on the shoulders 
of “the automobile industry.” 

“All of us overproduced in 1953,” 
ihe said. “But a major part of the 
| overproduction in 1954 was the re- 
| sult of a titanic struggle that was 
| going on for a statistical position 
on the part of the two largest pro- 


HARRISBURG, Pa. — Roy Mar-| ducers. 


berger, president of the Pennsyl- 
vania Automotive Assn., last week 
announced chairmen for standing 
committees of the organization. 
They are: 

A. M. Shields, Sheraw Motor Co., 
Altoona, by-laws; E. P. Blough, 
Cambria Motors,: Inc., Johnstown, 
employer-employe relations; P. A. 
Calvey, of Calvey Motor Co., Scran- 
ton, house; J. P. Mooney, of John 
P. Mooney Co., McKeesport, indus- 
try relations; Ellis S. Sutliff, of 
Sutliff Chevrolet, Harrisburg, legis- 
lative; H. R. Humphries, H & B 
Chevrolet, Charleroi, western mem- 
bership; Jenks Watson, of W. H. 
Watson & Son, Doylestown, eastern 
membership, and J. G. Hayden, of 
Guy Hayden Pontiac, Inc., Phila- 
delphia, safety. 


Golden Tag Frame Given 

DAYTON, O. — Members of the 
Montgomery County Automotive 
Dealers Assn. have presented gold- 
plated license plate frames to Con- 
gressman Paul F. Schenck as part 
of a program inaugurated by the 
President’s Action Committee for 
Traffic Safety and the Inter-Indus- 
try Highway Safety Committee. 


“There is no question but that 
much of the wild selling that went 
on in 1954 was the result of pres- 
sure upon dealers to accept quotas 
far beyond the normal demand in 
their markets. It was factory pres- 

(See GEORGIA, Page 57, Col. 2) 





Tennessee Chief— 


Chester R. Pace (left), outgoing pres'- 
dent of the Tennessee Automotive Assn., 
hands the gavel fo Russell Reeves, his - 
successor, at TAA‘'s Memphis convention. 
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In this 5,400,000 square feet of floor space | Bary 
in Toledo, Kaiser and Willys operations have been consolidated. a REE og 
This 97-acre factory helps make Toledo the largest automotive : iim w 


ae * 


production center outside of Detroit. 


Today, more than a year after the combination of Kaiser and Willys, 

financial, manufacturing and sales consolidation is now largely dir 

an actuality. Some surplus facilities have been disposed of; others lilies 
———— 


are in the process of disposal. Production economies running into 7 r ae 
millions of dollars have been effected, and there are more to come. A i6 


Here are results! September was the biggest month in K-W history for 


ay . * Ps 
factory shipments. August was the biggest month in history for retail deliveries ' 
by K-W domestic dealers. Export shipments have been averaging more than 


4,000 vehicles a month. 


S 
Plus profits for dealers! In addition to their passenger car line, Kaiser-Willys 
dealers have an extra source of profits in the famous “‘Jeep” and 4-wheel-drive commercial a 


vehicles...plus special high-profit “Jeep” equipment, from power take-off to 
post-hole diggers. These comprise an exclusive, non-competitive line. Resale value 


os 
is high. The selling season is all year; in fact, sales are best after a snow-fall! l] ot | il tl WF 


More than 244 new dealers have signed recently 
under the Kaiser-Willys Dealer Development 
Program, after learning the facts about 
Kaiser-Willys. To see what these 

facts can mean to you, it will pay you 

to contact Dealer Development 

Department, Kaiser-Willys Sales 

Division, Willys Motors, Inc., 


Toledo 1, Ohio. 
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Delegates Vote for Licensing Action .. . 


Factory-Dealer Curb 


Pushed in Tennessee 


(Continued from Page 3) 





pointed by Gov. Frank G. Clement 
from a list supplied by the associa- 
tion. 

“The bill was designed to elimi- 
nate bad practices in the industry,” 
explained Liddon. “It calls for li- 
censing salesmen, auto dealers, 
manufacturers, distributors, whole- 
salers, factory branches, distributor 
branches, factory representatives 
and distributor representatives.” 

He said the measure would be a 
protection for the public and the 
industry. 

Russell Reeves, president of 
Russell Reeves Co., Memphis, was 
elected TAA president, succeed- 
ing Chester R. Pace, of Clinton. 

Reeves has been an area chair- 
man of NADA for five years and 
is a two-year-term director of TAA. 
In the auto business since 1916, 
he served as chairman of the con- 
vention committee. 

Roy G. Byrn, of Murfreesboro, 
unable to attend because of illness, 
was reelected secretary-treasurer. 

Vice-presidents elected were: 
Memphis region, C. W. Bond, of 
Arlington; Jackson region, W. H. 
Fisher jr., of Humboldt; Nashville 


Chrysler Division 
Nears End of 28 


Dealer Previews 


DETROIT. — More than 25,000 
Chrysler - Plymouth dealers and 
salesmen have previewed the 1955 
Chryslers and Imperials at show- 
ings in 18 cities. 

The meetings already held are 
part of a series of 28 which have 
been arranged for Chrysler’s 3,200 
dealers. 

Gatherings will be held today 
(Oct. 25) in Washington, Milwau- 
kee, Boston, San Francisco and 
Great Falls, Mont. Previews will be 
held tomorrow in Chicago and At- 


lanta, and Wednesday in Houston | 


and ‘Salt Lake.City. The final meet- 
ing will be held Thursday in Day- 
tona Beach, Fla. 

Chrysler division officials address 
the groups and tell them of 1955 


region, Van A. Payne, of Spring- 
field; Columbia region, James A. 
Mullican, of McMinnville; Chatta- 
nooga region, V. W. McKinley, of 
Chattanooga; Knoxville region, Ar- 
nold Colditz, of Oneida, and Tri- 
Cities region, Garner Rance, of | 
Johnson City. 


| 





David P. Whelchel, of Nashville, | 
is executive vice-president. 
In the president’s address, Pace | 


expressed optimism for the future | | discourage 





New Trico Wiper Control 


Standard on Some ’55s 


BUFFALO. — Trico Products 
has introduced a new windshield 
wiper control that will increase 
and decrease the arc, as well as 
increase the number of wipes 
per minute. 

Made especially for wrap- 
around windshields, the new con- 
trol will enable the wiper to in- 
crease its number of wipes from 
about 180 to 250 per minute, the 
company said. 

The new control, which the 
company said also will produce a 
cleaner windshield toward the 
center, will be standard on some 
1955 models. 





organization of em- 


emergency traffic safety program 
committee. Pace also said that 
many speakers had been provided 
for religious, civic and other meet- 
bings. 


all eligible dealers for TAA and 


time for the 1955 Legislature. 
Reeves, the new president, said 
| that he saw a good year ahead 
for the association and for deal- 
| ers who would utilize all their 
| enterprise, ingenuity and good 
| business sense. 
| Frederick M. Sutter, Columbia 
| (Ind.), Dodge-Plymouth dealer and 
| chairman of NADA’s industry rela- | 
| tions committee, spoke on “Our 
Factory - Dealer Relations,” and 
| Frederick J. Bell, NADA executive 
vice-president, gave information on | 
|“How the 





and called upon dealers to exercise | ployees,” he said, “and any business | Affects Your Welfare.” 


good business judgment. 

“These are highly competitive 
times for the industry,” said 
Pace, “and a dealer must have 
an efficient, progressive organiza- 
tion in order to continue operat- 
ing.” 


which has its house in order is a} 
poor prospect for a labor-union 
organizer.” 


The outgoing president cited the | 
association for its public-relations | 


work in aiding training courses 
for young drivers, safety cam- 


Pace recommended providing the | paigns, providing better roads, al- 
association’s group insurance plan leviating parking difficulties. Mem- 
for employees. “That is one way to bers also served on the governor’s the gathering at luncheon on the' and Joe Fralin. 


J. B. Wagstaff, sales vice- 
president of DeSoto, gave a pic- 
ture of “1955 Automobile Pros- 
pects.” Like outgoing president 
Pace, Mr. Wagstaff painted an 
| optimistic picture for dealers 
| willing to roll up their sleeves and 
"aes 


Washington Situation | 


Pace called for a drive to enlist | 


| pointed out that a full legislative | 
program was being prepared in| 





second day, but because of a hea vy 
schedule was unable to attend. 


Brasher to Head 
‘New Western 


Auction Group 


DENVER.—Auto auctions in 30 
| states were represented here at the 
organizational meeting of the 
Western Auto Auction Assn. 

Members of the organization, 
which is affiliated with the newly 
formed National Automobile Auc- 
|tioneers Assn., elected Frank 
Brasher, of Salt Lake City, as pres- 
ident. 

Also named were Marion Layton, 


| 


| Of Denver, as secretary and treas- 


urer, and Joseph B. Danzansky, as 
legal counsel and Washington rep- 
resentative. 

Principal speaker at the meeting 
was H. A. Hennies, who discussed 
the need for more bad-check laws 
and the need for a national auto 
title law. 

Other officers are Harold Henry, 





vice-president, and the following 
| directors, Pat Patterson, Jack Lay- 


Gov. Clement was due to address|ton, Tom Fletcher, Carrol Kopfer 





sales plans. Then new Chryslers 


and Imperials are shown. 


Abernethy 


(Continued from Pago 2) 


excellent record in sales opera- 
tions kindred in type of organi- 


zation to that of Nash, Mr. Ma- | 
son and I selected him for the | 


job from a long list of men with- 
in and closely affiliated with the 
industry. 


| 
| 
| 
| 
| 


“A meeting with Mr: Abernethy | 
to finalize plans for his joining our | 
company was scheduled by Mr. Ma- | 


son and myself three days before 
Mr. Mason's death.” 


* x * 


Price Replaces Abernethy | 
As K-W Sales Chief 


TOLEDO. 
president of Willys-Overland Ex- 


— Hickman Price 4 


port Corp., has been named to the! 


newly-created po- 
| sition of sales 
vice - president of 


. 





Corp., S. A. Gir- 


ager, announced 
last week. 

Price takes 
over the domestic 
sales job held by 
Roy Abernethy, 
who resigned as 
sales vice - presi- 
dent of Kaiser-Willys last week to 
become general sales manager of 
American Motors Corp. 


Hickman Price jr. 


Kaiser Motors) 


ard, general man- | 


In addition to directing domestic | 
sales, Price also will continue to/| 
direct the activities of the export | 


subsidiary. 

Price has been an executive with 
Kaiser and Willys automobile in- 
terests for the past nine years, and 
was one of the original group of 
businessmen that formed Kaiser- 
Frazer Corp. in 1945. 





The Most Powerful v-87 


NEW MIGHT 


Truckers asked for it. Now in production! 


Truckers asked for Dynamic, 
Usable Horsepower 


MTT TMIMTTEN Power for speed... for am 
grades...for flashing iERJ 


acceleration . . . for effortless heavy-duty 

Operation without strain. The new REO 

V-8 is all engine, yet smooth as silk. In hills 

and heavy-going—on straightaways—in 

traffic—it whisks heavy loads swiftly, surely 
- On virtually passenger-car schedules. 


Truckers asked for a 
Shorter Engine 


HERE ni AY The new REO V-8 is 

‘ shorter than any other 
heavy-duty truck engine . . . just 3944” overs 
all! Permits bumper-to-back-of-cab dimen- 
sion of only 96”—without ‘“‘dog house”’. . . 
without cab-over, cab-forward, or other 
troublesome chassis deviations—hauls 35-ft. 
Square-nose trailers without exceeding 45-ft. 
overall vehicle length. This is possible with 
no other engine used in conventional tractors. 


Truckers asked for a 
Lighter Engine 


‘ia iaepmekyee lhe new REO weighs 
less than any other 
heavy-duty truck éngine on the highway— 
less than half as much as some. It’s all 
“brawn and muscle”’...no needless mass 
of heavy metal to cut down payload capac- 
ity, take extra fuel, cause excessive wear and 
maintenance. The new REO V-8 hauls more 
revenue, legally, than any other engine. 


Truckers asked for 
More Miles per Gallon 


‘ia: eReeRe «The new REO V-8 is 
downright stingy with 


Crowning Achievement of 5O years. 


gas—delivers up to 150 extra miles, and 
more, from every 100 gallons. Fuel econ- 
omy, per h.p., is superior to any other auto- 
motive engine—more useful power than 
ever before from every drop of gasoline. 


Truckers asked for 
Easier Maintenance 


1a, aed in the new Gold Comet, 
REO has achieved one 
of the cleanest V-8 engines ever designed. 
It’s convenient, accessible, and—because no 
“dog house” is needed even with a 96” 
bumper-to-back-of-cab dimension—every- 
thing is within easy reach. Merely lifting the 
hood exposes whole engine for quick ad- 
justments and time-saving maintenance. 


Truckers asked for 
Longer Engine Life 


HERE IT IS! No truck engine any- 
fee where can compare with 
the new REO V-8 for long-term profit- 


potential. Despite small size and light 
weight, it’s a brute in use—every part rugged, 


husky. Outstanding stamina helps the new 
REO V-8 deliver the highest ton-mile profits 
ever known in heavy trucking. 


Truckers asked for a 
Lower-Cost Overhaul 


; Nothing can equal the 

dh economy of REO re- 
placeable cylinder sleeves when a major 
overhaul is needed. This saves money and 
cuts out-of-service hours. Costly reboring 
is eliminated. Oversize parts are never re- 
quired. Easier, faster overhauls keep the 
REO V-8—the lifetime engine—earning 
revenue... running like new, indefinitely. 





Truckers asked for a Really 
Modern Truck Engine 


HERE IT IS! The REO V-8 is not a 
souped-up version of an 
old, outdated power plant. It’s all new, 
from fan to flywheel! Output? A startling 
% h.p. per cu. in. of displacement—more 
than 25% higher than the next nearest en- 
gine; 35% more than the average of all 
engines of 360 cu. ins. and larger. It’s the 
world’s most modern truck engine. 


Truckers asked for a Heavy-Duty 
Engine They Can Trust 


" REO has led the field in 
bah dependable engines for 
50 years—2-cylinder, 4-cylinder, 6-cylinder, 
and now V-8 supremacy. No new develop- 
ment ever merited more justified user-con- 
fidence. It’s a fitting companion to the 
world-famous Gold Comet 6. We invite you 
—we urge you—to promptly see for your- 
self what REO has accomplished. 
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~ Auto's Evolution 


Book Summarizes History 
And Looks Ahead 


DETROIT.—The period from the 
dawn of the auto industry to the 
distant future is covered in a gen- 
erously illustrated book by William 
H. McGaughey, an administrative 
staff member of American Motors 
Corp., which was published last 
week by E. P. Dutton & Co., New 
York. 

Entitled “American Automobile 
Album,” the book, with more than 
250 photographs, helps the reader 
relive the early days of the auto- 
mobile and its evolution from a 
plaything into a means of trans- 
portation which has changed fun- 
damentally the living habits of 
Americans. 

The role of the automobile in two 
world wars is discussed in two 
chapters. Ample space also is de- 
voted to the many experimental 
models of recent years, and in a 
postscript the author tries to en- 
vision what’s ahead for the mo- 
torist. 


SEE IT 
... at the ATA in New York 


... at your REO Dealer 
in November 


+ -s . 4 
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Harvey Gets Oakland Nash Franchise— 


Irving Gould (left), Nash district manager, congratulates Jack Harvey (center) on 
his appointment as a Nash dealer for Oakland, Calif. Looking on is Paul W. Pursley, 
zone manager. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Truck Engine Ever Built! 
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195 hp. 


Black area indicates, 
difference in length 
between the v-8 


and average of all 
other heavy-duty 
truck engines. REO 
V-8 weighs from 119 
Ibs. to 1414 Ibs. less. 






Letter to 


Dear Son: 


THERE IS an old say- 
ing that “anticipation is 
greater than realization.” 
Literally, that may not al- 
ways hold true, 

IN A for certainly 

series there are few 

pleasures that 
are greater to Mr. Average 
American than the owner- 
ship of a new car. 


' That new car is some- 
thing that he wants — 
something that he has 
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REO MOTORS, INC. 


” 


LANSING 20, MICHIGAN 


‘Engine’ is our middle name! 


By John O. Munn 





Salesmen 















looked forward to for a 
long time, and something 
that, more than likely, the 
majority will have to make 
sacrifices to be able to own. 

There is a thrill in wearing 
a new suit, refurnishing a 
home or building a new one. 
But no thrill can compare 
with the pleasure the average 
new-car buyer experiences 
when he drives home with a 
new car, to be admired by his 
family and friends. 

And what a thrill that 
sense of possession gives 
him! It’s a thrill that 
doesn’t wear off for many 
months. And what pleasure 
it gives the average man 
to nonchalantly proclaim 
to his friends that, “I just 
bought a new car.” 

The purpose of this pre- 
lude is just one thing: To 
point out to the dealers 
and salesmen who sell the 
new 1955 cars that they 
are not offering for sale 
something that the pros- 
pect has only a vague in- 
terest in, not something 
that takes a lot of sales 
effort to create a flaming 
desire for, but somethin: 
that the public wants an 



































































wants badly. 
* * * 
WHAT DOES this mean, 


son? It means you have all 
the advantage. You are not 
only selling the merchan- 
dise most desired by the 
public, but as you, and in 
fact anyone, can observe, 
the automobile factories 
are offering the greatest 
line of cars ever produced. 
And what’s more, these 
dazzling new beauties are 
being offered at no increase 
in prices. And, as addi- 
tional values, many acces- 
sories offered during the 
past years as extras are 
now included in the price. 

So far, you see, everything 

is in your favor. The public 
just can’t get along without 
cars. The factories have de- 
signed and built the best and 
most attractive cars in his- 
tory. The prices are right. You 
can make deliveries. To make 
these advantages all yours, 
step up your enthusiasm to 
match the thrill generated by 
new models. 

You still need to sell. 
Competition is still here 
and will remain. Used cars 
will still be offered for 
trade. But promise me, 
son, that this year you'll 
sell at a profit. Use this 
widespread desire for new- 
model ownership; the pop- 
ularity of these outstand- 
ing new models to combat 
the used-car allowance 
handling that we allowed 
to become so prevalent in 
this trade during the year 
just past. 

Please believe it, son, 
price is the most common 
of all sales resistance, but 
is the easiest to overcome. 


Cordially yours, 


Dad 








ome six years and 271 broadcasts after its firs 





appearance on the air Studio One ended its | 
play about a jury on a note of rigid tension. Seconds 
later telephone switchboards of stations across the 
country turned into a mass of dotted lights as a flood 
of excited tributes from viewers poured through the 


wires for two hours. 


a pretty old program | 





ie days earlier on the premiere of the same 7 his Friday morning program of the week 


sponsors newest show, The Best of Broadway, before, Garry Moore, on the impulse of the 


a pair of salt and pepper shakers shaped like the moment, asked his viewers to send a nickel in the mail 
familiar Westinghouse Laundromat and clothes dryer “just for nothing” to a woman in the studio audience. 

was offered free to any member of the television At the last count 135,000 letters containing nickels { 
audience who attended a product demonstration at as well as larger sums had arrived at her home in : 
a Westinghouse dealer. Dealers reported the public Mt. Pleasant, Mich. 


“beating down our doors.” 


some salt and pepper...and a nickel... 


hese three incidents underline television’s 
TL frequently observed yet. always amazing power 
to generate excitement and action with almost any 
kind of program—new or old, lavish or modest, 
nighttime or daytime. 
They also demonstrate the validity of a basic policy 
of CBS Television programming: to build into every 
program the greatest values for its advertisers by 
bringing to each new one, and maintaining in each 
old one, the highest possible level of production 
skill and creative effort. 
It is a policy that jams switchboards, produces nickels 
and sells home appliances. 
It is a policy that is attracting larger advertising 


investments than any other single medium. 


CBS TELEVISION 











| Detroit Admen Eat New Orleans Style— 


A big turnout was on hand for the annual shrimp and beer party sponsored by 
the New Orleans Times-Picayune and States and Jann & Kelley, Inc., for sales and 
advertising men in the Detroit area. Seated (from left) are Roland Ladreyt, the news- 
| papers’ general advertising manager; Gordon C. Eldridge, ad manager of the Ford 
| division; Gordon Hebert, automotive ad manager of the Times-Picayune; John Mercer 
( Nutt, sales engineer of General Motors’ AC Spark Plug division; W. F. Howard, vice- 
president of J. Walter Thompson Co., and Vincent J. Kelley, of Jann & Kelley. Stand- 
ing: A. W. Mott, of MacManus, John & Adams, Inc., and Stephen Lukacs, office man- 
ager of the same firm. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


automotive industry, every week throughout the year. 





TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | 





Affecting Factories and Dealers. . . 
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Auto Advertising 


By Marty Whitmyer 


Staff Writer 


American Motors Corp. will join 
Derby Foods, Inc., and the Amer- 
ican Dairy Assn. in sponsorship of 
Walt Disney’s new television pro- 
duction, “Disneyland,” over 117 sta- 
tions of the ABC-TV network. 

The program, which marks Dis- 
ney’s debut as a television pro- 
ducer, will begin at 7:30 p.m. 
Wednesday (Oct. 27). Hudson and 
Nash will alternately sponsor 30 

minutes of the show. 

Material for the program has 
been drawn from four realms of 
entertainment, ‘Frontierland,”’ 
“World of Tomorrow,” “Fantasy- 
land” and “Adventureland.” 

The “Frontierland” programs will 
re-create such pioneer characters 
as Davy Crockett, Pecos Bill, Paul 
Bunyan, Mike Fink and Johnny 
Appleseed; the “World of Tomor- 
row” series will explore the future; 





the “Fantasyland” programs will 
feature many cartoon characters 
Disney made famous, and the “Ad- 
ventureland” series will give the 
audience glimpses of people, places 
and animals, filmed in their actual 
settings. 


* * * 


Studebaker on Pa. Show 


Studebaker recently co-sponsored 
a half-hour “Pennsylvania Panor- 
ama” radio program on Pennsyl- 
vania’s new Penn-Harris Radio 
Network. 

The sponsored part of the pro- 
gram included institutional adver- 
tising and a talk by Gov. John S. 
Fine. : 

+ * * 


PPG Promotes Riley 


Appointment of Thomas M. Riley 
as advertising manager for Pitts- 
burgh Plate Glass Co.’s paint and 
glass division has been announced 
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SPARE WHEEL ASSEMBLIES 


— for General Motors 
& Ford Products 


LUGGAGE RACKS 


—for all hardtop cars 
and trucks 


FENDER SAFETY MIRRORS 


— for all cars 
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This is a change in name only. 

The change from DARUBU, LTD., to 
COACHCRAFT SALES CORP., is being made to 
show the close relationship with our 

producing company, COACHCRAFT, LTD. 
Thus the same quality engineering approach 
continues. The end result is still the finest 

spare wheel assemblies and custom accessories on 
the market. You will find the same prompt 

service, the same reliable guarantee, the same 

ready availability. And, of course, COACHCRAFT 
stands behind all products sold through 
DARUBU, LTD., even to the smallest part. 


After all, COACHCRAFT is a pioneer in the field 
and through the years has built a reputation 
you can trust. Why not write for information how 


our line can benefit you . . . now! 














by M. J. Batenburg, director of i- 
formation services. 

Riley joined the paint division s 
advertising department in 1937 
at Los Angeles, and three years 
later was transferred to the de- 
partment’s general office at Pitts - 
burgh. 


Prior to his current appointment, 
he had served as assistant adver- 
tising manager for the paint and 
brush division during the past year. 
As advertising manager for the 
paint and glass division, he suc- 
ceeds Batenburg. 


* * * 


Ind. Truckers Name Rep 


James E. Nicholas, general man- 
ager of the Indiana Motor Truck 
Assn., has announced the appoint- 
ment of Allman Co., Detroit, to han- 
dle the association’s advertising and 
promotional activities. 

* * * 


Chapman Signs 2 Clients 
James P. Chapman, Inc., Detroit 

public relations firm, has announced 

the signing of two new clients. 


The firm, which also has offices 
in New York, has been named pub- 
lic relations counsel to Mitchell- 
Bentley Corp., Owosso, Mich., and 
its principal division, Ionia Mfg. 
Co., Ionia, Mich. Another new client 
is Harley Earl, Inc., industrial de- 
signers with studios in Detroit. 


* *® * 


Remington Rand Cited 


The 1954 grand award for the 
“most outstanding” direct mail 
campaigns in the Direct Mail Ad- 
vertising Assn.’s “Best of Industry” 
contest was presented to Reming- 
ton Rand Inc., at the association’s 
recent convention at the Statler 
Hotel, Boston. 

Cc. R. Pope, manager of the 
direct mail, advertising and sales 
promotion department, accepted 
the award for his company, which 
also placed first in the “Busi- 
ness Equipment and Supplies” 
classification. 

This was the third consecutive 
year award for Remington Rand. 


* * * 


Ad Bureau Renews Series 


A new set of odd characters of 
the advertising world will be escap- 
ing into public view during the 
next 12 months from the “Rare 
Creatures” collection created last 
year by the Bureau of Advertising 
of the American Newspaper Pub- 
lishers Assn. 

They will appear in 976 daily 
newspapers, the largest number 
participating to date in the bu- 
reau’s special newspaper adver- 
tising campaign, which is now 
entering its fourth year. 

Announcement of the campaign’s 

continuation was made by Edwin 
S. Friendly, of Westchester County 
(N. Y.) Publishers, Inc., chairman 
of the campaign committee. 


Said to be the largest ever 
undertaken by any advertising 
medium, the campaign in its first 
three years occupied newspaper 
space valued at an estimated $5 
million, Friendly said. 

During the current year, two 
awards were won by the series. 
One of them was placed among 
the “Top 50” advertisements of the 
year in the annual competition of 
the American Institute of Graphic 
Arts. Another won an Art Directors 


Club “Award for Distinctive 
Merit.” 

* cs * 
Names 


Richard D. Conly has been ap- 
pointed appliance and automotive 
promotion manager of Ladies’ 
Home Journal. He formerly was on 
the advertising and sales promo- 
tion staff of General Electric Co. 


William E. Goetze, partner in the 
West Coast ad agency of Elliott, 
Goetze & Boone, has been ap- 
pointed general manager of KFSD- 
TV, the NBC affiliate in San Diego, 
Calif., and its companion NBC ra- 
dio outlet KFSD. 


Jeremiah M. Moynihan, who had 
been with the National Outdoor 
Advertising Bureau for 22 years, 
has joined Campbell-Ewald’s De- 
troit office as assistant outdoor- 
space buyer in the media depart- 
ment. 


Harvey B. Janes has been named 


-editor of Auto Age magazine, Mag- 


azine Management Co.’s automotive 
consumer publication. Prior to join- 
ing Auto Age, Janes was with Faw- 
cett Publications for five years. 
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AUTOMOTIVE WASHINGTON 


Durable Goods Output 
Runs at Spring Rate 


By William Uliman 


Washington Correspondent 





many points where small-business 


owners may locate quickly specifi- | | 


cations and indexes needed in de- 
ciding whether to bid on Govern- 
ment purchases or in preparing 
bids. 


* * * 


‘Roads Man of Year’ ; 
HE International Road Federa- 
tion has named T. J. Mahoney, 

Hamilton, Ont., the “Roads Man of 

the Year” for 1954. Already he had 

the title of “Mr. Good Roads of 


7. Federal Reserve Board reported last week that pro-| Canada.” 


duction of durable goods in September was maintained 
at a seasonally adjusted rate of 135 percent of the 1947-49 


average, or about the level prevailing since March. 
Curtailment of auto assemblies, the board said, was offset 


by a rise in steel output and 
recovery in lumber produc- 


tion following settlement of 
work stoppages. Though most read- 
ers of Automotive News already 
know it, the FRB made this official 
statement: 

“Auto output has been sharply 
reduced in September and October, 
owing mainly to major model 
changeovers for leading makes, but 
is scheduled to rise rapidly in 
November.” 

Industrial output in September 
gained about 2 percent over Au- 
gust, the board said. A _ better- 
business picture 
for the remain- 
der of the year 
was presented by 
a wide range of 
industries. 

Concerning dis- 
tribution, the 
FRB noted that 
“sales of new 
autos were main- 
tained well above 
output in the 
current change- 
over period, and dealers’ stocks 
were reduced further.” 


The September factory work 
week at 39.7 hours was unchanged 
from August and average weekly 
earnings were up 80 cents to $71.86, 
reflecting a rise of 2 cents in 
hourly earnings, the report said. 
Unemployment declined about sea- 
sonally in September to 3.1 million, 
it was stated. 

* * aa 


Guide to U. S. Standards 


HE first complete guide to ref- 

erence sources of purchasing 
specifications and standards used 
by the Government came off the 
presses last week. It was an- 
nounced by the Small business 
Administration, and is obtainable 
from the Government Printing Of- 
fice. Washington 25. 

The U. S. Government Specifica- 
tions Directory is a companion 





William Ullman 





Trade Booster 
Dana Cites Advantages 


Of Defense Pact 


NEW YORK.—An overnight bet- 
terment in Europe’s economic cli- 
mate and the possibility of a 50 
percent improvement in foreign 
business for American manufactur- 
ers is visualized as a result of the 
nine-power pact admitting West 
Germany into the European de- 
fense family. 

The opinion was expressed by 
Charles A. Dana, chairman of Dana 
Corp., automotive parts producer, 
on hig return from a summer-long 
tour through middle Europe. 

“The new pact not only cleared 
the air, but ended a decade of dip- 
lomatic fumbling that had many 
nations continually walking an eco- 
nomic tight-rope,” he said. “It was 
a period when fear transcended 
ambition and seriously limited all 
trade in the free world.” 

Dana said U. S. diplomats were 
largely to blame because they 
failed to recognize American re- 
sentment toward the habits of the 
European nations of moving in a 
conciliatory way only when receiv- 
ing cash subsidies, armaments or 
direct military aid from this coun- 
try. 


Great Day! 

WASHINGTON.—A list of more 
than 400 business promotion events, 
legal holidays and religious observ- 
ances is available at 25 cents per 
copy from the Chamber of Com- 
merce of the United States, 1615 H 
St., N. W., Washington, D. C. 





publication to thé SBA’s U. S. 
Government Purchasing Directory. 
The specifications directory costs 
25 cents; the purchasing volume, 
50 cents. : 


The new directory discusses in 
detail purchasing specifications 
used by military and civilian 
agencies, and tells how the busi- 
nessman may obtain copies of 
particular specifications. 


A major portion of the directory 











his is 


Mahony is honorary secretary 
of the Canadian Good Roads 
Assn., and managing director of 
the Ontario Good Roads Assn. 
He has been active in highway 
affairs from the time the first 
car appeared in Canada. 

His citation from the IRF reads: 
“In recognition of his achieve- 
ments as a civic leader in highway 
transportation development in Can- 
ada and his contributions to these 
same interests worldwide.” 

* * am 


Highway Costs Explained 
FTER the two-day session of 
the President’s Advisory Com- 
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is devoted to the listing of the| ™ 
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Message to the People— 

Ray D. Wilson (left), president of the 
Los Angeles Motor Car Dealers Assn., 
presents a gold-plated license plate frame 
to Rep. Glenard P. Lipscomb, Republican 
of Los Angeles, in the association's cam- 
paign for safety on the highways. 


mittee on a National Highway Pro- 
gram, Gen. Lucius Clay, chairman 
of the group, in a special state- 
ment explained the big jump in the 
estimates of the total costs of the 





23 


program, which he laid before the 


committee. 
Clay said, in part: 


ulation, reach a preliminary total 
of $101 billion. 

“They were made in accordance 
with a directive of the 83rd Con- 
gress contained in the Federal-Aid 
Road Act of 1954, which required 
the secretary of commerce to make 
an estimate of the cost of complet- 
ing all of the various highway 
systems in the U. S., including state 
highway systems, the Federal high- 
way systems, city streets, and all 
other public roads.” 

All these systems, he pointed 
out, total more than three million 
miles. 

The estimates, he added, are 
based upon completion of the high- 
way systems to a standard which 
will be adequate for traffic de- 
mands in the year 1974, and a 
population of 200,000,000. 

“At our present rate of growth,” 
said Clay, “the roads demands of 
cars in 1974 are expected to be 
approximately 50 percent higher 
than current levels.” 


Philadelphia 





Philadelphia, famed for Robin Hood Dell, the Rose 
Tree Hunt, the Junto, is presently adding to its reputation 
with giant strides in building, business and industry. 


New homes, for instance—some 149,000 of them since 
January 1, 1950. Widely varied hard and soft goods from 
scores of new factories. Spiraling port activity. All but- 
tressed by heavier-than-ever capital outlays. Throughout 
the vast 14-county Greater Philadelphia Market, Phila- 
delphians are turning their eyes to the future. 


Life in Philadelphia revolves around home, family and 
friends. Philadelphians are thrifty, careful; they buy on 
merit. And once sold, they stay sold. 


The Evening and Sunday Bulletin serves this growing 
market, reflecting the character, needs and interests of the 
busy, prosperous people of the entire region. 


The Bulletin is Philadelphia’s favorite newspaper—Philadel- 
phians buy it, read it, trust it and respond to its advertising. 


The Bulletin is Philadelphia. 


“Tus 1s GREATER PHILADELPHIA,” a 64-page brochure about the Greater 
Philadelphia Market—its people and its industrial growth—is now available, 
Please use your business letterhead in requesting your free copy. 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 
285 Madison Ave.; Chicago, 520 N. Michigan Ave Representatives: Sawyer 
Ferguson Walker Company in Detroit « Atianta * Los Angeles * San Francisco 





























AUTOMOTIVE NEWS, OCTOBER 25, 1954 


Here’s a real hair-raiser! The top photoinsert shows _ landing really was.) What happened? Nothing. That 
a Jimmie Lynch Death Dodger taking a high-speed jagged glass couldn’t cut through the tough 3-T Cord 
dive off a ramp. Then down he comes with a smash- body of the All-New Tubeless Super-Cushion. There 
ing crash onto a bed of broken bottles.(The lower | was no puncture—no blowout. The Death Dodger 
photo insert shows you, close up, how rough that _rode safely away. 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


ALL-NEW TUBELESS SUPER-CUSHION 


~ 











Goodyear’s new kind of tubeless tire can 
take smashing impacts like this because it’s 
made with 3-T Cord—the most advanced 
tire cord of them all! 


Thanks to Goodyear’s new way of treating 
tire cord—the exclusive and patented 3-T 
process—tough cord sinews are triple tem- 
pered and integrated with improved rubber 
compounds under Tension, Temperature and 
Time to produce a tubeless tire body that’s 
completely unified—completely airtight ... 
the strongest ever made! 


The new Tubeless Super-Cushion gives: 
1. Puncture Protection—of a kind never of- 


We carefully examined the tires in- 
side and out. The tread wasscratched 
a little, naturally, but no serious cuts 
were found. And inside, no body 
damage of any kind. Not one broken 
cord! Protection like this gives one 
a mighty comfortable feeling on the 
highway. 
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fered before in any tire. 
2. Blowout Protection—providing a greatly 
increased margin of safety. 


3. Better Performance—a quieter, smoother, 
easier ride—plus even greater mileage than 
today’s great standard tires. 


4. And it combines all these advantages at 
a reasonable price—a price no higher than 


-the cost of a standard tire and tube. 


Perhaps the best proof of these statements 
is the action of the automobile industry. The 
new Tubeless Super-Cushion will be standard 
equipment on many new ’55 cars. 





by GOODSYEAR 


Super-Cushion, T. M.—The Goodyear Tire & Rubber Company, Akron, Ohie 


| Daring flying dive onto bed of 
| jagged glass fails to damage 


ALLNEW TUBELESS 
SUPER: CUSHION! 





This new tire is available in either 3-T 
Rayon or Nylon Cord—as a tubeless 
tire or in a tire and tube combination. 
Goodyear, Akron 16, Ohio. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Toledo 

New-car deliveries in Lucas 
County (Toledo) totaled 1,787 in 
September, a drop of 9 percent 
from August. The September total, 
however, represented an increase 
of 6 percent over the same month 
of 1953. 

September sales by make were: 
Chevrolet, 729; Ford, 344; Buick, 
152; Oldsmobile, 120; Pontiac, 
101; Mercury, 66; Dodge, 34; 
Cadillac, 32; Chrysler, 30; Plym- 
outh, 30; Willys, 29; Nash, 26; 
Lincoln, 24; Kaiser, 23; DeSoto, 
18; Studebaker, 12; Packard, 11, 
and Hudson, 6. 

For the first nine months of 1954, 
new-car sales totaled 17,394, com- 
pared with 16,038 for the same pe- 
riod of last year. 

September used-car sales by deal- 
ers totaled 1,982, a decline of 11 
percent from August. Casual used- 
car sales, at 1,084, were down 10 
percent from the previous month.— 
(Paul Hayes.) 

* * 


Oswego, Kans. 


Sale of automobile tags in the 
office of the county treasurer in 
Labette County, (Oswego) Kans., 
from Jan.1 to Oct. 1 has exceeded 
the number sold in the same period 
last year by 315. 

Truck sales have exceeded 1953’s 
tally by 202. In the first 10 months 
sale of car tags in 1954 totaled 
9,939; truck tags amounted to 2,984. 
In the same ten months in 1953 
there were 9,624 car tags sold and 
2,782 truck tags.—(George M. Hun- 
holz.) 


* * * 


Akron - 


New-car sales in Summit County 
(Akron) for the first nine months 
ran 13 percent behind the same pe- 
riod of 1953. The dip in truck vol- 
ume was even more severe—28 per- 
cent. 

Total registrations as of Oct. 1 
were 14,026, compared with 16,172 
last year. Truck sales amounted 
to 1,239 in the nine months, com- 
pared with 1,720 in 1953. 

Ford, during the period, widened 
its lead over Chevrolet to the big- 
gest margin in years. Ford regis- 
trations in the county were up to 
3,824 for the nine months, com- 
pared with 3,132 for Chevrolet. 

Buick, with 1,761, appeared to be 
firmly entrenched in third place. 
Trailing were Plymouth, 967, and 
Oldsmobile, 919.—(Joe Kuebler.) 

* ok * 


Van Wert, O. 

September new-car sales in Van 
Wert County (Van Wert), ©O., to- 
taled 71, broken down as follows: 
Ford, 20; Chevrolet, 18; Mercury, 
8; Buick, 8; Oldsmobile, 7; Pon- 
tiac, 3; Studebaker, 2; Chrysler, 2; 
Lincoln, 1; Plymouth, 1, and De- 
Soto, 1—(Simon M. Schwartz.) 

* - * 


Phoenix, Ariz. 

Almost every new-car dealer in 
Phoenix reports sales were fairly 
good during September. 

Customers have been expressing 
keen interest over introductions of 
*65 models, they add. 

Used cars moved at a slower pace 
during the month.—(Kay Travaini.) 

* 7. 


Buffalo 


* Sales of new cars in the Buffalo 
area during August totaled 3,200, 
according to the Buffalo Automo- 
bile Dealers Assn. 

August sales brought the total 
for the first eight months to 26,733. 
In that period, Ford led with 6,089. 
Chevrolet was second with 5,747 
and Buick, with 3,138, was third.— 
(George E. Toles.) 

+ +. 


* 


New Orleans 

A total of 1,900 new cars and 298 
new trucks were registered during 
September in New Orleans. 

Car registrations were down 9 
percent from August, while truck 
registrations were up 6 percent. Of 
thé total car turnover, 1,760 were 
sold through authorized dealers 
and 140 through nonfranchised 
outlets. 

Individual makes sold through 
authorized dealers were: Ford, 
645; Chevrolet, 533; Oldsmobile, 


181; Buick, 109; Pontiac, 88; Mer- 
cury, 62; Studebaker, 42; Plym- 
outh, 39; Dodge, 26, Cadillac, 22; 
DeSoto, 14; Lincoln, 14; Chrysler, 
12; Nash, 11; Volkswagen, 4; 
Packard, 3; Hudson, 1; Kaiser, 1; 
MG, 1, and Renault, 1. 

Truck sales were: Ford, 129; 
Chevrolet, 104; International, 38; 
Dodge, 9; GMC, 5; Studebaker, 4; 
White, 4; Willys, 4; Mack, 2, and 
Diamond T, 1.—(Gordon Hebert.) 


+ > + 
Pittsburgh 

New-car registrations in the 
week ended Oct. 9 in the Pitts- 
burgh area slumped to the lowest 
level since the seven-day period 
ended Aug. 7, according to the Bu- 
reau of Business Research of the 
University of Pittsburgh. 

The bureau’s index of general 
business activity also declined, 
slumping to 146.4 percent of the 
1935-39 average after hitting 153.7 
the previous week. 

Industrial production, however, 
rose to the highest level since June. 
Steel production was 69.5 percent 
of practical capacity. 

August new-car sales in the 
Pittsburgh area totaled 4,667, ac- 
cording to the Pittsburgh Automo- 
bile Dealers Assn. Registrations by 
make were: 

Chevrolet, 1,082; Ford, 1,070; 
Buick, 568; Oldsmobile, 402; Pon- 
tiac, 384; Plymouth, 346; Mercury, 
182; Dodge, 117; Cadillac, 106; 
Chrysler, 83; Studebaker, 64; Nash, 
62; DeSoto, 61; Packard, 57; Lin- 
coln, 25; Hudson, 21; Kaiser, 16; 
Willys, 8; Henry J, 4; Austin, 2; 
Jaguar, 1; MG, 1, and miscellane- 
ous, 5.—(Leon M. Leffingwell.) 


* * x 


Atlanta 

September new-car sales in At- 
lanta totaled 2,431, an increase of 
nearly 9 percent over August. 

New-truck sales increased 27 per- 
cent to 329. Only in April has the 
1954 monthly total been higher. 

Chevrolet, by selling 860 new cars 
in September, wound up in first 
place. This was the largest number 
of cars sold by any make in any 
month of 1954. 

Ford remained in second place, 
for the third straight month, 
with 705 sales, followed by Buick 
with 220. 

Other sales by make were: Pon- 
tiac, 120; Oldsmobile, 119; Mer- 
cury, 103; Plymouth, 78; Cadillac, 
45; Nash, 42; Dodge, 30; Stude- 
baker, 26; Lincoln, 21; DeSoto, 18; 
Chrysler, 14; Packard, 13; Kaiser, 
7; Willys, 6, and miscellaneous, 4. 

Truck sales were: Chevrolet, 129; 
Ford, 94; GMC, 44; International, 
38; Dodge, 12; White, 5; Mack, 4, 
and miscellaneous, 3.—(E. C. Bash.) 


* * * 
Salt Lake City 

September new-car registrations 
in Salt Lake City totaled 650, a 
drop of 13 percent from August. 

New - truck - registrations, how- 
ever, increased 150 percent over 
August, going up from 77 to 193. 

Septem 


ber car registrations by | back on. 
make were: Ford, 168; Chevrolet, 





A Climax in Their Sales Careers— 


Twelve jubilaht salesmen enjoyed a week's vacation in Atlantic City as the guest| permit extensive work in the re- 
of their employer, Don Allen Midtown Chevrolet Co., New York, following a three-|inforced rubber goods field, 


month sales contest. 





Ford, 132; Chevrolet, 81; Interna- 
tional, 56; GMC, 31; Dodge, °7; 
White, 12; Willys, 10; Divco, 4; 
Mack, 4, and Reo, 1. 


— (Sanfc-d ~ 
Markey.) . 


* * * 


Connecticut i 

New-car registrations in the first 
nine months increased 5 percent 
over the same period of 1953 in 
Connecticut, according to Charlies 
F. Kelley, state motor vehicles 
commissioner. 

According to Kelley, registration 
figures were 706,056, compared with 
669,972 last year. Commercial regis- 
trations, he said were up 3 percent, 
from 83,114 to 85,674. — (Thomas 


148; Buick, 99; Oldsmobile, 50; 
Mercury, 41; Pontiac, 38; Plym- 
outh, 20; Cadillac, 19; DeSoto, 11; 
Lincoln, 11; Nash, 11; Willys, 9; 
Dodge, 8; Studebaker, 8; Chrys- 
ler, 5; Hudson, 3; Packard, 3; 
Kaiser, 2, and miscellaneous, 1. 
Truck registrations were: Chev- 
rolet, 59; Ford, 45; International, 
31; GMC, 28; Dodge, 15; White, 6; 





Kenworth, 4, and Willys, 2. Marks.) 
ie ae ys Royal Gift— bs x 
Cleveland A Chrysler sedan is presented to Leon- Flint 


ard Jacobson (left), president of the Royal 
Order of Regal and Ancient Geese, at a 
testimonial dinner in Los Angeles. Mak- 
ing the presentation are Les White (right), 
Los Angeles Chrysler-Plymouth dealer and 
civic leader, and Sheriff Eugene W. Bis- 
cailuz. 


In Genessee County (Flint), 
Mich., home of Chevrolet and Bu- 
ick, those two makes ran one-two 
in sales during August, according 
to most recently available figures. 
Ford was in third place, and far 
___ | behind. 

Registrations by make were: 
Chevrolet, 454; Buick, 360; Ford, 
220; Oldsmobile, 100; Pontiac, 86; 
Mercury, 50; Cadillac, 42; Plym- 
outh, 38; Nash, 14; Dodge, 12; 
Willys, 9; Chrysler, 7; Lincoln, 7; 
Studebaker, 3; DeSoto, 2; Hudson, 
1, and miscellaneous, 1. 

Sales for the month totaled 1,406. 


New-car sales in Cleveland for 
the first full week in October slip- 
ped to 1,031, one of the lowest 
figures of the year, excluding holi- 
day weeks, according to Leonard 
Fuerst, clerk of courts. 

Used cars also were down, total- 
ing 1,332 units. New-truck sales 
totaled 91 and used-truck turnover 
was 69. 

Total September sales, accord- 
ing to Fuerst, were 5,151. Regis- 
trations by make were: Ford, 





85; DeSoto, 71; Chrysler, 67; 
Studebaker, 60; Lincoln, 43; 
Packard, 36; Hudson, 17; Willys, 
14; Kaiser, 7; Volkswagen, 6; 
MG, 3; Triumph, 3; Anglia, 2; 
Jaguar, 2; Austin, 1; Consul, 1; 
Porsche, 1, and Zephyr, 1. 

The 358 new trucks registered in 
September broke down as follows: 


1,487; Chevrolet, 1,076; Buick, 
596; Oldsmobile, 483; Pontiac, 
360; Mercury, 283; Plymouth, 187; 
Dodge, 174; Cadillac, 135; Nash, 





ALONG DETROIT'S AUTO ROW 


will be one of the last to intro- 
duce new models. 

“Last year, when the 1954s 
came out in September, the curi- 
ous would come in, look and say 
they’d wait to see what the other 
companies had to offer,” he said. 
“That didn’t leave us much 
will be run independently of the| chance because we had nothing 
appliance store and will concen-| really new.” 
trate on good “solid merchandising * * * 


of new cars, service and parts.” . 
The dealership also has a filling Gimmick Trouble 
A sales manager whose dealer- 


station. 
Until last June, Selden & Brand| ship has been offering expensive 
gifts with the purchase of every 


was a Packard dealership. One of 
the former owners, Ralph Selden, car says that this gimmick has led 
to financing trouble. 


has joined Ford Motor Co. 
“For instance,” he explains, “if 


+ * * 
“a Expec - Tough Year you give a customer a $300 appli- 
This year is tough, but next| ance instead of a $300 discount, 

year will be worse,” opines a “Lit- you’re making him buy the appli- 

ance as well as the car. And if you 


tle Three” dealer. 

“Most companies are bringi 

. r oa need a one-third downpayment, the 
initial cost to him jumps $100.” 


With the Staff... 


chased the business of his next- 
door neighbor, Selden & Brand 
(Nash). The company has been re- 
named Nassar Nash, Inc. ‘ 
General manager of the new 
firm is Tony Pernicano, formerly 
a salesman for Smith-Briggs 
(Ford). 
Pernicano says the dealership 


Nash Bonuses Extended 


Nash dealers say that factory 
bonuses, originally paid for each 
car sold during August and Sep- 
tember, now have been extended 
for the remainder of the model run. 

Dealers report that the bo- 
nuses, $225 for an Ambassador, 
$175 for a Statesman and $125 
for a Rambler, have been help- 
ful in reducing their stocks pre- 
paratory to the introduction of 
new models. 

These dealers expect that the 
1955 Rambler will be introduced in 
December and that the Ambassa- 
dor and Statesmen models, which 
will have new body shells, will not 
be unveiled until February. 

* * ” 


Appliances to Cars 


Alex Nassar, owner of Nassar | 
Appliance Co., Dearborn, has pur- 








out brand-new models, so com- 
petition will be even worse,” he 
said. “The only solution is to 
have dealers band together to 
hold the price line, but that won’t 
happen because there always will 
be a few who will sneak around 
end and slash prices, starting the 
trend.” 

He added that General Motors 
and Ford should build cars only 
on an order basis, “but that’s not | 
probable since they still make a 
profit even though a dealer 
doesn’t.” 

“Again cooperation of dealers is 
needed. If all Ford dealers, for ex- 
ample, refused delivery, the prob- 
lem would be settled.” 

Going back to the tough pros- 
pects for 1955, he said too many 
dealers this year sold cars on a 
30-month basis. 

“That put a lot of prospects out 
of the market for 2% years, at 
least,” he added. 


* * x 


“Likes Late Introduction 


A Detroit Hudson dealer says 
he is thankful that his factory 


DuPont Fibers Unit Plans 


Industrial Research Lab 


WILMINGTON, Del.—Plans for 
a research laboratory devoted ex- 
clusively to industrial products 
have been announced by duPont’s 
textile fibers department. 

To be known as the Industrial 
Products Research Laboratory, it 
will be located at Newport, Del., in 
buildings which formerly housed 
the department’s textile research 
facilities. Initial installations will 


Austin ‘Paint Pencil’ 
Goes with Each Car 


LONGBRIDGE, Birmingham, 
England. — Austin has added a 
“paint pencil” to the tool kit of 
each new car for minor touchups 
of body finish. 

The device looks like an ordi- 
nary pencil with a screw cap 
covering the point. When this 
cap is removed, a paint-covered 
brush automatically emerges, 
ready for use. The brush returns 
automatically when the job is fin- 
ished and the cap is screwed 

















First Customer— 


Mrs. Virginia Cross, of Daytona Beach 
Fla., receives the keys to an Oldsmobile 
88 from H. G. Nieburger, owner of Nie- 
burger Chevrolet Co., New Smyrna Beach 
Fla., which opened recently. Mrs. Cross 
was the first Oldsmobile customer. 





in- 
cluding tires, belting and hose. 








NEWS! NEWS! NEWS! NEWS! NEWS! NEWS! 
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Here’s another exclusive for Plymouth dealers! Latest 
in Plymouth’s series of new merchandising aids is a 
fresh approach to used-car selling... the “TIP TOP 


USED-CAR SALES PLAN.” 


Symbol of the new program is this big top. “TIP TOP” 
will become nationally known as the symbol of increased 
profits for Plymouth dealers and the symbol of an 
outstanding: buy for used-car prospects. 





Plymouth’s exclusive and registered “TIP TOP” intro- 
duces an entirely new selling strategy for used cars. 





NEW SYMBOL OF PROFITS FOR PLYMOUTH DEALERS | 


The prospect sells himself. Soon, Plymouth dealers 
will be seeing a special merchandising kit that maps 
the new way to sound used-car selling. 


Plymouth dealers who use “TIP TOP” can expect 
more traffic, more sales, more profitable used-car pric- 
ing, and a new high in customer confidence ! 





Mr. Plymouth dealer, this plan is exclusively yours. 
Your Plymouth district manager will give you the 
whole story soon! 


AMERICA’S BEST-BUY LOW-PRICE CAR 


PLYMOUTH?s}~ 


| 









Dealer 


(DeSoto- 
Plymouth), Birmingham, Ala., has 


Kirksey Motors, Inc. 
leased property adjacent to its 
used-car lot which will make the 
latter the largest in Birmingham, 
according to Wilson Kirksey, presi- 
dent. Dave Kirksey, vice-president 
and general sales manager of the 
firm’s used-car division, will be in 
charge of the enlarged lot. 


P. W. Lawson’s Sold 


P. W. Lawson’s, Inc., (Ford-Mer- 
cury), Newport, Va., has been pur- 
chased from members of the Law- 
son family by Bernard J. Ells, El- 
mer C. Humphrey, Alexander R. 
Harper and Melvin Willis. The firm 
will remain under the same name 
and Ells has been elected president. 
He has been general manager of 
Lawson's since last March. 

* * ” 


New Home for Penrose 


Work has been started on con- 
struction of a showroom and gar- 
age for Penrose Studebaker, Bur- 
lington, Vt. The building is expected 
to be ready for occupancy by Dec. 
1. The structure, with a frontage of 
68 feet and depth of 75 feet, will 
have an exterior of brick with 
large areas of glass. 2 


St. Louis Service Heads 


Elect Crain President 


George Crain of Mueller Olds- 

ao Inc., St. Louis, has been 

elected president of the Service 

and Parts Managers Bureau of 

the Greater St. Louis Automotive 
Assn. 

Other officers chosen are Wil- 
liam Wasser, Broadhead Motor 
Co., vice-president; Rus B. Ham- 
mond, secretary - treasurer, and 
Fay Hahn, assistant secretary- 
treasurer. The latter two hold po- 
sitions with the association. 

Directors are Crain; C. F. Dier, 
Dufaux Motor Co. (Buick); E. 
Wade Brown, Barfold Chevrolet 
Co.; Lee Farnsworth, Sullivan 
Motor Sales (Studebaker); Ben 
Rockwell, Thoms Pontiac, Inc.; 
Edward Schwalke, Gebhart Chev- 
rolet Co.; William Wasser, Brod- 
head Motor Co. (Ford), and Jo- 
seph Fitzhenry, Beyers Motors, 
Inc. (DeBete-Fiymeuth). 


Werlinich ies Name 


McKee’s Rocks Motor Co., Mc- 
Kee’s Rocks, Pa., owned by Samuel 


Werlinich, has changed its name to | 


Werlinich Ford Sales. 
* ca * 


Beck Buys Out Lombard 


Cecil Beck, Dodge - Plymouth 
dealer at Cottage Grove, Ore., has 
bought Lombard Motors (Dodge- 
Plymouth), Eugene, Ore., from L. 
L. Lombard. Beck is retaining his 
Cottage Grove dealership. Beck’s 
Eugene operation has moved into 
the old location of Schultz Motor 
Co. Lombard’s former location has 
been taken by W. W. (Win) Dun- 
ham, who resigned recently as 
Oldsmobile zone manager at Port- 
land, Ore., to purchase Schultz Mo- 
tor Co. (Cadillac-Oldsmobile). 

- » a 


Gaither Adds Branch 


A branch of Gaither Motor Co. 
(Ford), Toledo, Ore., has been op- 
ened at Newport, Ore., in the build- 
ing formerly occupied by Braut- 
latch Motors (Packard), which 
‘closed and sold its equipment to 
Gaither. Dick Hampton and Woody 
Litke, car salesmen for many years, 
are managing the Newport branch 
for Gaither. 


* * 


Trivoli Gets Ford Deal 


Joseph Trivoli has purchased 
Shick Motor Sales (Ford), Blairs- 
ville, Pa. New name of the dealer- 
ship is Trivoli Ford Sales. 

oF ” * 


Montana Association Adds 


4 Dealers to Roster 


William H. Fredricks, secretary- 
manager of the Montana Automo- 
bile Dealers Assn., has announced 
four new MADA members in the 
state. 

They are Keith Jamieson, Bear 
Paw Motors, Inc. (Dodge-Plym- 
outh), Havre; James R. Jamieson, 
Jamieson Motors (Dodge Plym- 
outh), Chinook; Marvin J. Fraser, 


AUTOMOTIVE NEWS, OCTOBER 25, 1954 


Doings 


Rimrock Motors (Packard) Bill- 
ings, and Walter Van Osdol, North- 
west Motors (Chrysler-Plymouth), 
Helena. 

* * ca 


Otto Buys Deal 
Ora E. Otto, who was service 
manager for the Del Rogue Nash 
dealership in Grants Pass, Ore., for 
13 years prior to opening his own 
repair shop, has purchased the Del 
Rogue Garage from Howard Lowd 
and now operates the dealership as 
O. E. Otto Motors. Lowd had own- 

ed the dealership since 1937. 

* x 


2 Damerow Employes 


Win Contest Honors 

Two top award winners in a Ford 
parts and service sales contest 
are employes of Damerow Ford 
Co., Beaverton, Ore. 

They are John E. Peterson, serv- 
ice manager, who won first place 
in the service division, and John 











SSS | 


Cockerham, parts manager, who 
won third place in the parts divi- 


sion. 
* + * 


Haldeman Enlarges Lot, 


Boosts Shop Business 

Hersh Haldeman sr., owner of 
Forest Hills Motor Co. (Ford), 
Wilkinsburg, Pa., has enlarged 
the dealership’s used-car lot. 

Haldeman says that the lot, by 
providing additional customer 
parking space, has helped to in- 
crease service business. 


50th Year 
Hartmans Publish Booklet 


To Celebrate 


Hartman Brothers (Dodge-Plym- 
outh), Montrose, Colo., celebrating 
its golden anniversary, has pub- 
lished an illustrated booklet telling 
the history of the firm and of the 
automobile in the West. 

Brothers F. J. Hartman and S. C. 
Hartman founded their firm in 
1904, and four years later began 
selling Fords. In 1914 they switched 
to Dodge. Both are still active in 
the firm. J. Clifford Hartman, son 


are® 
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Leading Parade— 
A miniature Thunderbird, powered by 
a heavy-duty storage battery, leads vet- 


erans’ contingent up Fifth Ave. in New 
York during Columbus Day parade. The 
model, about five feet long and made of 
steel frame and fiber glass body, is a rep- 
lica of the Ford sports car. 
of F. J., and Harold B. Hartman, 
son of S. C., now are junior part- 
ners in the dealership. 

Since its beginning as a bicycle 





and novelty shop 50 years ago, the 








company has grown to a present 
annual payroll of $125,000. 

The anniversary publication jas 
many photographs, even one of :he 
first car in Montrose, a 1904 one- 
cylinder Oldsmobile. 


* * * 


S. California Ford Ad Group 


Elects Wray to Presidency 

T. H. Wray has been elected 
president of the Southern Caii- 
fornia Dealers Advertising Com- 
mittee. Clyde Warren is the new 
vice-president, and Ham Nerney 
is secretary-treasurer. 

Directors are Phil Johnson, 
George Haberfield, Harlan Loud, 
George Dunton, Ben Barkley, 
Malcolm Ryland, Read Mullan 
and Charles Swift. Edith Lane 
continues as acting secretary. 

* * * 


Attwood Implement Wins 


3-Month IH Sales Contest 


Attwood Implement Co., Att- 
wood, Kans., sold 15 tractors to 
lead the Lincoln (Neb.) sales area 
in a three-month contest conducted 
by International Harvester Co. 


As a reward, Roy Attwood, owner 
(Continued on Page 19, Col. 3) 





New York Sunday News Sections circulation 


& percentage of family coverage 


Pe  Secces 4,081,149—total city, suburban, and country 
es 1,570,237—outside New York City and fifty mile zone 
Country Split Run , 785,119—every other copy in the country edition 


City & Suburbs. . . 2,510,912—63.2%, in New York City and fifty mile zone 


- - 1,255,456—31.6%, every other copy in New York City and suburbs 


Manhattan ..... 1,167,184—64.1%, in Manhattan, Bronx, Staten Island; suburban 
New York, Connecticut and Northern New Jersey 


Manhattan-Bronx . 687,685—62.4%, in Manhattan, Bronx, Staten Island 


Westchester .... 


159,824—65.5%, in Westchester, Fairfield and Putnam counties 
1,014,335—66.8%, in Brooklyn, Queens, Nassau and Suffolk counties 
480,092—60.3%, in the borough of Brooklyn only 


Queens-Long Island 534,243—74.0%, in Queens, Nassau and Suffolk counties 


SUS vn ccs 312,181—67.6%, in the borough of Queens only 

Nassau-Suffolk 222,062—85.3%, in Nassau and Suffolk counties 

Newark ....... 329,393—52.1%, in Newark and adjacent Southern New Jersey counties 
Passaic-Bergen .. 196,792—67.5%, in Passaic, and in Bergen and Sussex counties 

Mudson ....... 


114,467—66.7%, in Hudson county, except Arlington, East Newark, 


Harrison and Kearny 
Seurce: Annual Audit, Sept. 27, 1953, as filed with the ABC 
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. _ Cleveland Old-Time Dealers Honored— 


With a téWi of 151 years of service to their credit, five Cleveland Chevrolet dealers | the showing of the new Ford cars 
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Dealer 


of the firm, and his wife received 
an all-expense trip to New York 
City to attend the National Imple- 
ment Dealers convention. 

* * * 


Coover Gets Chevrolet 

L. Ralph Coover has purchased 
the interests of the late J. V. 
Humphrey jr. in the Chevrolet 
dealership at Junction City, Kans. 
The company is now known as 
Coover Chevrolet, Inc. Coover is 
president of the firm, while Wil- 
bur W. Newsome is service man- 
ager and vice-president. 

* * * 


Spohn’s Oakland Auto Sales 


To Open in Pittsburgh 


- Spohn’s Oakland Auto Sales, 
Pittsburgh, will open officially with 


received 25-year plaques from R. E. Roberts, zone manager. Shown are (seated from|in November, reports Owner 
or +f left), Wilbur H. Ragg, Sam H. Klein and L. L. Horton. Standing: Roberts, Ray G. Charles Spohn. 
Herzberger, Arthur Haas, and James J. Smith, city manager. 
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Personnel comprises Jack Hock- 


Doings 





(Continued from Page 18) 


enberry, sales manager; Joseph Di- 
Matteo, used-car manager; Adolph 
Thompson, service manager, and 


George Gorman, parts manager. 
* * * 
Mapes Quits Henry 
C. D. Mapes, 69, for the past 12 
years parts manager for Henry 
Motor Co., Horton, Kans., has re- 
tired and will spend his time at- 
tending to his farming interests 
and town property. Roland Holm- 
berg, Manhattan, Kans., has suc- 
ceeded him at the Henry firm. 


* * * 


Furos Sells Firm 


A. C. Furos, owner of Furos Mo- 
tor Sales (Ford-Mercury), Zum- 
brota, Minn., since 1945, has sold 
the dealership to Robert Seely and 
Paul Donovan, both of Minneapo- 
lis. The firm is to be known as 
Zumbrota Motors and will continue 
to have the Ford franchise while 





Want to make good in Westchester ? 


Do you crave a clientele in the chips? 
Make something that goes strong with the 
station wagon set? Sell best to the best? 
Then Westchester is just what your sales 
engineers ordered! 


Once you had to buy a big bundle of 
New York newspapers even to whisper in 
Westchester. But no more! The New York 
News has the largest Westchester circulation 
in a special section—that reaches 65% of the 
families in the well-to-sell County. 

The Westchester Section is one of eleven 
Sunday News Sections ...with about one- 
sixth million circulation. The Nassau-Suffolk 
Section has almost a quarter-million. Up the 
scale are the Queens and Newark Sections, 
almost a third-million; Queens-Long Island 
with more than a half-million, Brooklyn and 
Manhattan Sections with a million plus! 

The Sections match the convenience, cash, 


and production of any advertiser... permit 
intensive cultivation of a segment of the 
metropolitan market at a time... localized 
distribution, promotion, or advertising appeal 
. +. Copy testing in a cross-section of the 
market...and give greater coverage than any 
other locality media, at lower cost! 


These Sunday News Sections have sold 
every kind of merchandise, and in every price 
range, delivered volume to retailers for years 


'...have unsurpassed cash register records! 


If you want to win in Westchester, or get 
business in any other part of the New York 
market —ask any News office, for the facts. 


FE ST a 





THE [a N EWS, New York’s Picture Newspaper 


with more than twice the circulation, daily and Sunday, 


of any other newspaper in America... 


220 East 42nd St., New York City...Tribune Tower, Chicago... 
155 Montgomery St., San Francisco... 1127 Wilshire Blvd., Los Angeles 


19 


dropping Mercury. Furos was pres- 
ident of the Minnesota Automobile 
Dealers Assn. in 1953. He said his 
future plans were indefinite. 

* * * 


Bauer-Herrington L-M Deal 
Purchased by Leiphart 


Bauer-Herrington, Inc. (Lincoln- 
Mercury), Toledo, has been pur- 
chased by E. H. Leiphart jr., Bir- 
mingham, Mich., and renamed 
Leiphart Lincoln-Mercury, . Inc. 

Leiphart had been a district sales 
manager for Bassick Co. 

* + * 


Dealers Merge 


Ostendorf Packard Buys 


Engel’s Studebaker 


Ostendorf Motor Car Corp. (Pack- 
ard), 1325 Main St., Buffalo, N. Y., 
has been appointed a Studebaker 
dealer, George C. Ostendorf, presi- 
dent, announced. 

Ostendorf replaces the franchise 
held by Engel’s, Inc., which has 
sold its building. Ralph A. Young, 
president of Engel’s, has been elect- 
ed a vice-president of Ostendorf 
Motor and will be in charge of Stu- 
debaker sales. 

Most of Engel’s equipment and 
its used-car lot have been purchased 
by Ostendorf. Most of Engel’s per- 
sonnel will join Ostendorf Motor. 

* + * 


Cuyahoga County Ford Assn. 


Elects Bundy President 


C. Ray Bundy, president of the 
dealership bearing his name, has 
been elected president of the 
Cuyahoga County (0O.) Ford Deal- 
ers Assn., succeeding Lewis M. 
Field. 

Other officers include James 
Henderson, Hub Motors, vice- 
president; Joseph W. Lee of Rob- 
ert Lee, secretary, and Howard 
L. Reynolds, Heights Motor Sales, 
treasurer. 


* * 


Buckham Gets Ford 


Formerly an associate dealership 
at Slippery Rock, Pa., Buckham’s 
Garage, owned by Harry C. Buck- 
ham, has received a Ford franchise 
as a direct dealership. 

* * * 


Stepman Buys MotoRite 


MotoRite, Inc. (Studebaker), Uni- 
versity City, Mo., has been. pur- 
chased by Ben Stepman and will 
a known as Ben Stepman Motor 


_— 


Atlanta Dodge Dealers 


Elect Lander Chairman 


John H. Lander, president of 
Lander Motors, Inc. (Dodge- 
Plymouth), Atlanta, has been 
elected chairman of the Atlanta 
Regional Dodge Dealers’ Confer- 
ence. This automatically makes 
him a member of the National 
Dodge Dealers’ Conference. 

The regional group is composed 
of 272 Dodge dealers in Georgia, 
Florida, Alabama and Tennessee. 

- os 


* 


McRae Gets Alabama Post 


Knox McRae, Decatur (Ala.) au- 
tomobile dealer, has been appointed 
@ member of the Alabama Alco- 
holic Beverage Control Board. 

” * x 


Hannan & Miller Move 


Hannan & Miller, Inc. (Chrysler- 
Plymouth), Michigan City, Ind., has 
moved to 824 E. Eleventh St., the 
former site of Werstein Motors, 
Inc. Both the new and used-car 
divisions are located at the same 
address. 

= ~ 


Wallingford Buys Firm 
Earl G. Wallingford jr., imple- 
ment dealer at Olathe, Kans., has 
purchased Paola Truck and Trac- 
tor Co., Paola, Kans., from Loren 
C. Ellis. Brooks Hinkle is continu- 
ing as manager of the Paola firm. 
* * ao 


Chrysler Cites Upchurch 
A special Chrysler award has 
been given to John E. Upchurch jr., 
Glendale Motors (DeSoto-Plym- 
outh); Baltimore, according to Wil- 
liam J. Rennix, president. Up- 
church has been a_ conference 
leader in the master technicians 
conference. 
m * * 
Dickey Buys Out Naylor 
Robert W. Dickey has purchased 
the interest of his associate, Luby 
Naylor, in Naylor-Dickey Motors, 
Ine., Dunn, N. C. 
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Abe Quvitition, 


for businessmen in certain areas 


who seek an outstanding opportunity, 


and who would like to preview 
the all-new 1955 Hudsons — 


The new Hudson Dealer Franchise is a business 
opportunity well worth your consideration. It’s timely 
because Hudson is on the threshold of announcing its 
1955 models, completely new inside and out; and 
because there are only a limited number of dealer 
territories open. 


To help you take immediate advantage of this 
unusual opportunity, we have arranged a private 
preview showing of 1955 Hudsons. This is for busi- 
nessmen who are interested in seeing the new cars, 
which comprise a line that will cover 95% of the 
entire new-car market, from the lowest to the upper- 
medium-price brackets, and who wish to find out 
more about the many advantages of the Hudson 
Dealer Franchise. 


Because of the confidential nature of this preview, 
we have asked our Zones to issue invitations only by 
your personal and qualified request. (The Hudson 
Zone nearest you is listed to the right.) 


We'd like you to see for yourself the great things 
that are coming for Hudson Dealers, and to see how 
you, too, can share in their future growth and pros- 


perity. 


You'll like the all-new Hudsons for ’55. They are 
distinctive cars that embody advanced styling and. 
engineering features. They are exceptional in per- 
formance; genuinely beautiful. You'll see in them 
every option in comfort, convenience and luxury the 
buying public could desire. 


Behind Hudson’s new line of cars is an advertising 
program of major proportions, highlighted by tele- 
vision’s finest hour, ‘‘Disneyland.”’ Broad merchan- 
dising and promotion plans, too, are calculated to 
match the stepped-up advertising pace. 


To request your invitation to a private preview 
showing of ’55 Hudsons, contact the Hudson Zone 
nearest you by telegram, telephone or mail. 
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YOU'LL FIND THE 
HUDSON ZONE 
NEAREST YOU 
LISTED HERE 


ALEXANDRIA, VA. 
1509 Leslie Ave. 

P. O. Box 2188 

King 8-0200 


ATLANTA 3, GA. 
249 Spring St., S. W. 
Cypress 1693 





r a | BERKELEY 10, CALIF. 
, 1440 4th St. 
Lo Landscape 6-9220 


eer BOSTON 35, MASS. 
1230 Soldier's Field Rd. 
Algonquin 4-5400 


BUFFALO 8, N. Y. 
1231 Main St. 
Elmwood 3830 


CHICAGO 18, ILL. 
2900 No. Western Ave. 
Independence 3-3410 


CINCINNATI 9, OHIO 
34th at Robertson Rd. 
Redwood 8850 


CLEVELAND 11, OHIO 
3905 W. 150th St. 
Winton 1-4000 


DALLAS 19, TEXAS 
2601 W. Mockingbird Lane 
Dixon 8421 


DENVER, COLO. 
3660 E. 40th Ave. 
Florida 5-1661 


DETROIT 13, MICH. 
11148 Harper Ave. 
Walnut 3-6200 


N. KANSAS CITY 16, MO. 
110 E. 9th St. 
Norclay 8100 


LOS ANGELES 58, CALIF. 
3018 E. 46th St. 
Logan 5-8221 





MEMPHIS, TENN. 
830 S. Bellevue Bivd. 
P. O. Box 221 
32-2575 


MILWAUKEE 7, WISC. 
3322 S. Clement Ave. 
Sheridan 4-3400 

ee MINNEAPOLIS 12, MINN. 
4100 Washington Ave. N. 
Aldrich 4744 


NEW YORK CITY 19, N. Y. 
a tice 





233-39 West 54th St. 
Judson 6-4900 


PHILADELPHIA 24, PA. 
920 E. Lycoming Ave; 
Jefferson 3-0100 


PITTSBURGH 21, PA. 
210 Thomas St. 
Fremont 1-7300 


a PORTLAND 9, ORE. 
if 2053 N. W. Upshur St. 
i Capitol 1926—3930—4740 





ST. LOUIS 15, MO. 
6506 N. Broadway 
Evergreen 2-5880 







Charles 8S. Jensen, a vice-presi- 
dent of Universal C.LT. Credit 
Corp., has been promoted to the 
- home office executive sales staff in 
' New York as regional sales man- 
| ager, L. Walter Lundell, president, 
_ has announced. 

Jensen is succeeded as head of 
: the New York division office by 
] 






Richard D. Gribben, former head 
of the Cleveland division. Assistant 


Auto Personnel 


AUTOMOTIVE NEWS, OCTOBER 25, 1954 


Vice-President Theodore M. Mce- 

Kinney, formerly special sales di- 

rector of the New York division, 

replaces Gribben. 
* 


Buckeye Names Ryan 
Appointment of the A. R. Ryan 
organization as field sales repre- 
sentative for Buckeye Tools Corp., 
Dayton, O., has been announced by 
E. B. Meynard, general sales man- 


- 
Mr. Used Car 
) 


Lo 








Florida and lower Alabama. 
+ + 


Chrysler Appoints Martin 


William A. Martin has been ap- 


pointed works manager of the Ma- 
rine & Industrial division of Chrys- 
ler Corp., according to R. T. Keller, 
division president. Martin joined 


Chrysler in 1942 and for the last 


year has been production manager. 
* * * 


Chrysler Ups Harbison 


The appointment of H. H. Harbi- 
son as supervisor of college recruit- 


Dealer: 


SMEARED 
FOR A 
BIG 





| Bum Titles unable to gain at 
Fidelity Title-Insured Auction! 


in Louisiana, Mississippi, western 





Ever since Freddy Fidelity (the title 
insurance man) was called into the 
Auto Auction Game, bum titles have 
been thrown for big losses. At every 
auction where Freddy’s on the team, 
every title to every car sold is guar- 
anteed . 
may have been stolen or fraudulently 
possessed, even though it might be 


. even though the auto 


bogged down with a prior existing 
chattel mortgage or lien. 


Don’t be sorry when it’s so simple to 
be safe. Simply buy all your cars 
through FIDELITY TITLE-INSURED 
AUCTIONS, where every buy is a 
lead pipe cinch not to be called back 
for a penalty. You can’t lose a dime 
with Freddy on your team: Fidelity 
guarantees it. 





Fidelity Insurance Com 


- 


204 Stahiman Bldg. 


BUY ONLY AT THESE 


BAKER AUTO AUCTION 
Pass Road, Biloxi, Mississippi 


COFIELD AUTO AUCTION 
Boaz, Alabama 


COLUMBUS AUTO AUCTION 
2603 Cusseta Road, Columbus, Georgia 


CONCORD AUTO AUCTION, INC. 
29 Sudbury Road, Concord, Mass. 
DIXIE MOTORS AUTO AUCTION 
718 Angier Ave., Atlanta, Georgia 


MANEY AUTO AUCTION 
Jordan Lane, Huntsville, Alabama 


100% 


AL AND BENNY FRIENDLY AUTO AUCTION Thursday 
848 North Beach St., Daytona Beach, Fla. 


of Tennessee 


SAFE FIDELITY TITL 


R. D. No. 1, Lafayette, New York 


' 

' 

' 

MIDDLE GEORGIA AUTO AUCTION Wednesday 1 

Eastside Highway, Macon, Georgia : 

Thursday MONTGOMERY AUTO AUCTION Wednesday 
927 North Court St., Montgomery, Alabama 

Monday ' 

111TH STREET AUTOMOBILE AUCTION Thursday i 

— 5430 West 111th St., Oak Lawn, Illinois ' 

1 

: PAGE BROS. AUTO AUCTION Wednesday ! 

Mon. & Fri. 35th at Divine Sts., Chattanooga, Tenn. : 

oy SOUTHERN AUTO SALES Wednesday 

Route 5, Warehouse Point, Conn. 1 

' 

Friday SYRACUSE AUTO AUCTION Thursday ; 

' 

‘ 


pany 


Nashville, Tennessee 


E-INSURED AUCTIONS 


—K—e we ee ew eee eee were Tr Sewer wt ee ee mee eS FSS ST CT SSS STC CSF SO SP SSP KC CeO we ww CeO wee ewe em ee wwe = | 
. 





ager. Ryan will service Buckeye air|ing for Chrysler Corp., has been| continue as traffic manager, and 
and electric power tool customers | announced by C. G. Eschenbach, di- | Timothy 


Y. Hewlett jr. was ap- ) 


rector of employment and employee| pointed an assistant purchasing 


services. Harbison has been an as- 
sistant director of the Chrysler 
Conference of Business Manage- 
ment since 1949. 

* + * 


Graves to Direct Sales 


Of Daybrook Division 


R. C. Graves has been named di- 
rector of sales of Daybrook hy- 
draulic division of L. A. Young 
Spring & Wire 
Corp., according 
to N. D. Ely, 
president. 

Ely said Graves’ 
position hag been 
newly created as 
part of an overall 
program to set 
up an expanded 
selling organiza- 
tion. Daybrook, 
which manufac- 
tures power gates, 
dump bodies and hydraulic hoists, 
became a division of L. A. Young 
last Mar. 1. 


* * * 


GMAC Branch in Kinston 


General Motors Acceptance Corp. 
has opened a purchase branch in 
Kinston, N. C., operating under 
control of the Raleigh branch. R. 
S. Andrews, former credit manager 
of the Raleigh branch, has been 
named manager. 

* * 





R. O. Graves 


American Chain Appoints 


Morrissey to Sales Post 

W. F. Morrissey has been ap- 
pointed New England district 
sales manager for the American 
Chain division of American 
Chain & Cable Co., Inc. 

Morrissey joined the American 
Chain & Cable organization as a 
New England sales representa- 
tive in 1987. He served with the 
Manley division for three years 
and then assumed similar duties 
for the American Chain division. 

* * + 


Lunn Names Huddleston 


Robert A. Huddleston has been 
appointed administrative assistant 
to James S. Lunn, president of 
Lunn Laminates, Inc., Huntington 
Station, Long Island, N. Y., and 
Ashtabula, O. He also will be the 
liaison officer between the Lunn 
company and its agency on public 
relations and advertising. Huddle- 
ston was formerly with Allied 
Chemical and Dye Corp. as assist- 
ant to the secretary. 

* * * 


Service Recorder Rep 


Douglas Gardiner has been named 
Service Recorder Co.’s sales repre- 
sentative in Detroit, with offices at 
89 Bethune Ave. R. A. Bixby, sales 
manager, announced the appoint- 


ment. 
* * 7 


Morse Chain Elects Hawley 
Chairman; Roush, President 
Election of Frank M. Hawley as 


chairman of the board and Stanley 
J. Roush as president and general 


ee 





Stanley Roush 


Frank Hawley 
manager of Morse Chain Co., a sub- 
sidiary of Borg-Warner Corp., has 
been announced by Roy C. Inger- 
soll, B-W president. 

Hawley, formerly president and 
general manager of Morse Chain, 
has been with the firm since 1916. 
Roush has been president of the 


Atkins saw division since 1952, 2. 


position which he retains. 


* * * 


Landers Elects Howland 


John P. Howland has been elect- 
ed to the newly created position of 
executive vice-president of Landers 
Corp., Toledo, according to Robert 
G. Landers, president of the coated 
fabric manufacturing firm. In other 
advancements, James L. Davison 
was named general sales manager; 
William W. Brown, assistant gen- 
eral sales manager; Kenneth A. 
MacDonald was appointed an as- 
sistant purchasing agent and will 


agent. 
* 


* - 

Unstad Joins Gar Wood 
As Branch Manager 

Gar Wood Industries, Wayne, 
Mich., has appointed Leif Unsta:i 
as manager of the Minneapolis 
direct factory truck equipment 
sales branch, according to E. B. 
Hill, sales vice-president. 

Unstad formerly was manager 
of Omaha Standard Body Co.’s 
St. Paul factory branch. 


* * * 


Pin for Harris 


G. Clifford Harris, administrative 
manager of Lincoln-Mercury’s Buf- 
falo division, has been awarded a 
gold pin for 30 years of service. It 
was presented by A. W. Gorman, 
district manager. 

* +. + 


Hertz Appoints Forde 

Appointment of John Forde as 
field supervisor for the Midwest 
and part of Canada has been an- 
nounced by Hertz Rent-A-Car Sys- 
tem, Inc., Chicago. Forde joined 
Hertz in 1952 as a payroll super- 
visor. 

* * * 


Tooker Fills Vacant Seat 


On Reo Motors Board 


John C. Tooker, vice-president 
and assistant to the president of 
Reo Motors, has been named to 
the board of directors. 


The appointment fills the va- 
cancy created by the death of 
Henry E. Hund, who was board 
chairman. 

* * * 
Rinshed-Mason Appoints 
Frohberg Head of Sales 


Lyle E. Frohberg’s appointment 
as sales vice-president has been an- 
nounced by Rin- 
shed- Mason Co., 
Detroit. The firm 
is a manufacturer 
of automotive and 
industrial finishes, 
with plants in 
Anaheim, Calif. 
and Windsor, 
Ont. 

Frohberg has 
been associated 
with Rinshed- —s 
Mason since 1948 i. B. Peetbess 
in various sales executive positions. 

* * * 


Tench -in New Post 
Albert H. Daggett, president of 
Gould-National Batteries, Inc., has 
announced the appointment of John 
R. Tench to the newly created post 
of director of employe and laber 
relations. 





* ® 


Universal C.1.T. Shifts 
Kappes to Cincinnati 


William J. Kappes has been 
named sales manager of the Cin- 
cinnati division of Universal C.LT. 
Credit Corp., according to R. G. A. 
Dimling, division head. 

Kappes formerly was special sales 
director in the St. Louis division. 
He has been with the firm since 
1939. Pe 


Hawley, Costello and Anger 


Get New Willys Posts 


Three appointments to key 
production posts at Willys Mo- 
tors, Inc., have been announced 
by E. C. McCleary, manufactur- 
ing vice-president. 

S. G. Hawley, with Willys in 
executive manufacturing and en- 
gineering capacities for 13 years, 
was appointed works manager; 
D. G. Costello, who has served 
Willys in various manufacturing 
posts since 1951, was appointed 
production manager, and F. A. W. 
Anger, Kaiser auto production 
executive since 1946, was named 
chief inspector. 


+ 2 = 
Packard Appoints Page 


Manager in Atlanta 

Mark Page is the new Packard 
zone manager in the Atlanta area, 
succeeding Roy Blount, who has 
been transferred to Dallas as re- 
gional manager. 

Before joining Packard in 1943, 
Page was a dealer in Roanoke, Va. 
and Greensboro, N. C 
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Last winter’s unprecedented demand for BLUE CORAL inspired ~ a Tae Lae; 
& oa en) ee ind Xe | i 

this ad. May we suggest that you lay in a good supply of BLUE o's; 3 a es et : ) 


CORAL now for the winter months ahead? By doing so now . 


you will be assured of a busy, successful service department. 

Now is the ideal time to remind your customers of BLUE 
CORAL’S incomparable all weather protection for fine car fin- 
ishes. Tell them of BLUE CORAL’S overwhelming acceptance by 
the world’s leading manufacturers of fine cars. . . . With just one 
BLUE CORAL TREATMENT they will agree that BLUE CORAL is the 
peer of all paint preservatives! Your customers will show their appre- 


; Pw 
ciation by making many return visits to your service department! OG tj ; i , il 
m 


Now is the time to look ahead, to plan ahead! The creators of 
BLUE CORAL are ready to deliver your WINTER SUPPLY of 
BLUE CORAL..... NOW! 


@© 1954—H.D.7. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment ° WHITE PLAINS, NEW YORK 









FOB FACTORY 





Die Experts’ Role Vital 
In Designing New Car 
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URE to be lost in the enthusiastic discussion of new 
models that will soon make their public appearance is 
the cooperation and compromise between styling and body 
and die engineers that is so essential to success in bringing 
out a new car. Visitors to dealer showrooms will see the 


shiny new models and ex- 
press their personal prefer- 
ence for the new body de- 
signs that will be introduced as 
1955 models. 

What they will not see is the 
thousands of man-hours that were 
spent in bringing these new models 
to a point where they become prac- 
tical cars for production. 

The big-volume cars, of course, 
require the greatest amount of 
production planning. In the case 
of Chevrolet, Plymouth and 
Ford, for example, discussion of 
manufacturing methods starts a 





year or more ahead of actual 
production. . 


Here, savings of a nickel, and 
even less, may represent tens of 
thousands of dollars at the end of 
@ model run. Parts that may be 
unseen by the customer may well 
turn out to be among the toughest 
to produce within budget limita- 
tions. 


To the average car owner, for 
example, the rear-deck panel may 
seem to be a relatively unimportant 
part of the car. Body engineers, 
however, are well aware that deck 





ficult to draw. The reason is 
simple: Deck lids have a number 
of deep depressions. 

Extra metal required to form the 
supporting walls at several loca- 
tions comes mostly from the edge 
of the panel. The trick is to pro- 
vide the amount of metal required 
without developing wrinkles or 
tears. 


. * * 


Crucial Questions 

How deep or how steep can the 
walls or depressions be? What 

is the most efficient radius for the 

pockets or depressions? 

To expedite production and re- 
duce scrap loss, die engineers often 
use shear steels in the dies. These 
are added at certain critical loca- 
tions to reduce tearing. In this 
way, extra metal needed to form 
the walls of the pockets is made 
available — in the right quantity 
and at the right time. 

Sometimes it is necessary for 
die tryout men to work for days 
and even weeks on a single die 
that will turn out a large vol- 
ume of satisfactory parts at a 
reasonable cost. 

Another hidden stamping that 
rightfully falls in the hard-to-draw 


panels are often surprisingly dif-| parts category is the inner door 





“You pay for this one on in- 


stallments. Just drop a quarter 
in the ignition slot to start it.” 





panel. Metal pulling in from the 
binder surface at the corners may 
tend to crowd together, resulting 
in an unsatisfactory stamping. In 
most door designs, die engineers 
have to design an unusually large 
amount of binder pressure to 
stretch the metal just far enough 





x 


complementary design. 


and cushion type for both color match and 


“driving 


Plastic Arm Rests: 


comfor 















so that wrinkles are avoided as the 
wall is formed. 
o = * 


Roof Panels Easy 
Ee to popular opinicn, 
roof panels are usually com- 
paratively easy to form. This is 
because they have no sharp pock- 
ets or sudden changes in parel 
depth. Whether a roof panel can 
be drawn often depends on whether 
there is enough latitude between 
the lightest binder pressure that 
will prevent wrinkles and the heav- 
jest binder pressure that will not 
cause tears. 

Die engineering is still not an 
exact science. Experience 
through the years often tells a 
die designer immediately whether 
“the part will make.” Trained 
die designers can often tell this 
at a glance. 

Nevertheless, there are still many 
things even the most experienced 
die man cannot tell for sure the 
first time he tries out a new dice. 
There have been relatively few 
designs in recent years in which 
it became necessary to make an 
entirely new die. 

The long hours of discussion be- 
tween styling and body and die 
engineers have undoubtedly 
avoided many design features that 
might have otherwise resulted in 
costly manufacturing failures. 


18 Executives Get 
Key Positions in 
Jewish Appeal 


NEW YORK. — Eighteen execu- 
tives in the transportation and allied 
industries have accepted key posi- 
tions in the 1954 Joint Defense Ap- 
peal drive of the American Jewish 
Committee, according to Harold L. 
Fischler and Robert D. Sidel, JDA 
division chairmen. 

The effort is to be highlighted by 
a $100-per-plate testimonial dinner 
honoring New York State Senator 
Seymour Helpern “for his outstand- 
ing services in behalf of human 
rights,” Nov. 3rd, at the Hotel Wal- 
dorf-Astoria. 

The industry is helping JDA raise 
New York’s share of the $5 million 
needed to finance the activities of 
the American Jewish Committee 
and the Anti-Defamation League 
of B'nai B'rith. 

Honorary chairman of the divi- 
sion is Leon C. Greenebaum. Also 
appointed were Joseph Adams, 
Benjamin Botwinick, William 
Cooper, Michael Deitch, David J. 
Fischler, Carl Harber, Harry Jacob- 
son, Samuel Kling, and Robert Lie- 
berman. 

Max Malmend, Charles Moore. 
William Ratner, Mel Riegler, God- 
frey F. Santini, Vincent Scarpinito. 
Peter Turnbull, and Frank Verone. 


2 Auto Men Gain 


Defense Honor 
NEW YORK. — P. O. Peterson, 


Studebaker executive vice-presi- . 


dent, and George P. MacNichol jr.. 
president of Libbey - Owens - Ford 





ee 
G. P. MaeNichol 


Glass Co., have been elected trus- 
tees of the National Security In- 
dustrial Assn. 

Because of the group’s close as- 
sociation with the U. S. defense 
services and because of its non- 
political character, election to the 
NSIA board is considered one of 
the outstanding American indus- 
trial honors. 

Founded 10 years ago by the late 
James Forrestal, NSIA serves as a 
link between American industry 
and the military establishment. 
Some 600 companies, employing 
more than a third of the nation’s 
work force, are members. 


Kent Sells Deal 


Russell A. Kent, Chrysler-Plym- 
outh dealer in Geneva, O., has sold 
the firm to Robert E. Johnson and 
Vern D. Harvey. 





P. 0. Peterson 





e& 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting. Technical Developments 





John T. Benedict 

Engineering Editor 
N TRUCK transmissions, auto- 
matic operation is here and well 
accepted in the light to medium- 
duty field—but on medium-heavy 
and heavy-duty equipment, the ac- 
ceptance of automaticity is still in 

doubt. 

Automatic transmissions have 
been widely used on light pickup 
and delivery trucks for several 
years. Recent announcements and 
: ; units known to be nearing produc- 
| gue trend in devices to stimu-| tion extend full automaticity to 

late and maintain public buy- | Bross vehicle weights in the two to 
ing interest through the model year | six-ton range. 
is seen by some inside sources in However, except for General 
widespread preparations for special| Motors’ Twin Hydra-Matic, such 
models with introduction dates| devices have not yet come into 
strategically chosen to spark spring| use on heavy trucks (12 ton and 
selling drives. up) or heavy-duty tractors for 

Development of such a trend is | equipment approaching the West 

recognized by some observers | Coast legal load limit of nearly 
merely as a logical outgrowth of | 40 tons. 

present plans calling for highly- For future long-haul highway 
styled, limited-volume models as | freight operations, some engineers 
an extension of the product lines | and fleet operators favor a com- 
at several companies. bination of fluid coupling or torque 

Current speculation centers| converter with automatically shift- 
around Chrysler’s rumored intent | ed gears. 
to offer distinctive, customized ver- Others advocate a combination of 
sions of their regular production | four or five-speed manually shifted 
cars. Reports are that each Chrys-| transmission with close-spaced ra- 
ler Corp. division will be ready/| tios and a two or three-speed pow- 
early next year with its own “hot-|er-shifted auxiliary transmission 
rod” combining individual “person- | with close-spaced ratios and a two 
alized” treatment and exceptional | or three-speed power-shifted auxil- 
performance in a car making maxi-| iary transmission with widely 
mum use of standard parts. spaced ratios. 

There’s some reason to think ° 
that special models also are being 
used as a competitive weapon in 

(Continued on Page 31, Col. 1) 


by John T. Benedict 





S TOM BACKUS, engineering 
vice-president of Fuller Mfg. 
Co., points out: “A transmission, 


Rings from Powdered Iron 


Chrome-Plated, Steel Varieties Seen Challenged 
By Muskegon Piston Product 


MUSKEGON, Mich.—A sampling, rings is attributable to labor re- 
of opinion among automotive en-| quired for machining and finishing. 
gine designers indicates th t devel- st. 3 
opment of powdered-iron piston 
rings may challenge the supremacy 
of chrome-plated rings and disrupt 
the trend toward use of steel rings. 

The new sintered-metal rings 
made by Muskegon Piston Ring Co. 
are being tested by a number of 
companies, but have not yet been 
ordered into volume production. 
However, test results thus far show 
that the hard surface and good 
wearing qualities of powdered-iron 
rings may permit their use in 
place of chrome-plated rings for 
some applications. 

Composition of powdered-iron 
rings may be tailored to obtain 
desired properties. And one engi- 

neer pointed out that the sintered 
metal often is closer to steel in 
analysis and physical properties 
than it is to cast iron. He looks 
for the new piston rings to pro- 
vide the strength characteristics 
that were sought in a recent 
swing to steel rings—but at lower 
cost. 





HOWEVER, some machining is 
needed even for the powdered- 
iron ring—and its materials are, of 
course, more costly than cast iron. 
So, after these conflicting factors 
are balanced, the net effect may 
be to offer the designer somewhat 
improved quality at a worthwhile 
(but not spectacular) cost saving. 

Since the development has only 
recently reached “commercial” sta- 

tus, and rings of this type have 
not yet been specified as original 
equipment by any automotive man- 
ufacturer, it is not surprising to 
find some difference of opinion re- 
garding the effect of powdered- 
iron rings on engine design and 
performance. 

Muskegon Piston Ring says 
that the powdered-iron ring 
“may provide the answer to en- 
gine builders who have long been 
seeking thinner rings to reduce 
friction horsepower losses.” It is 
claimed that conventional cast- 
ing processes limit minimum ring 
thickness for desired strength 
and low-cost production. 

The company states that the 
powdered-metal process may be 
utilized to achieve thinness with- 
out sacrifice of strength. Size for 
size, tests reported by Muskegon 
are said to show that tensile 
strength of the powdered-iron ring 
is “as much as 50 percent greater 
than for a cast ring.” 

* a 


Significant cost savings are ex- 
pected to result from reduced ma- 
chining and finishing requirements, 
since the powdered-iron ring blank 
is close to final dimensions when 
it comes from the sintering process. 

Magnitude of potential cost re- 
ductions is indicated by the fact 
that approximately 70 percent of 
the total cost of present cast-iron 


Two engine designers (at differ- 

ent companies) contacted by 

Automotive News both noted that 
(See RINGS, Page 26, Col. 5) 








Truck Automatics: Pro, Con 


fundamentally, is nothing but a set 
of ratios. In a passenger car, the 
major function of these ratios is to 
allow the desired acceleration. 


“In a heavy-duty truck, the 
transmission ratios become, in ef- 
fect, in combination with the axle, 
a series of axle ratios to provide 
the truck with 
the various abili- 
ty factors requir- 
ed to meet vary- 
ing operating 
conditions.” 

To do its job 
satisfactorily, the 
truck transmis- 
sion must provide 
a performance 
range capable of 
taking care of the 
worst operating 
conditions and the highest road 
speeds required. In addition, the 
ratios must be so arranged as to 





Tom Backus 


Screw Machine 
Offers Infinitely 
Variable Drive 


bynes an infinitely variable 
spindle drive and a choice of 
three turret index speeds available 
during any work cycle, the new 
Screwmatic 750 automatic screw 
machine is said to take full ad- 
vantage of carbide tooling for high- 
speed turning operations. 
Engineers at Gear Grinding 

Machine Co., Detroit, claim that 
the maximum spindle speed of 
5,100 revolutions per minute as- 
sures adequate capacity for at- 

taining highest recommended 
cutting rates for such materials 
as brass and aluminum. 

A novel design feature is the use 
of an electronic infinitely variable 
spindle drive in place of gearing. 
Spindle speeds are controlled by a 
dial setting, and are adjustable 
during cutting operations. 


7 = 7 
EVERSIBILITY of all forward 
speeds is claimed to make left- 
hand tools unnecessary. Spindle ro- 
(See MACHINE, Page 30, Col. 5) 


Buyer to Get Everythi 












sion is to provide the effect of a 
series of axle ratios, then the effi- 
ciency of the geared transmission 
and its virtually limitless overall 
range are advantageous enough 
to compensate for the limited 
number of ratios available.” 


Te Thus, it is Backus’ opinion that 

E SAYS, “Where the necessary | the geared unit is desirable where 
overall range of the transmis-|it is not a question of going from 
sion is relatively small and acceler-|the maximum ratio to the mini- 
ation is its major function, the,mum as fast as torque require- 
torque converter’s automatic re-| ments will permit—but rather of 
sponse to driving conditions offers! using the proper ratio to meet a 


enough advantages in ease of op-| given set of operating conditions 


meet the largest possible number 
of different operating conditions. 

Backus believes that reasonably 
spaced ratios not only provide the 
maximum number of usable ability 
factors, but also facilitate easy 
shifting. 





eration to offset the loss in effi-| over an extended period of time. 


ciency. 

“Where the overall range re- 
quired is large, and where the 
major function of the transmis- 

* * * 
280 


Because of the difference in func- 
tions of transmissions for cars and 
trucks, an automatic or semi-auto- 

(Continued on Page 34, Col. 1) 
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WORSEPOWER BRAKING CURVES 
Two-Stage Torque Converter 


g 


Axle Ratio 7.17 to i 


Rolling Resistance 24 Lb. Per Ton 


BRAKING HORSE POWER 
= 






For 5th Speed - Gear Ratio 1.0 to } 
@ross Combinstion Weight 35,000 Lb. 


le 
yi 


—— —— 








VLE OE, Lie RAKING 77 


VEnMIciG SPEEB- 


Torque Converter as Brake— 


————— 
33 
4 

40 


MULES PER nOVR 


At highway speeds, the addition of converter fivid action to downhill braking effect 
is approximately four times that of engine braking. On a 4 percent grade, assume a 
35,000 pound vehicle that can descend at 57 m.p.h. at 3475 r.p.m., and would 
require use of wheel brakes to go slower. For the same truck on the same downgrade, 
hydrodynamic braking effect would enable it to hold constant 37 m.p.h. at only 


2250 r.p.m. 


in Mass-Volume Models. . . 


Luxury of °55’s Low-Priced Lines 


(Continued from Page 1) 


turing have made such advances 
that the term “low-priced car” 
long since has become a misnomer 
insofar as it implies “basic trans- 
portation” in a family car. 

It is widely recognized that, in 
the present healthy state of the 
American economy, new- car 
buyers expect much more than 
merely a means of getting from 
one place to another. 

The development of such public 
tastes and preferences has been 
nurtured by many cleverly con- 
ceived merchandising programs, 
since each series of new models is 
designed for the express purpose 
of making people dissatisfied with 
the car they drove the previous 
year. 

The advertising manager for one 
of the large-volume makes recently 
remarked that the industry would 
have to settle for a 25 percent 


smaller market if it failed to en- 
gender this attitude of discontent. 
* * . 


HE resultant short-term obso- 

lescence cycle, coupled with the 
tremendous growth of purchasing 
power in an economy of plenty, an- 
nually leads thousands of buyers to 
trade in a car that has hardly even 
begun to wear out. 

Today, when a buyer takes a 
given sum of money to market, he 
finds a startling long-term quality 
advance in any particular make or 
price bracket. 

It is not unreasonable to think 
that, under another set of condi- 
tions, the 1955 Pontiac nameplate 
would appear on the car that ac- 
tually is to be marketed as the 
1955 Chevrolet. 

Similarly, at Chrysler Corp., the 
Dodge name could well have ap- 
peared on the car now identified as 
the 1955 Plymouth. And, at Ford 


Ushers In Era of ‘Classless’ Car 


Motor Co., what is now planned for 
the 1955 Ford might have been sold 
as the Mercury. 

* + * 

Y THE time the last 1955 car 

sas been announced, it will be 
unmistakably clear to the Ameri- 
can public that the industry at 
long last has achieved its goal of 
a truly “classless” car for sale in 
the lowest-price field. 

Many qualified observers say 
that Plymouth, Ford and Chev- 
rolet will be the style leaders for 
their respective parent compa- 
nies. If this opinion is shared by 
the public, it will be apparent 
that the effect was deliberately 
sought by management in each 
organization. 

Reasons for this emphasis on 
having a “hot” car in the lowest- 
price group grow out of general 
experience that the Big Three mak- 

(Continued on Page 29, Col. 1) 





AUTOMOTIVE NEWS, OCTOBER 25, 1954 








PP) | Correspondent George Glaser Writes. . . 





RANKFORT, Germany.—A high- 
ly interesting study in psycho- 
physiological research has been 
started by Ford of Cologne and the 
Cologne Institute for Traffic Safety. 
The tests, which are being su- 
pervised by Dr. William Lejeune, 
of the institute, are being made on 
the Taunus, the German Ford. 
They concern three subjects: The 
influence of suspension and spring- 
ing features on the drivers in re- 


ciency; why drivers get tired and 
at what speeds, and “contact with 
the outside.” 


Lejeune feels that drivers get 
tired at high speeds because of the 
Pressed Metal Institute Participants— ee ee ee oe 

car in line and because of increased 

A Pressed Metal Institute forum in New York learned that plastic tools will even- noise—especially when the noises 
tually lead to more frequent models of inexpensively made autos and appliances. | appear without control of the driv- 
The panel was arranged by Robert A. Grayson (third from left), Long Island City, N. Y.| er, such-as the sound of turbulent 
Also shown are (from left), Frank H. Bogart, Detroit; Robert H. Voss, Detroit, and | air streams and sheet-metal vibra- 
William R. Weaver (right), Detroit. tions. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD | For some time I have been won- 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? ‘dering about— more or less sub- 





gard to their psycho-physical effi- | 


consciously — the driver’s “contact 
| with the outside.” 
* * *” 


Seeing Too Much? 


N LATE-MODEL cars the driver, 

despite the chance for better 
vision, is further away from the 
| outside surroundings. Space inside 
| the body has come into his field 
of view. This may mean “driving 
| by intuition” instead of by full 
| consciousness. 
Ford of Cologne will take into 





| Automatic Control Device 


Designed for Gear Cutting 


DETROIT. — Michigan Tool Co. 
has developed a device which is 
said to permit automatic controll- 
| ing of gear-cutting or finishing 
machines. 
| The unit is made to automatically 
| grade and separate gears into cor- 
| rect oversize and undersize parts. 
| It readjusts the machine any time 
|an off-size gear comes off that 
machine. 








— 


Dart Model 60 Truck is shown carrying full 75-ton payload. 


This Dart behemoth with a gross vehicle weight of 240,000 Ib is 
said to be the largest truck in the world. It has two engines totaling 
700 horsepower. Everything about it is on a colossal scale. 

A new hydraulic circuit was developed by Vickers expressly for 
Model 60. The driver steers this truck with no more effort than he 
would a passenger car as the steering gear merely actuates the 
valve that controls the flow of oil to the steering cylinders. Twin 
cylinders provide 50,000 Ib steering force (at 1000 psi oil pressure) 
for the dual front wheels. 

Dart is thoroughly familiar with the many advantages of Vickers 
Hydraulic Power Steering having used it since 1938. 

Vickers hydraulic equipment is available for all types and sizes 
of mobile equipment. Ask for new Catalog M-5101. 


VICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 
1532 OAKMAN BLVD. e DETROIT 32, MICH. 


Application Engineering Offices: ATLANTA * CHICAGO (Metropolitan) 
CINCINNATI * CLEVELAND + DETROIT « HOUSTON + LOS ANGELES 
)(Metropolitan) * NEW YORK (Metropolitan) « PHILADELPHIA (Metropolitan) 
PITTSBURGH ¢« ROCHESTER * ROCKFORD «+ SEATTLE 
TULSA * WASHINGTON + WORCESTER 
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HYDRAULIC EQUIPMENT SINCE 1921 


Auto Letter from Europe 


consideration all the findings of 
the study. In fact, some of the 
preliminary results have been i:- 
corporated in the Taunus body 
for greater safety. 

In any event, a new territory has 
been entered which may prove val- 
uable to all car manufacturers in 


the future. 
* = 


New Ford Trucks 


i. Schreiner, chief of the press 
bureau for Ford of Cologne, 
has just informed me about new 
truck models. The new series, the 
FK 4000-S, has been designed for 
4.3 tons payload, or up to eight tons 
with a trailer. 

The cab and engine have been 
moved forward, the weight dis- 
tribution improved and the ve- 
hicle more highly styled. 


The truck is available with either 
a six-cylinder diesel engine or a 
V-8 gasoline engine. The diesel, de- 
veloped from Hercules, has about 
272 cubic-inch displacement and at 
3,000 r.p.m. delivers 95 horsepower 
(by DIN formula, which gives 
slightly less horsepower than U. S. 
configuration). The V-8 gives 100 


horsepower. 
+ + * 


| 5-Speed Gearbox 


- oe truck has five speeds for- 
ward, but the transmission is 
not synchronized. German inland 
prices start at approximately $3,900 
| for the chassis with cab and seven 
wheels and tires. 
| Henry Ford I's visit to Cologne 
may have had something to do 
with the newly increased activi- 
ties there. 

He was hard to miss, anyway, as 
he attended the LeMans race, where 
he cheered Briggs Cunningham, 
whose cars are powered by Chrys- 
|ler engines (something the Ford 
| salesmen better not do). 


New Plant Opened 
‘By Westinghouse 


MONTEVALLO, Ala. — Westing- 
|house Electric Corp. has opened 
its new plant here for the manu- 
facture of welding electrodes and 
brazing rods. 

Westinghouse said it is the first 
| electrode plant in the South. It will 
consume more than two million 
pounds of hot-rolled wire per 
|month in the manufacture of the 
| devices, it was said. 








Rings 
(Continued from Page 25) 

the comparison was with cast-iron 

| rings, rather than steel. 
They indicated that, on the 

basis of present information, no 
| major redesign of either piston 
| ring or piston is expected in pos- 
| sible conversion to powdered- 
iron rings. 
| One engineer said that his design 
|and test groups are involved only 
jin determining acceptability of 
| powdered-iron rings for meeting 
| required specifications. 
| In emphasizing possible cost sav- 
ings, he said that the new develop- 
ment would be “of more immediate 
interest to the purchasing agent 
| than the designer.” 


* * * 








Less Machining— 


Comparison of transmission seal rings 
made of powdered iron (left), and ccst 
iron (right). Note amount of machining 
required to finish cast ring after removal 
from the mold. 
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Gen. Walter Bedell Smith, former 
undersecretary of state, has been 
elected vice-chairman of the board 

' of directors of 
American Ma- 
chine & Foundry 
Co., New York. 

In announcing 
Smith’s election, 
Morehead Patter- 
son, president, 
said he will have 
broad adminis- 
trative duties and 
play a “key pol- 
icy- making role 
in the company.” 

Smith entered the Army as a pri- 
vate in 1910 and rose to the rank 
of general in 1951. He retired in 
1953. From 1946 to 1949 he was am- 
bassador to Russia. 

+ = * 


AC Spark Plug Appoints 


2 to Engineering Posts 


AC Spark Plug division of Gen- 
eral Motors has named Karl 
Schwartzwalder as director of re- 
search and Dr. Wilfred A. Bychin- 
sky as assistant chief engineer in 
charge of spark plug work. Form- 
erly, spark plug engineering and 


WwW. B. Smith 


_ research were under the direction 


of Taine G. McDougal, who has 
retired. 

Bychinsky .has been chief igni- 
tion engineer at AC, while 
Schwartzwalder has been chief 
ceramic engineer since 1944. 

* * * 


Ries, Leon Given Top Duties 


With Detroit Gear Firm 


Herbert S. Ries and Edgar D. 
Leon have been given additional 
top-level executive duties with Gear 
Grinding Machine Co., Detroit. 
Ries was elected president of Re- 





H. 8S. Ries 


public Gear Co., Detroit, a newly 
purchased subsidiary of Gear 
Grinding, and appointed to the 
board of Republic Gear, Gear 
Grinding, and its subsidiary, De- 
troit Beval Gear Co. Ries formerly 
was sales vice-president of Re- 
public. 

In addition to his duties as pres- 
ident of Gear Grinding, Leon was 
elected president of Detroit Beval. 
Both men replace Thomas R. 
Navin, who died recently. Mr. 
Navin was president of both Re- 
public Gear and Detroit Beval. 

The company also announced that 
Sterling Richhart has been re- 
elected secretary-treasurer and di- 
rector of both Republic and Detroit 
Beval. 

* * 7 


Barnaby Elects Bendick, 


Stock, Kutscher, Saunders 


Mare Bendick has been elected 
president of Barnaby Mfg. Co., Inc., 
Bridgeport, Conn., producer of tool 
holers, knurling tools, floating 
holders, hinged shoe bushings and 
special equipment. 

Also elected at the directors’ 
meeting were Jack Stock, treas- 
urer; Louis F. Kutscher, sales 
Manager, and Harold Saunders, 
superintendent. 

* * 7 


Sharples Ups Pfann 
John R. Pfann has been appoint- 
ed sales analyst of Sharples Chem- 
icals, Inc., a subsidiary of Pennsyl- 
vania Salt Mfg. Co. Formerly a 
sales assistant with Sharples, Pfann 
replaces J. W. Conyers jr., who 
was transferred to the market de- 
velopment department. 
* x * 


Burello Joins Carboloy 
M. A. Burello, formerly with the 
market research and sales promo- 
tion department of E. I. DuPont 
de Nemours & Co., Inc., has joined 
the Carboloy department of Gen- 


eral Electric Co. He will specialize 
in market development of vacuum- 
melted products ranging from 
high-temperature jet engine alloys 
to specialty ferrous and nonferrous 
metals. 


* * * 


Vickers Promotes Mayne 

Appointment of Marguerite 
Mayne, secretary of Vickers, Inc., 
Detroit, as administrative assistant 
to the treasurer, has been an- 
nounced by J. F. Forster, treasurer. 
Miss Mayne also will continue as 
secretary of the company, a posi- 
tion she has held since 1948. 

* + + 


Alcoa Appoints Mathers 

William D. Mathers has been 
named assistant manager of forg- 
ing sales with headquarters in the 
Cleveland plant of Aluminum Co. 
of America. He joined American 
Magnesium Corp., an Alcoa sub- 


sidiary, in 1947, and was working 
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in the New York district sales of- 
fice at the time of his latest ap- 
pointment. 

* = 


National Motor Bearing Names 


Peickii Research Director 


Appointment of V. L. Peickii as 
director of research has been an- 
nounced by National Motor Bear- 
ing Co., Inc., Red- 
wood City, Calif. 
Peickii will be lo- 
cated at the com- 
pany’s home of- 
fice and plant, 
and will be in 
charge of product 
research engi- 
neering and de- 
velopment. 

Prior to joining 
National Motor 
Bearing, Peickii 





V. L. Peickii 


| was president of a Southern Cali- 
|fornia firm specializing in the de- 


sign, development and manufacture 
of machine tools, instruments, oil 
seals and components for guided 
missiles. ‘ 

+ * 


Republic Names Grund 


Robert C. Grund has been ap- 
pointed stainless-steel sales repre- 





sentative for Republic Steel Corp. 
in the Detroit district, according to 
Gordon F. Hess, district sales man- 
ager. Grund formerly was a stain- 
less-steel sales engineer at Repub- 
lic’s alloy and stainless-steel sales 
headquarters in Massillon, O. 
o + * 
Dole Elects Chace, Ellis 
Thomas B. Chace and Robert M. 
Ellis have been elected directors 
of Dole Valve Co., Chicago, accord- 
ing to John L. Dole, president. 
Both have been vice-presidents 
since 1941. 


* * * 


Staiger to Weldaloy 

George W. Staiger has been ap- 
pointed Ohio and western Pennsyl- 
vania representative of Weldaloy 
Products Co., East Detroit, Mich. 
He was with Perfection Stove Co. 
prior to joining Weldaloy. 

- * + 


Engineering Post Filled 
At Ford Aircraft Unit 

Robert Insley has been appointed 
chief product engineer for the Air- 
craft Engine division of Ford Mo- 
tor Co. at Chicago. Insley has been 
manufacturing vice-president of 


OT 


Continental Aviation & Engineer- 
ing Corp., Detroit. 

Insley, who succeeds the late 
Ralph N. DuBois, has been an air- 
craft engine design specialist for 
34 years. He is co-author of the 
book, “Aircraft Power Plants.” 

* * * 


A. O. Smith Names Henry 


Manager of Coast Plant 


F. A. Henry, formerly assistant 
to the general manager-of A. O. 
Smith Corp., Milwaukee, has been 
appointed general dau 
manager of the 
corporation’s Pa- 
cific Coast works 
at Los Angeles. 
He succeeds A. W. 
Shuman, who has 
resigned. 

Henry joined 
A. O. Smith in 
1953 as assistant 
to F. S. Cornell, 
vice - president 
and general man- 
ager, in the administration of Air 
Force contracts. Prior to joining 
Smith he was Air Force plant rep- 
resentative at the Wichita division 
of Boeing Airplane Co. and chair- 
man of the B-47 production com- 
mittee. 






F. A. Henry 














BONDERITE hole paint fo metal! 


with the metal surfaces. The coating anchors 


There’s a constant tug-of-war between cor- 


rosive action 


and the paint finish on your 


metal products. The paint tries to stick to the 
metal; the natural forces of corrosion try to 


lift it off. 


Bonderite is the “anchor man”, throwing 
its strength on the side of lasting, durable 


paint finishes. 


This excellent product, simple and economi- 
cal in operation and uniformly effective in 
results, creates a nonmetallic coating integral 





organic finishes, is a stout corrosion resistant, 


and prevents the 
the paint film be 


read of finish failure should 
roken by scratch or dent. 


Bonderite adds quality to painted metal 
products by lengthening the durability and 
appearance life of paint finishes. Bonderite 
adds sales appeal because your customers 
know about it and the benefits it brings. 

Investigate Bonderite for your product 


NOW! Write or call. 


*Bonderite, Bonderlube, Parco, Parco Lubrite— Reg. U.S. Pat. Off. 


Since 1915—Leader in the Field 


RUST PROOF COMPANY 


2164 gE. Milwaukee, Detroit 11, Michigan 


BONDERITE and BONDERLUBE PARCO COMPOUND PARCO LUBRITE 
aids in cold forming rust resistant wear resistant for friction 
of metals surfaces 


TROPICAL 
heavy duty maintenance 
points since 1883 














Aerated Cooling Eliminates 
Splash Action on Surfaces 


Mel-O-Flo Coolant Aerator is connected 
directly to the coolant line and mixes air 
with the coolant, resulting in a non-splash 
aerated mixture. 

A self-cleaning mechanism is built-in. 
Whenever the coolant supply is turned off, 
the aerator is automatically purged of 
chips and sludge. Melard Mfg. Corp., 432 
Austin Place, New York 55, N. Y. 


+ * * 


Vacuum Metallizing 


A thin coat of metal by evaporation 
and condensation under high vacuum con- 
ditions is a clean, low-cost process, ac- 
cording to o brochure, Vacuum Metalliz- 
ing,’ published by F. J. Stokes Machine 
Co., 5500 Tabor Rd., Philadelphia 20, Pa. 
The brochure gives the specifications for 
the metallizing equipment, which includes 
units with 24, 36, 48 and 60-inch diam- 
eter vacuum chombers. 





Adjustable Gage Kit 
With 3-12 Inch Range 


This adjustable Airebore gage kit with 
a three to 12-inch range of adjustment 
checks holes for size, taper and out-of- 
roundness. 

The gage consists of spindle body to 
which are mounted a Plunjet gaging cart- 
ridge, centering foot, handle connector, 
length extensions and adjustment screws. 
Sheffield Corp., Springfield and Thomas 
Streets, Dayton 1, O. 


* * * 


Plastic Products 


Properties of plastic raw materials for 
automotive purposes are outlined in a 
nine-page brochure of the polychemicals 
department of E. |. DuPont de Nemours 
& Co., Wilmington 98, Del. 





Two-Hand Control 
For Punch Press 


This two-hand electro-solenoid control 
for punch presses can be easily installed 
on almost any make or size of press. The 
operator has to push two buttons in order 
to trip the press, and release them to 
trip the press again. 

More pushbuttons can be added where 
more than one operator is at the press. 
A foot control can be plugged in when 
the press is operated in the conventional 


manner for blanking operctions. Sear- 
jeant Metal Products, Inc., 10 Pittsford 
Rd., Mendon, N. Y. 

> > * 


Belt Power Transmission 
Described in Brochure 


Poly-V drive is described in Brochure 
No. 6638 issued by the Manhattan Rubber 





division of Raybestos-Manhattan, 92 
Townsend St., Passaic 2, N. J. 

The brochure uses V-belts and sheaves 
as a standard for comparison of Poly-V 
with conventional drive. 

a. 87s 


Heavy-Duty Chain Drives 


Installation procedures and mainte- 
nance for Morse Hy-Vo high-speed heavy- 
duty chain drives for 50 to 5,000-horse- 
power drive applications are described in 
a folder issued by Morse Chain Co., 7601 
Central Ave., Detroit 10, Mich. 

. 


* * 





Metal Oil Filter Element 
Said to Need No Replacement 


This metal oil filter element for auto- 
motive use is said to require no replace- 
ment. Made by bonding microscopically 
small bronze spheres into a porous ele- 
ment, the filter removes abrasives down 
fo 117 millionths of an inch in size (three 
microns). | 


Oil is forced through small passages | 
between the sintered bronze balls which | 
form the filter walls. As the oil penetrates 
and returns to the moving parts of the 
engine, abrasives and water condensation 
are screened out by the element. Con- 
tinental Mfg. Corp., Culver City, Calif. 


a 7 





Pillow Block Bearing 
Retains Lubricating Oil 


The Permawick is a line of standard 
low-cost pillow block and flange bearings 
said to retain oil five times longer than 
conventional wool felt-packed bearings. 

Oil metered through the bearing to the 
shaft in the proper amount extends lubri- 
cation life and decreases maintenance 
needs. Pillow blocks are available in both 
light and medium-duty models in seven 
bore sizes from one-half to 1% inches. 
Denham & Co., 925 Book Bidg., Detroit 
26, Mich. 





4-Way Valves Reduce 
Changeover Time 


A new line of pilot-operated, solenoid- 
controlled four-way valves designed to 
provide all porting and positioning ar- 
rangements in circuits up to 3,000 psi, 


simplifies changeover by rotating the 
valve 180 degrees, according to the 
maker. 


This feature is said to cut changeover 
time to two minutes. Capacities are 20 
gpm and 14 gpm for three-quarter-inch 
pilot and one-eighth solenoid valves, re- 
spectively. Denison Engineering Co., 1160 
Dublin Rd., Columbus 16, O. 


AUTOMOTIVE NEWS, OCTOBER 25, 1954 _ 


Engineering and Production 
New Products 
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Retaining Ring 
For Rotating Parts 


A radially applied retaining ring, the 
Waldes Truarc series 5139, can be locked 
in its groove and used as a shoulder 
against rotating parts. If is intended for 
use in the automotive industry and a 
variety of applications. 


The ring is made of spring steel and 
shaped like a bowed horseshoe. It can be 
had in sizes ranging from Y% to half an 
inch diameter, with larger sizes available 
for special uses. Waldes Kohinoor, Inc., 
47-16 Austel Place, Long Island City 1, 
N. Y. 


ail 


3-Way Gear Classifier Added 
To Checking Equipment Line 


This conveyor type, three-way gear 
classifier has been added to the auto- 
matic gear production line. It separates 
gears into acceptable, salvageable and 
non-salvageable categories. 

The model is designed for units that 
handle wide-face and cluster gears. Gears 
enter from the left on a continuous belt 
conveyor with the gear face perpendicular 
to the line of conveyance. Michigan Tool 
Co., 7171 E. MeNichols Rd., Detroit, Mich. 

* * + 


Anti-Rust Coating 


End-O-Rust is a zinc-rich resin vehicle 
coating offered by Industrial Craftsmen, 
Inc., 145 High St., Boston, Mass. Applied 
by brush, it bonds to any iron or steel 
surface, even a rusty one, that is dry and 
free of grease, according to the maker. 

* 


* * 





High-Frequency Vibration 
Used in Degreaser Operation 


The Vibro-Degreaser is a high-produc- 
tion machine in which, it is claimed, any 
combination of degreasing cleaning cycles 
may be incorporated. 

The unit is equipped with a conven- 
tional type hopper, into which the small 
parts to be cleaned are loaded. The parts 
are drawn from the hopper by an electro- 
magnetic vibratory feeder and carried 
into a pan at the bottom of the spiral 
elevator (right). Manufacturers Processing 
Co., 1360 Hilton Rd., Detroit 20, Mich. 

« * * 


Shaft-Mounted FHP Motor 
Announced by GE 


An enclosed fractional-horsepower mo- 
tor for shaft-mounted fans and blowers, 
weighing 50 percent less than previous 
models, has been announced by the gen- 
eral purpose component motor division of 
General Electric Co., Schenectady 5, N. Y. 

Its light weight is said to save assembly 
and handling expense and provide maxi- 
mum power in minimum space. It is de- 
signed for applications having moderate 
thrust and is available in one and two- 





speed single-phase models, and in single- 
speed polyphase models, with ratings up 
to one-half horsepower. 





Single-Station Molding Unit 
Turns Out 40 Shells an Hour 


This single-station shell molding ma- 
chine turns out 40 shells, 22 by 28 inches, 
per hour and is built for continuous, high- 
production operation. 

It is electrically driven, and timing for 
pattern pre-heat, dwell time and cure can 
be controlled from zero to 120 seconds. 
Mechanical Handling Systems, Inc., 4601 
Nancy, Detroit, Mich. 

* 





Nylon Liners Offered 
For Bearing Applications 


The manufacturer of Nylined bearings | 


for use where lubrication or wear are 
problems, now also offers the nylon liner 
| alone for those who wish to provide their 
own bearing housing. 

The liners are offered in two types, 
depending on lubrication requirements. 
Thomson Industries, Inc., Manhasset, N. Y. 

* * + 


Air Hose Valves 


A new line of industrial air hose valves 
has been announced by P-K Industries, 
Inc., 27 Porete Ave., North Arlington, N. 
J. The valve features a tight shutoff and 
freedom from maintenance problems since 
there are only two moving parts. 

ae ee 





Automatic Milling Reduces 


Production Time 80% 


The Duplomatic hydraulic copying and 
| tracing attachment permits automatic 
milling of three-dimensional complex con- 
tours in dies, patterns or molds on stand- 


| 





ard milling machines up to No. 3. 

Production time on intricate patterns 
has been reduced as much as 80 percent, 
according to the maker. The stylus, with 
micrometer adjustment, can follow up to 
90 degrees in a one-to-one ratio. Eight 
geared spindle speeds ranging from 290 
to 3,250 r.p.m. can be utilized from the 
independently driven spindle motor. S & 
S$ Machinery Co., 140 Fifty-third St., 
Brooklyn, N. Y. 
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Machine Classifies, Gauges 
2 Engine Blocks a Minute 


The Precisionaire is an automotive 
cylinder bore gauging and classifying 
machine which simultaneously gauges and 
classifies bore diameters in a six-cylinder 
block, inspects out-of-roundness and 
stamps the classification on the block. 
Bores are divided into 10 classes with oa 
.0003 difference between each class. 

Six air spindles are motorized for 
rapid travel into and out of the block. 
Sheffield Corp., Springfield & Thomas Sts., 
Dayton 1, O. 





Flexible Coupling Has 


Overrunning Feature 


This clutch-coupling unit is designed 
for applications where overrunning fea- 
tures are required in conjunction with o 
flexible coupling. 


Available are two types, one for low- 
speed overrunning applications, the other 
for high-speed conditions. Formsprag Co., 

23601 Hoover Rd., Van Dyke, Mich. 
is 2 





Hood Washer Removes 
Sludge After Sanding 


This automotive hood washing machine 
removes sludge from the surface after the 
wet sanding operation during manufac- 
ture. It operates without an attendant. 


The cylinder brush is counterweighted, 
causing the brush to rise and fall with 
the contour of the hood. Fuller Brush Co., 
Machine Division, 3586 Main St., Hart- 
ford 2, Conn. 








Mefallizing Gun 


For Fine Coating 


The Turbo-Jet metallizing gun is de 
signed for an extremely fine, dense coat 
ing using wire from 20 gauge to three 
sixteenths of an inch diameter from the 
highest melting point molybdenum to the 
lowest melting point wires. It can be used 
on both hard and soft metals. 


The gun has a magnetic controlled 
governor which gives turbine power using 
60 psi air with a wire speed range from 
2% inches per minute up to 20 feet 
Metallizing Co. of America, 3520 W 
Carroll Ave., Chicago 24, Ill. 
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Low-Priced ’55s May Lead in Style. . . 


Enter Era of ‘Classless’ Car . 


«Continued from Page 25) 


ers must base their long-range suc- 
cess firmly on solid strength in the 
mass - volume “bread - and - butter” 
lines. 
* * * 
RANSLATION of this funda- 
mental idea into specifications 
of the 1955 products has led to dis- 
appearance of obvious visual iden- 
tification of any car as “low- 
priced.” Appearancewise, next 
year’s high-volume cars can move 
without apology in any company. 

From the standpoint of per- 
formance, handling qualities, au- 
tomatic devices and interior ap- 
pointments, the least costly cars 
manufactured by each firm sur- 
pass More expensive models of 
the recent past. 

Even the industry’s severest crit- 
ics will have to concede that the 
1955 cars are a product of the vast 
surge of progress arising from 
great advances in all major phases 
of the automobile business. 

Nevertheless, there are credible 
sources who claim to see pools of 
stagnation, and even minor areas 
of regression, in the overall wave 
of development. 

* * 


— will make serious charges 
that neither the chassis, sus- 
pension nor brake system has kept 
up with the major gains in engine 
design and power. 

Other well-informed and reli- 
able people may make adverse 
comment on horns or door 
latches—or say that better spring 
quality should be provided be- 
neath the spectacular new eye- 
catching seat-trim materials. 

It may even be said that the de- 
termined drive to cut costs has 
“cheapened” the product by cutting 
corners in areas where the com- 
promise is not seen or felt by the | 
car owner. 

Or that the traditional role of 
the industry supplier is threatened | 
because the strong buyers’ market | 
in cars is forcing a strong buyers’ 
market in relationships between 
the manufacturer and his thou- 
sands of suppliers. 

* * * 

SSUMING that such criticisms 

are not motivated by some 
form of self-interest, they most 
often are voiced by people with in- 
sufficient behind-the-scenes knowl- 
edge or perspective to understand 
how and why design, manufactur- 
ing and purchasing decisions are 
made. 

American businessmen are firm 
believers in the free-enterprise 
system, and most of-them agree 
that such a system works best in 
satisfying a competitive market 
—with the familiar result of in- 
creased productivity, improved 
quality and lowered costs. 

As one automotive executive puts 
it, “To give increasingly better 
values, the car manufacturer must 
become increasingly cost-conscious. | 
And that cost-consciousness must 
extend in scope right from the 
dealer to the manufacturer to sup- 
plier and to those who supply him, 
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Shot Peening— 


U. S. Axle Co., Inc., has installed a 
shot peening machine in its Pottstown 
(Pa.) plant to process axle shafts. Shot 
peening consists of propelling millions of 
tiny steel shot against the surfaces of the 
shaft, with each shot stretching the sur- 
face radially. 


and so on right down the line.” 
* * * 

PraRUrts of the present underly- 

ing philosophy described as 
“giving more car for the same 
money” are attained by steadily 
evolving automobiles which repre- 
sent the sum total of progress in 
all phases of the business. 

In the original conception of 
each new model, and in detail de- 
sign of its thousands of parts, 
orders are to improve perform- 
ance, enhance salability and hold 
to minimum cost. 

In manufacturing operations, it 
is self-evident that cost economies 
that mean anything in the long 





Inductotherm Corp. Formed 


GLENOLDEN, Pa.—Inducto- 
therm Corp. has been formed here 
to engineer, manufacture and sell 
induction melting and heating 
equipment. Henry M. Rowan and 
Paul F. Foley are principal officers 
of the company, located at 620 E. 
Glenolden Ave. 





haul are obtained through more 
efficient techniques and processes 
that actually assure reduced unit 
cost—not through suicidal super- 
ficial acts of price cutting. 

* * * 

N THE final analysis, individual 

design decisions are made with 
consideration of their relationship 
to other engineering or manufac- 
turing decisions on the same car— 
and the desirability of maintaining 
proper balance between similar 
parts in other models produced by 
the same organization. 

In other words, you don’t just 
ask yourself, “Can I spend an- 
other dollar to put a better seat 
in next year’s car?” You must 
choose between putting in an- 
other dollar’s worth of seat, or a 
more luxurious carpet on the 
floor. 

And, at the same time, you have 
to make sure that neither the seat 
nor the carpet finally chosen for 
the lowest-priced product are supe- 
rior to those selected for the next- 
higher-priced car in your line. 
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WE MATCH ROLLERS IN EACH BEARING to almost micro- 
scopic limits. Grinding and honing rollers to extremely close toler- 
ances isn’t enough. This machine sorts them into even more precise 
sub-sizes. Result: all the rollers in each bearing are the same size, each 
roller carries the same load. This assures quieter operation. longer 
life. It’s just one more step we take to make sure Timken® bearings 
are the most accurate parts for your car’s vital zone—the moving parts. 





Automatic Overhead Sand Handling— 


Superior Brass Works, Inc., Detroit, producer of cast bronze castings for industrial 
and automotive bushings, has installed an automatic overhead sand handling system 
for its bronze foundry. It has mechanized facilities for six molders. The economies 
resulting from the installation are lower direct and indirect labor costs, less machin- 
ing stock required on castings and greater productive capacity. 


THE NUMBER 15245 on the bearing cup together 
with 15123 on the cone means it’s a tapered roller 
bearing of a certain size commonly used in front 
wheels. But, when it’s next to the trade-mark 
“Timken®” it has another important meaning: it 
tells of the bearing’s fine quality and the services 
that go with it. 
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TO GUARANTEE THE HIGH QUALITY of the steel 
used in Timken bearings, we make our own. We’re the 
only bearing manufacturer in the U.S. A. that does. And, 
though it’s the finest bearing steel ever developed, we're 
always looking for ways to improve it. For instance, we use 
this X-ray diffraction unit to study the residual stresses 
present in heat-treated steel parts. 








OUR ENGINEERS WORK TO SOLVE YOUR PROB.- 
LEMS. We get valuable data from this rear axle oscillat- 
ing test. which runs bearings under abnormal load con- 
ditions. For value, always specify “Timken” along with the 
bearing number. And for full value, always use a Timken 
bearing cup with a Timken bearing cone. The Timken 
Roller Bearing Company, Canton 6, Ohio. Canadian 
plant: St. Thomas, Ontario. Cable: “Timrosco”. 


TIMKEN is number 1 for VALUE where value counts most...in the vital zone 
NOT JUST A BALL oO NOT JUST A ROLLER CD THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL o AND THRUST -O- LOADS OR ANY COMBINATION HL 
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Auto News 





By Stuart Griffin 

Special Correspondent 

KYO.—(UTPS)—Japan’s vehi- 

cle exports plummeted about 

50 percent during the first half of 

1954, compared with the first six 

months of 1953, according to the 

Automobile Export Promotion 
Assn. of Japan. 

Total vehicle shipments in 

1954’s first half were valued at 


GE’s Giant Motors 


Going to McLouth 


SCHENECTADY, N. Y.—General 
Electric Co. has announced that by 
the end of 1955 it will have sup- 
plied more than $4 million worth 
of electrical equipment for Mc- 
Louth Steel Corp.’s new cold-strip 
mill expansion at Gibraltar, Mich. 

Main-drive motors for the tan- 
dem mill will total 19,700 horse- 
power, the third-highest-powered 
such equipment in the world. 


Oldsmobile's Grand Central Station— 


Nickname for this busy point, where several conveyor lines converge in Oldsmo- 
bile'’s Saginaw St. plant in Lansing, is “Grand Central Station.” Bumpers are transfer- 
red on the automatic power-and-free conveyor system, with 2,500 bumper bars being 
hendled at one time. The bumper bar goes through 37 plating tanks for coats of 
copper, nickel and chrome. 


Vehicle Exports Dive 50 Pct. in First Half; 
Tire and Battery Output Up 
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from Japan 


about $1,555,000. In the first six 
months of 1953 this figure was 
more than $3 million. 

Shipments consisted of 248 
trucks valued at $661,000, 117 buses 
worth $424,000 and 49 dump trucks 
and fire engines valued at $203,000. 

Chief destinations were Oki- 
nawa, $222,000; Formosa, $427,000; 
South Korea, $101,000; Thailand, 
$315,000; Iraq, $9,000; Brazil, $324,- 
000; Turkey, $146,000, and Burma 
$10,000. 


* * * 


| Tire Output Rises 


RODUCTION of tires and bat- 
teries, perhaps the most im- 
portant auto replacement parts 
made in Japan, is rapidly increas- 
ing. Output of batteries has risen 
45,000 units a month and the pro- 
duction of tires has been boosted 
to 200,000 units monthly. 
Japanese battery makers have 
made great strides in improving 
pole plates, said to be one of the 
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Under the hood of the sensational Cutlass .. . 
Oldsmobile’s experimental ‘‘dreamline” 
Sports coupe... is the most powerful 
“Rocket” engine ever built. To help deliver 
its flashing power, Oldsmobile chose the 
famous 4-Jet Rochester Carburetor— 
ready today, yet in the class of the Cutlass 
because it was engineered for tomorrow. 
Look for Rochester Carburetors on more 
and more of America’s leading cars! 





OLDSMOBILE Cilla 


with 250-hp advanced 
“Rocket” engine and 
9-to-1 compression ratio. 
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ROCHESTER 


ROCHESTER, N.Y., U.S.A. 


ALSO MANUFACTURERS OF ROCHESTER CIGAR LIGHTERS ANDO 


PRODUCTS bivision oF GENERAL MOTORS 





key factors in the quality of a 
battery. As a result of this in- 
provement, Japanese firms are now 
receiving battery orders from 
South and Central America, souti- 
eastern Asia and Europe. 
Expansion of Japanese batter, 
exports has been blocked by the 
wild fluctuation in lead price«. 

But the lead domestic pric« 
structure was stabilized materi- 
ally last year by the importation 
of a large quantity of the ma- 
terial. 

The production of vehicle tires 
and tubes has increased consider- 
ably due to the hiked output of 
domestic cars, trucks and buses, 
as well as orders from the Japa- 
nese Government. 

Tire makers are endeavoring to 
acquire high quality rubber and 
carbon, on which tire quality de- 
pends. They also are experiment- 
ing with larger tires for the larger 
vehicles now being made. 

Tire and tubes are being shipped 
to Korea, Thailand, Okinawa, For- 
mosa, Africa, South America and 
the Middle East. At least 10,000 
tires and 20 tons of tubes have 
been exported monthly from Japan 
during the first eight months of 
1954. 


X-Ray Microscope 
Developed by GE 


SCHENECTADY, N. Y.—Genera! 
| Electric Co. has developed an in- 
|strument which will allow scien- 
| tists to magnify and X-ray objects 
| Smaller than the human eye can 
| see. 

The X-ray Microscope magnifies 
up to 1,500 diameters and permits 
|the study of grain structure of 
| metals. 

The principal feature of the in- 
|strument is an electro-static lens 
| system that provides an X-ray 
|Source 300 times smaller than a 
| human hair, GE said. 


Machine 


(Continued from Page 25) 


| tation is reversed by pressure from 
an air cylinder. 

The use of V-belt work spindle 
drive, instead of roller chains, is 


-|another engineering innovation 





GM STEEL TUBING 


| contributing to high-speed produc- 
| tion and minimum cost per part 
| produced, according to designers 
|of the new machine. 

Stock feeding is accomplished 
through low-pressure air cylinders. 
with bar stock up to %-inch diam- 
eter and 2%-inch length being 
handled on the standard feeding 
arrangement. Turning lengths up 
to six inches are obtainable with 
special large cams. 

The company’s engineers state 
that unusual turning length capac- 
ity is made possible through a tur- 
ret slide unit that includes the lead 
cam and drive. The turret unit is 
mounted horizontally, and _ slides 
along the machine base. When po- 
sitioned away from the work 
spindle, turret tools can machine 
' six-inch work pieces without crowd- 
ing the tools or requiring cam 
modification. . 





Screwmatic 750— 


In design of this new automatic, single 
spindle screw machine, facilities wer: 
provided for mounting all commonly usec 
attachments. Tool accessibility and fre: 
chip flow are said to be maintained 
regardiess of equipment installed. 
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Turnings eon ¥ John T. Benedict 
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overall sales strategy. Proponents 
of this idea point to the amazing 
coincidence in timing of the Ford 
Thunderbird announcement to hit 
just prior to public debut of the 
1955 Chevrolet line. 

We've apparently come a long 
way from the simple days when a 
bright-red convertible was used to 
pull people into the showroom so 
you could sell them the black four- 


door sedan. 
* * * 


Ready Product Reference 


In Permanent Displays 

HE “product display room” at 

American Metal Products Co., 
in my opinion, is an idea well worth 
passing along to 
supplier compa- 
nies which have 
neglected to set- 
up a well-organ- 
ized, permanent 
exhibit of théir 
entire product 
line. 

When experi- 
mental engineer 
Fred Matthaei jr., 
wanted to brief 
me on the histor- 
ical evolution of automobile seating 
insofar as it concerned his com- 
pany’s history, he simply took me 
to this room and showed me sam- 
ples of typical American Metal 
Products’ seat assemblies from the 
original design right through to 
current models. 

Torque tubes, axle housings, seat 
adjusters and other products, past 
and present, are arranged in this 
orderly display. Naturally, the 
longer you wait to begin such a 
collection, the more difficult it is to 
get started. But once under way, 
the room can be kept up-to-date 
with little attention. 

* * * 


Ford Defines Specs 


For Thunderbird 


pea portions of the Thun- 
derbird specifications were 
somewhat surprising to a number 
of body engineers 
who gathered at 
the Rackham 
Bidg., Detroit, re- 
cently to hear 
Ford executive 
engineer Bill 
Burnett’s detailed 
technical descripr 
tion of the new 
car. 

Steering ratio 
of 20 to 1, and 
turning circle of 
about 36% feet were unexpectedly 





Fred Matthael jr. 


high—until Burnett pointed out) 


that an original design objective 
was a car that would be “fun to 
drive,” while being operable safely 
on normal reflexes built up by aver- 
age drivers of American cars. 
“Racing car” characteristics re- 
quiring special driving skills were 


not sought in the Thunderbird, he | 


said. Burnett summed up goals of 

the development program as, 

highly styled, comfortable - riding 

personal car matching Jaguar per- 

formance levels and making maxi- 

mum use of standard Ford parts.” 
a . = 


Crankshafts Made 
By Cast-Steel Process 


F PACKARD’S rumored use of a | 


cast-steel crankshaft in its 1955 
V-8 proves to be true, you can bet 
that the development will be close- 
ly watched by engine designers and 
foundrymen. 


In simple terms, the shell-molded | 


(“D” process) cast-steel crankshaft 
holds promise of approaching the 
strength characteristics of forged 
steel, at a substantial saving in 
cost. Machining requirements are 
practically eliminated, since the 
part is cast to close tolerances in 
size and surface finish. 

In recent years, cost considera- 
tions have led some engine de- 
sign groups to use various types 
of cast-iron crankshafts instead 
ef the original forged steel. Other 
companies, such as Chrysler Corp. 
(and possibly Chevrolet in 1955), 
have made a wholesale conver- 





~ j 








sion from drop-forged to press- 
forged crankshafts, 

Now, the development of success- 
ful cast-steel techniques is expect- 
ed to make available another proc- 
ess for producing crankshafts with 
strength characteristics to satisfy 
the dual trends toward increased 
compression ratios and ever-higher 
rpm in latest engine design. (One 
of the new 1955 engines, for exam- 
ple, is said to develop peak rated 
horsepower at 4600 rpm.) 

The upward trends in such fac- 
tors as cylinder explosion pressures 
and piston speeds have had their 
effects on bearing loads and other 
forces sustained by the crankshaft. 
Area requirements for main and 
rod bearings, plus limitations on 
cheek thickness impose definite 
minimum limitations on crankshaft 
length. . 

Overall engine size and design 
requirements of the newV-8s have 





posed serious challenges to metal- 
lurgists and foundrymen. If steel 
casting techniques succeed in 
measuring up to the severe speci- 
fications for crankshafts, it would 
seem that a whole new field of ap- 
plication may be opened by critical 
review of existing forged steel 
parts. 


* * * 


V-8 Engine Battle 
Postponed Until °56? 


N THE low-priced field, the full-4 


scale V-8 engine sales battle ex- 
pected in 1955 may be put off till 
1956, if our latest information on 
Plymouth and Chevrolet production 
plans is proved correct. 


While it’s apparently true that 
all three makes will offer a choice 
of six or eight cylinder engines, 
Ford is said to be gearing up pro- 
ductionwise for an all-out V-8 sales 
effort at a time when neither of its 
two principal competitors will be 
able to build enough V-8 engines to 
satisfy 100 percent of their expect- 
ed production requirements. 


Any engine-type percentage es- 
timates are dependent, of course, 
upon the total sales figures. Com- 
monly accepted ranges are: 15 to 


25 percent V-8 engine capacity | 


trucks, buses and 


for Chevrolet; and 55 to 65 per- 
cent for Plymouth (if it has a 
good sales year). Chevrolet of- 
cials challenge the accuracy of 
these figures. They assert that 
Chevrolet can “build as many 
V-8’s as the public wants.” 

The effect of fleet purchases is 
one aspect generally overlooked by 
outsiders who comment on such 
| Statistics. Since large fleet buyers 
tend to prefer the lower-first cost 
and operating economy of six- 





cylinder engines, they ease the V-8 
production requirements to some 
extent. At Plymouth, for instance, 
it’s believed that taxi cab compa- 
nies and other large fleet buyers 
will continue to prefer the six- 
cylinder engine in 1955. 


* * * 


Radiators Start 


Forward Swing 


ECENT disclosure that “low- 

silhouette” styling considera- 
tions had prompted Ford engineers 
to tilt the Thunderbird radiator 10 
degrees forward may presage the 
beginning of a trend that ultimately 
will rotate the radiator to a hori- 
| zontal position in the car. 


Stylists chafe under design limi- 
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tations imposed by the need for 
mounting radiators in a forward- 
vertical position. They often ask, 
“When are we going to be able to 
do something else with the radia- 
tor?” Some engineers predict that, 
if liquid-cooled engines remain in 
vogue, radiators eventually may be 
located underneath the car body. 


* * * 





Jet Sled— 


| Jet-powered supersonic sled was 
dreamed up by Ford engineering staff's 
advanced styling section, just for the men- 
| tal exercise. A two-section radiator is 





| visualized as an part of the 
bumper design. 


integral 










requirements 


tractors. 


for engine capacities from 
135 to 600 Ibs.-ft. torque 


single or double plate 


plate sizes from 9 to 17 inches 


eee for heavy-duty clutch 











Insistence upon the -finest quality has been an inflexible practice at the 
Long Manufacturing Division for over 50 years. Long quality is proven 
with the millions of Long Clutches being road tested every day on cars, 


LONG MANUFACTURING DIVISION - BORG-WARNER CORPORATION 


Detroit 12, Michigan, and Windsor, Ontario 


CLUTCHES > 


RADIATORS * TORQUE CONVERTERS - OIL COOLERS 
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Thundanhitnal 


The car: Ford’s beautiful new Thunderbird, 
the first to combine the high style and high perform- 
ance of a sports car with the comfort and convenience 
features the American public expects of an automobile. 


It has an all-steel body . . . a removable glass-fibre 
hard top and a smart convertible fabric top. Windows 
roll up. There’s an extra-wide, foam-rubber-cushioned 
seat, power operated ...a telescopic steering wheel. 


IMPORTANT NEW KIND OF CAR 


Again Ford is First! 


This time, with an entirely new kind of car, meeting the 
demands of today’s newest market— 


And, for those who like the most modern of power 
assists, there’s power steering, brakes, and windows 
. .. Fordomatic and Overdrive. 


The market: people of taste and discrimina- 
tion who seek something new and different in per- 
sonal transportation . . . people who want sports 
car flair and ‘‘go,” without sacrifice of modern styling 
and engineering advances . . . people who appreciate 
the fun and satisfaction of driving a truly personal 
car of distinction. These people are finding just what 
they want ... but only in the incomparable Ford 
Thunderbird . . . and only at Ford Dealerships! 
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FOR AN IMPORTANT NEW MARKET 


Another reason why... 
IT’S GREAT TO BE A FORD DEALER 





FORD Division Oo f FORD MOTOR COMPAN Y 
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Transmission Design Still Unresolved .. . 


(Continued from Page 25) 
matic transmission that meets the 


such automatic devices are neces- 
sarily responsive. 


requirements of cars may be un- ao ee 
suitable for heavy trucks—simply 
because in varying types of service 
the ratio required is not always de- 
pendent solely upon speed and 
torque requirements — to which 


Converter Advantages 

_ main advantage of the 
torque converter is its wide 

range of variable ratio, which en- 

ables it to vary speed and torque 
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For Fabricating, Fastening, and 
Assembling Metal Parts... Mid- 
land Welding Nutsare the Answer! 





No matter what your product— 
whether big or small—if there’s metal 
fabricating, fastening, or assembling 
involved, chances are you can use 
Midland Welding Nuts to big advantage. 

Now relied on by manufacturers the 
world over—and specified universally 
by product designers—Midland Weld- 
ing Nuts will lower your assembly costs 
and speed up operations all along the 
line for you. 


Write or phone for 
complete information. 
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Truck Automatics: Pro and Con 


ratios gradually while under load. 
This permits vehicles to accelerate 
under conditions where conven- 
tional gear shifting is difficult. 

The torque converter is an ex- 
cellent smooth - starting device, 
that automatically dampens tor- 
sional vibrations in a fluid cush- 
ion. This shockless delivery of 
power is said to increase engine, 
differential, axle, shaft and gear 
life. 

The torque converter, however, 
can not as yet compete with gears 
for continuous steady operation. Its 
disadvantages include high first 
cost, which may in part reflect the 
price of necessary added features 
such as a multiple-speed automatic 
gear transmission behind the con- 
verter. 

Increased weight and higher fuel 
consumption are other torque con- 
verter disadvantages that must be 
considered in specific applications. 

It’s true that a truck driver’s job 
would be made a lot easier with a 
good converter transmission de- 
sign. And, where an operator is 
experiencing high engine and drive- 
line maintenance costs, the torque 
converter transmission probably 
would help reduce them. 

But, until a torque-converter au- 
tomatic transmission is designed 
specifically for medium and heavy- 
duty highway trucks, no one can 
say what initial cost and weight 
could be. And only experience in 
actual service will tell whether it 
would offer savings in overall 
maintenance costs. 

+. * * 
R M. SCHAEFER, manager of 

* the transmission engineering 
department of GM’s Allison divi- 
sion, says: “Transmission develop- 
ments are based primarily upon the 
application requirements of the 
various vehicles. The expected per- 
formance of the vehicle: Delivery 
trucks with city and suburban 
service and highway trucks with 
long-range hauling requirements 
dictate the type of transmission to 
be applied to each.” 

Schaefer points out that, for 
all practical purposes, the poten- 
tial ability of any vehicle may 
be rated by the power-weight ra- 
tio. His recent survey of com- 
mercial vehicles shows average 
figures of 13 horsepower per ton 
for delivery trucks, and 7 h.p./ 
ton for highway trucks. 

In delivery trucks (% to 2 tons), 
with their city driving and country 
operation, the power-weight ratio 
usually is sufficiently high to re- 
quire only three or four transmis- 
sion speed ranges to satisfy the re- 
quirements for this type of truck 
service. 

On highway trucks, however, 
Schaefer’s compilation shows that 
the power-weight ratio generally 
was low enough to make the trans- 
mission a very important compo- 
nent in considering the operating 
requirements. Transmission ranges 
were found to vary from five to 12 
successive steps, depending on the 
vehicle weight and engine size. 

The low power-weight ratio cre- 
ates the necessity for numerous 
gear ratios, not only to handle the 
variety of grades encountered in 
cross-country hauling, but to make 
available maximum horsepower at 
practically all vehicle speeds. 


x * * 


| Close Ratio Steps 


TH the trend toward greater 

utilization of the available 
horsepower by using closer steps 
and increased number of transmis- 
sion gear ratios, Schaefer says it 
has become more and more difficult 
for the driver to select the right 
gear at the right time to take ad- 
vantage of the full engine power. 


As the gear changes increase, 
the shifting operation becomes 
burdensome to such a degree that 
it is difficult to keep in the ideal 
drive ratio, even for an experi- 
enced driver. And, as a result, 
there is a loss in performance and 
economy. Also, without skilled 
drivers, the chances for damaged 
and abused drive-line compo- 
nents are said to be increased. 
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“I think it best to work up a 
slogan, then design the car to 
fit it!” 





(1) keep maximum power availa- 
bility at all times—with closer 
spaced gear ratios; and (2) protect 
engine and vehicle from inexperi- 
enced drivers by providing auto- 
maticity. 

In a technical paper discussing 
the effect of trends to high-r.p.m. 
V-8 truck engines, W. P. Mitchell, 
chief development engineer of the 
Spicer Mfg. division of Dana Corp., 
predicted that future high-speed 
engines are going to affect the 
physical makeup and speed ratios 
of transmissions. 

Mitchell said that designs now 
under study indicate that transmis- 
sion ratios will give “not less than 
seven or eight usable speeds.” He 
also expects to see ratio steps 
closed up or gathered near the high 
end, if shifting and gear pattern 
permit, or more steps provided for 
equal performance. Ratio steps 
may be wider at the low end. 

Transmission range will be re- 
duced only if increased horsepower 
is available, according to Mitchell. 
It also was noted that gear stéps 
must follow the same pattern, even 
if a torque converter or fluid drive 
is used. 

* * * 
ly ANOTHER Society of Automo- 
tive Engineer’s technical paper 

(“Gear Jammers — Three Hands 
Cowboy”), Julius Gaussion, presi- 
dent, Silver Eagle Co., presents the 
fleet operator’s view. 

He says that what the trucking 
industry needs is transmissions 
that take fullest advantage of 
the engine’s power and don’t re- 
quire three hands for shifting. 

Gaussion listed a number of re- 
quirements in which he said most 
current transmissions are lacking 
for efficient transfer of horsepower 
with the proper torque ratio for 
moving loads. Among these points 
were: Selective gear ratio available 
with minimum effort and lost time 
between shifts, and simple selec- 
tion and determination of the next 
higher, or lower ratio. 

Other deficiencies cited by Gaus- 
sion were: Lack of. uniform gear 
increments. Ratios not close 
enough to prevent “lugging” or 
overspeeding the engine. Ratios not 
spaced far enough apart to provide 
a@ practical gain for each gear 
change. Insufficient overall gear re- 


| duction to provide torque up to the 


maximum of the truck’s tractive 
ability. Minimum gear reduction 
fails to permit desired top speed. 

* 


* * 


Driver Control 


HE amount of control retained 
by the driver is another basic 
point of dispute in this most con- 
troversial of truck engineering sub- 
jects. One prominent designer 
stated flatly that fully automatic 
shifting is not feasible (for heavy- 
duty highway equipment) in cur- 
rent practice, because of perform- 
ance, cost and service limitations. 
Furthermore, according to this 
engineer, automaticity takes con- 
trol away from the driver. His 
idea of an objective for truck 
transmission design is to provide 
a unit that will be easily under 
the driver’s control at all times— 
but one which may be operated 
with a minimum of skill. He also 
emphasizes the importance of 
rugged design and ease of main- 
tenance. 
Serviceability is so important to 
fleet operators that they sometimes 
state their requirements this way: 


Schaefer cites two basic princi-|“Give us a transmission that will 
ples that appear to be guiding de-|fully meet our varied operating 
signers in present-day truck trans-| conditions; be easy for the driver 


mission development. These are: 


to control, and look just like a con- | 














ventional transmission (familia: 
with service techniques).” 

Where engine power is transmit 
ted by automatically shifted gears 
this definition would seem to ca! 
for an over-riding control that per 
mits the driver to dispense wit. 
the automatic feature at any time 
and manually set up the gear rati: 
he wants. 

Many engineers and operators 
say that such an over-ride provi 
sion is needed to allow the driver 
to take over and anticipate chang- 
ing conditions such as approaching 
down-grades, cross-roads and traf 
fic. 

The standard comment is that 
the automatic device cannot react 
until the truck is in the new situa- 
tion—whereas the driver would like 
to look ahead and anticipate his 
transmission requirements in cer- 
tain situations. 

* * * 


Driver Control 


T BORG-WARNER CORP., for 

example, Dave Sicklesteel, gen- 
eral manager of the products de- 
velopment laboratory, says that in 
all their experimental units, they 
give the truck driver complete con- 
trol with a selector lever that en- 
ables him to select range of auto- 
matic operation desired—or even 
to dispense with automaticity when 
he wishes. 

This basic principle was said 
to carry through the Borg-War- 
ner’s present extensive develop- 
ment program, which entails 
tests of all possible types of au- 
tomatic transmissions. 

In contrast, other engineers 
strongly favor the automatic shift. 
They say that, with a properly de- 
signed transmission, the driver has 
no business using an over-riding 
control (with the exception of 
downhill braking). It is claimed 
that the driver goes to a lot of 
trouble, and gains nothing—if the 
transmission is properly matched 
to engine characteristics and ve- 
hicle service requirements. 

At the General Motors Technical 
Center, Oliver Kelley, transmission 
engineer, summarizes his design 
approach by say- 
ing, “You start 
with the engine, 
and then find out 


ice the truck is 
intended for.” 
The engine’s 
power character- 
istics determine 
how large ratio 
steps can be tak- 
en without en- 
countering unde- 
sirable “hunting” of the transmis- 
sion on steep, uniform grades. 

Like most transmission design- 
ers, Kelley recognizes the need for 
keeping the engine operating near 
peak horsepower regardless of gear 
ratio. In figuring ratio steps, his 
basic criteria include a specifica- 
tion of no more than about 9 per- 
cent horsepower loss and 25 per- 
cent r.p.m. loss in the shift. 

For diesel engines, with their 
relatively low engine speed and 
steep power curve slope, this rule- 
of-thumb gives ratio steps of about 
1.25 to 1. Gasoline engines, with 
power curves rising at a slower 
rate and peaking at higher r.p.m.. 
can take steps of about 1.65 to 1. 

Extremes of truck service men- 
tioned by most engineers and oper- 


Oliver Kelley 


| ators are long-haul highway freight 
and stop-and-go city delivery (milk 


truck). Actually, some designers 
say that the classic case for pure 
torque converters (without any 
gear, except for reverse) is the 
city-service bus. 


In making fundamental design 
decisions, engineers may tend to 
prefer torque converters or geared 
units roughly in accordance with 
how strongly the intended service 
of their vehicle leans toward one 
extreme or the other. 

- - * 


Lock-Out Converter 


"PF SRovGHour the industry, 
there is virtually unanimous 
agreement that torque converters 
should be locked out to gain effi- 
ciency for sustained cruising opera- 
tion. In general, the torque con- 
verter is used to supplement gears, 
not replace them. Fluid couplings 
may be thought of as replacing 
friction clutches. 

The choice between converter 
and coupling is said by some en- 
gineers to depend on what gear- 

(Continued on Page 36, Col. 1) 


what type of serv- . 
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Ten years ago — on October 18, 1944 — 
John S. Knight assumed control of the Chicago 
Daily News. 


Unprecedented public acceptance of the news- 
paper followed — a dynamic decade that 
brought great circulation growth to the News 
and changed the entire story of Chicago news- 
paper circulation trends. 


Here are the facts. 


For the first nine months of 1954 the daily 
circulation of the News was 576,882—a gain 
of 153.373 over the first nine months of 1944. 

















The September, 1954, circulation average of 
the News was 580,481, daily, the highest 
September circulation in Daily News history. 


There are good reasons, of course, for these 
substantial gains. Conspicuous among these 
is journalistic independence, coupled with 
accurate, factual reporting and a challenging 
action in “investigating everything” on behalf 
of the welfare of citizens on all levels. 


Postwar circulation trends of all Chicago 
newspapers show conclusively that the only 
growing newspaper in Chicago is the Chicago 
Daily News. 
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Automatics: Pro and Con... 


Transmission Design 
Hot Topic in Trucks 


(Continued from Page 34) 


ing is provided behind the hy- 
draulic unit, and whether or not 
extremely high torque is needed 
for limited lengths of time. 

Kelley believes that automaticity 
potentially is of most practical ben- 
efit to the large fleet operator. Such 
an operator usually has a variety 
of engines and transmissions scat- 
tered through his fleet. 

As drivers shift from one rig to 
another, even the best men are un- 
likely to operate every type of 
truck at peak efficiency—and there 
always will be a percentage of less 
experienced drivers in every sys- 
tem. 

It is claimed that overall opera- 
tions will be more efficient, and 
driver training less of a problem 
for large fleet operators as the 
transmission becomes more auto- 
matic. 

As matters now stand, Kelley 


does not recommend complete au- 
tomaticity for the owner-driver op- 
eration. The driver doesn’t need it, 
because he becomes highly skilled 
at operating his manually shifted 
transmission through long famili- 
arity with the same vehicle. 
* * aa 


M.P.H. and M.P.G. 


7 truck operator is interested 
in two things—miles per hour 
and miles per gallon. It’s a battle 
of horsepower and torque against 
loads and schedules. Vehicle per- 
formance regulates the time for 
each trip, and efficiency determines 
operating economy. 

Since profit margins may be as 
small as one-half cent per trip 
mile, it is vital that any improve- 
ment in automaticity of trans- 
mission operation be gained with 


| 
| 
| 
| 
| 
| 


a minimum sacrifice of perform- 
ance and economy. 

In designing truck transmissions 
for the long-haul operation, the ap- 
proach advocated by Robert Burk- | 
halter, executive engineer of Dana 
Corp., is to make 
the torque con- 
verter as efficient 
as possible, then 
lock it out in the 
drive range. 

He favors the 
torque converter 
to give smooth 
starting and al- 
low engine speed 
to come up where 
high horsepower 
is available. Low- 
speed shifting is eliminated, be- 
cause the converter action alone 
enables the vehicle to attain a fair 
rate of speed. Burkhalter also be- 
lieves the torque converter is ideal- 
ly suited for city delivery service, 
but says that gears usually are 
needed to gain sufficient ratio 
range. 

When deciding what type of 
gears to place behind the torque 
converter, engineers recognize the 
problems of planetary gearsets in 
providing a variety of ratio ranges 
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Modern Design 
Harley Earl, Inc., Moves 


To New Home 


DETROIT. — Harley Earl, Inc., 
industrial-design firm, has moved 
from 9407 Chalmers to what it calls 
“the most modern design studios 
in the world” at 28820 Mound Rd. 
The building has 10,000 square feet 
of floor space. 

Harley Earl, General Motors 
styling vice-president, is president 
and founder of the firm. Other offi- 
cers are James G. Balmer, general 


manager; William H. Armstrong, 
director of design; Jerome C. Earl, 
secretary, and Robert F. Rich, 
treasurer. 


Because of Harley Earl's position 
with GM, the firm limits itself to 
non-automobile work. 


to suit service conditions ranging 
from level roads to hilly terrain. 
x * * 

OrE of its desirable characteris- 

tics is the ability to sustain the 
so-called “hot shift.” Simply stated, 
this means that the ratio change is 
accomplished without disconnect- 
ing the engine from the drive line. 


LUBRICATING 
EQUIPMENT’ 





“Our Lincoln floor cabinet 
Lubreels, positioned between 
four lifts, enable us to service 
four cars at a time. The 
time-saving features of 
Lincoln equipment make 
possible the kind of speedy 
service that brings customers 
back again and again. 


IT PAYS TO INSIST ON 




















“In our nine months with 
Lincoln Lubricating Equipment, 
we are continuously impressed 
by the way it has boosted 
our service volume.” 


LIN-504 





| ped, the shift may be accomplishex 
rapidly, with little loss of speed or 
steep grades. 

An added complication arises 
from the need for individual 
clutch action for each planetary 
gear ratio. To save space, this 
usually takes the form of a mul- 
tiple-disec, planetary clutch with 
individual control mechanisms. 

In setting down the transmissio: 
specifications to meet heavy dut; 
truck operating conditions, it 
generally agreed that an overal! 
ratio range of 10 or 12 to 1 is re- 
quired. This means the minimum 
total range is from direct drive to 
a reduction of about 10 to 1. 

Some engineers say the value of 
a torque converter is directly pro- 
portional to the number of stops 
made. In multistart operations, a 
torque converter followed by a 
clutch and geared transmission 
with enough ratios makes it pos- 
sible to start the vehicle and ma- 
neuver in traffic with a minimum 
of driver effort. 

One of the effects of gains from 
the more powerful engines and 
transmissions with greater flexibili- 
ty and total ratio coverage is to 
enable the trucks to move along 
better with the normal flow of traf- 
fic. This goal, however, still is a 
long way from realization for the 
case of a heavily loaded truck on 
a steep downgrade. 

The problem here is to allow the 
vehicle to operate at desired down- 
| hill speeds without overspeeding 
the engine. Many companies are 
|experimenting with hydraulic and 
electrical power absorption devices 
to handle the energy released in 
down-hill braking. 

* * * 

| Converter Brake 

Dh prema CORP. reports a promis- 
ing outlook for its experimental 
“synchro-verter” transmission, 
| which provides hydrodynamic brak- 
|ing. Downhill hydrodynamic brak- 
ing is obtained when the vehicle is 
‘in lock-out drive by engaging the 
converter clutch. 

This permits the engine, which 
is being driven by the vehicle, to 
drive the converter pump, which 
in turn drives the turbine at a 

| racing or no-load condition. The 
energy required to drive the 
pump and turbine is the retard- 

| ing effort (which is in addition 
to engine braking). 

Hydrodynamic braking effort, in 
|the form of heat, is dissipated by 
the circulation of the converter 
fluid through the heat exchanger. 
The use of augmented hydrody- 
namic braking is said to allow 
heavily loaded trucks to descend 
steep grades in higher gear ratios 
| than normally possible. Further 
claims are for reduced wheel brake 
wear, protection of engine from 
| overspeeding, and safer contro] of 
| the vehicle by the driver. 


* * * 
|Power Takeoff Problem 


ees on another design and 
operational problem, — power 
| takeoff provisions on automatic 
| transmissions—are not quite so en- 
|couraging. Some people feel that 
|these difficulties are not getting 
| sufficient attention. Yet, power 
takeoffs should not be slighted— 
|for one survey shows that more 
|than one-third of trucks over 1%- 
|ton size have a power takeoff re- 
quirement at some phase of their 
| service life. 

With some automatic trans- 
| missions, the problem is to get a 
| “live” gear that is running when 
the vehicle is stationary. At pres- 
| ent, power takeoff provisions 
often are made on the auxiliary 
gearbox behind the automatic 
| transmissions. 


This raises problems in regard 
to pump speed, since it usually is 
desired to operate the pump at 
| about 1,000 r.p.m. Extra complexity 
is created by the need for a lock 
to prevent use of the power takeoff 
|with the transmission in “high” 
range—where pump r.p.m. might 
rise to 4,000 in some cases. 

Equipment designers would pre- 
fer to have power takeoff from the 
| main transmission, The closer they 
can get to the power source, the 
| better they like it. Their design 
and installation problems are sim- 
plified when they can govern p.t.o. 
directly by engine speed, instead of 
operating through a complicated 
arrangement of gearboxes. 
| Another difficulty is said to arise 
from the lack of a reverse gear on 
(Continued on Page 37, Col. 1) 





is 














i- 
to 
1g 
f- 


1€ 


le 
1- 
ig 
re 
id 
>S 
in 


- SS o 


—o | WN ew 1 OO he 


eS oe SS ee ee 


_ 





Transmission Design Still Uawesslvad win 
Truck Automatics: Pro and Con 


(Continued from Page 36) 
the auxiliary range-box. This often 
means that the p.t.o. pump has to 
be reversible, instead of running 
constantly in one direction, as when 
drive is from the counter-shaft or 
reverse idler on a main transmis- 
sion. 
a + * 

GOME truck equipment manufac- 
turers feel that plans for in- 
stallation of power-operated dump 
bodies, winches, tail gates, mixers, 
etc., should receive more attention 
in the design groups of truck man- 
ufacturers. 


One designer of power-driven 
equipment praised the truck 
manufacturer for “clearing” its 
own attachments to avoid inter- 
ferences and unnecessary com- 
plexity of installation, but he said 
that problems arising with field- 
installed optional equipment are 
not properly anticipated and 
solved. 

At another large truck equip- 
ment firm, the sales manager 
stated that, in his opinion, his com- 
pany often is left with problems 
that rightfully should have been 
solved at the inception of truck | 
design. 

He said that insufficient fore- 
sight on the part of the original 
truck manufacturer often forces 
designers of power takeoffs and 
power-operated equipment to de- 
vise “special” overly complicated 
installations, as well as imposing 
needless operating limitations on 
the equipment itself. 

Where power takeoff is provided 
in the transmission, some p.t.o. men 
also recommend standardization of 
such details as pitch and pressure 
angle of the gear. 

The total lack of power takeoff 
provisions on some automatic 
transmissions for light trucks was 
another criticism mentioned by a 
number of equipment designers. At 
present, a fan-belt drive is used on 
trucks of this type. 


* x * 


P.T.O. Secondary 


A§ MIGHT be expected, the typ- 
ical truck manufacturer de- 
fends his position by either ignor- 
ing or denying criticisms such as 
those mentioned above. A common 
attitude was that automotive trans- 
missions should not be used on 
trucks where the primary job of 
the transmission is something other 
than driving the vehicle. 
Since, in their view, the main | 
purpose of the transmission is to 
propel the truck, a p.t.o. provi- 
sion on the auxiliary is consider- 
ed entirely adequate to fulfill the 
secondary power takeoff function. 
One chief engineer said his com- 
pany has no plans for providing 
p.t.o. on “puddle jumpers” (as he 
calls light trucks), because of the 
small percentage of such trucks 
that ever require p.t.o. installations. 
On larger equipment, such as oil- 
field trucks, where power-operated 
devices are used frequently and for 
long periods of time, this engineer 
feels very strongly that “some other 
provision should be made” —to 
avoid using vehicle transmission 
p.t.o. for such an application. 
Perhaps nowhere else in truck 
transmission design can you get 
such divergent opinion, as many 
different ideas, or as strong argu- 








Ford to Expand 
Engineering Area | 

DEARBORN. — Construction will | 
Start this fall on a 156,800-square- | 
foot addition to the Ford engineer- | 
ing staff’s administration building 
here, Earle S. MacPherson, engi- | 
neering vice-president of Ford Mo- 
tor Co., announced last week. 

The new extension, to be occu- 
pied late next year, is part of a 
multimillion-dollar expansion pro- 
gram in the area. It will provide 
additional office and shop space 
and will change the building from 
its present L-shape into a large 
rectangle. 

The addition will be one story 
high and of brick construction in 
conformity with the older part of 
the building. 





ments, as you can when you dis- 
cuss transmission automaticity and 
power takeoff provisions. Here, on 
the major point of automatic oper- 
ation, and the secondary considera- 
tiion of p.t.o., it seems that every- 
body is an expert, and everybody 
feels free to outline his ideas. 

To this writer, the present state 
of affairs is a healthy situation 
that holds much latent promise for 
progress. Such widespread interest 
and activity is the best evidence of 
the search for the “one best way” 
to do every truck transmission job. 
The timing is right — since the 
status of truck automatic transmis- 
sions now compares roughly with 
that of such devices in cars about 
10 years ago—and the future di- 
rection of development is not yet 
clearly seen with any unanimity. 

* ° + 


What Lies Ahead? 


AT lies ahead in truck trans- 
mission developments? The 
trend very definitely appears to 
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| range. One experimental two-speed | 


point toward inclusion of some 
form of hydraulic device in the 
drive line. However, there is con- 
siderable disagreement on the 
question of how much automaticity 
should be built into the unit. 

It seems probable that, for a 
long time to come, there will be 
a place for torque converters, 
fluid couplings and various types 
of gearsets. Torque converter 
men are working from one end 
to expand fields of application by 
devising methods of raising effi- 
ciency and performance through 
the use of lock-up clutches and 
gears. 

Supporters of gear transmissions 
are trying to get automatic-shift 
devices that will enable them to 
take over more of the fields of serv- 
ice. The tendency is to add auxili- 
ary units back of automatically 
shifted gearboxes, to provide 
greater overall ratio range. 


At Fuller Mfg. Co., they are 
working along the lines of power- 
shifting through the whole load 


gearset is said to be capable of a 
smooth shift at 25 m.p.h., without 
using friction clutches or synchro- 
nizing devices. 

Another authority predicts that 
the power-shifted truck transmis- 
sion of the future will use double- 
pinion planetary gearsets with a 
control arrangement for getting 
two geared speed output. One of 
this engineer’s experimental proj- 
ects is a comparison of fluid cou- 
pling and four-speed gearset ver- 
sus a torque converter- and four- 
speed gearset combination. 

Results thus far show the torque 
converter unit performing well up 
30 percent grades and providing 
satisfactory downhill engine brak- 
ing. 

* * * 

CG project that promises ex- 

treme range of flexibility in 
heavy-duty service (300 pound-feet 
torque) is a five-speed fluid cou- 
pling with two sets of double plane- 
tary gears. Another is 4 torque con- 
verter unit with a four-speed gear 
unit and an auxiliary two or three- 
range device set mounted at the 
rear. 

Among some designers, there 
is a willingness to admit that 


they alone cannot set the speci- 

fications for a proper truck 

transmission. Basically, the oper- 
ating requirements must come 
from the user. 

But, regardless of the degree of 
automaticity ultimately provided, 
it seems likely that the “driver will 
drive the transmission, and not 
vice versa.” The consensus is that 
the driver will have controls to 
select the arrangement wanted at 
any particular time. And-he will be 
able to shift down at any point 
without damage to transmission 
gearing. 

Sin¢e the main need is to relieve 
the driver of numerous gear shifts 
needed to get under way, engineers 
at one company look for a form of 
pre-selection to be introduced in 
future designs. This would enable 
the driver to pre-select a ratio, 
then, from a standing start, the 
transmission would automatically 
move through the shift pattern to 
that point. 

A similar principle was men- 
tioned by another designer who 
stated that for a six-speed gearbox 
behind either type of hydraulic de- 
vice (converter or coupling), only 
the top four gears would be auto- 
matically shifted. 





Here’s the Remarkable 


New Motor Oil 
that in Effect 


ADDS 





OCTANES 





GASOLINE 


The Best Lubricant for 


Any Car, New or Old—in Extreme 
Heat or Sub-Zero Cold—Adds 
Years to Engine Life! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption —increased miles per gallon up to 23% 
—over results obtained with conventional high-quality SAE 20 motor oil. 





Boosts Gas Mileage to 23%" 


Never before has a motor oil demonstrated so many 
protective properties. New Mobiloil Special cleaned up 
engines of all ages—kept them clean as no other oil 
ever has before. It relieved engine knock, pre-ignition 
“ping” and spark plug misfiring. It reduced corrosive 
and mechanical wear to practically zero. 


Customers are reading about New Mobiloil Special 
right now—in national magazines — Life and Saturday 


Evening Post —coast-to-coast! 


For more satisfied owners...more service department 
gross profit—make it New Mobiloil Special! 


Mobiloil Special — Under AP! Classification, recommended “For Services ML, MM, MS, DG.” 


Best For Every Car You Sell—Every Car You Service! 





SOCONY-VACUUM Olt COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 














FOR CLEAR WINDSHIELD — A new 
counter display offers a bottle of Trico 
windshield washer solvent free with each 
purchase of a Trico Arctic Blade, which 
cannot become snow-clogged, according 
to the maker. The solvent prevents washer 
jar breakage due to freezing. Trico Prod- 
ucts Corp., Trico Bidg., Buffalo, N. Y. 
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RACING STACK—This carburetor veloc- 
ity racing stack, made of polished alumi- 
num, is an addition to the racing inven- 
tory of. Bell Auto Parts, Inc., 3633 E. Gage 
Ave., Bell 99, Calif. 


AIR COMPRESSOR—The 100th-anniver- 
sary line of air compressors has rede- 
"signed cooling fins which have been 
|. enlarged to produce greater cooling area. 
/) The units are available in sizes from one- 
'’ quarter to 50 horsepower and can be 
furnished either vertical or horizontal, 
tank-mounted, base-mounted or as a 
simple machine. Curtis Pneumatic Machin- 
ery Division, 1905 Kienlen Ave., St. Louis, 
Mo. 





GENERATOR REGULATOR — This model 
| provides coverage for vehicles with 12- 


are needed mow to replace regulators on 
practically all cars and most popular 
trucks, according to American Bosch Divi- 
sion, 3700 Main St., Springfield 7, Mass. 


* * * 


3 Wheel-Service Machines 
Offered by Bear Mfg. 


Three wheel-service machines 
and a “comfort ride” promotional 
campaign have been announced by 
Bear Mfg. Co., 1949 Thomas S&t., 
Rock Island, Ill. 

Offered are a wheel balancer, tire 
truer and simplified wheel truer. 

The company’s advertising will 
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volt electrical systems. Only four models | 
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EW PRODUCTS | 


stress a comfort “tuneup,” cover-| 
ing shock absorbers, leaf spring | 
packing, coil springs, chassis lubri- | 
cation, wheel alignment, wheel bal- | 
ancing, tire truing, motor mounts, | 
wheel truing and brake jobs. 





SPEEDOMETER LUBE — Lub-A-Cable, a 
lubricant for speedometer cables, is said 
to reduce needle vibration, noises, break- 
age and repairs. Panef Mfg. Co., 102 E. 
Walnut St., Milwaukee, Wis. 

(es 








MUFFLER CATALOG — This~ 18-page 
catalog covers the complete line of Taper- 
Tone and Strato-Tone mufflers, dual-ex- 
haust systems, dual-header systems and 
tail-pipe extensions. Automotive Engineer- 
ing, Inc., 1112 S. Wabash Ave., Chicago 
5, Wi. 





ALTERNATOR CHARGER—This device is 


for charging the batteries of disabled 
vehicles. It consists of an alternator and 
a rectifier to change the alternating cur- 
rent to direct current. Leece-Neville Co., 
5109 Hamilton Ave., Cleveland 14, O. 








SPARK PLUGS—The 1955 AC line fea- 
tures a “hot tip” insulator, a recessed 
insulator tip with a maximum amount of 
turbulent area between insulator and 
shell. It is said to resist deposits which 
cause plug fouling and preignition. AC 
Spark Plug division of General Motors, 
1300 N. Dort Highway, Flint 2, Mich. 
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Gilt Certificate 


for SEAL COVERS made of 








SEAT-COVER PROMOTION — This gift 
certificate is part of a promotion plan 
backed up by TV, trade advertising and 
merchandising, and is designed to boost 
dealers’ sales of saran seat covers during 
the holiday season. National Plastic Prod- 
ucts Co., Odenton, Md. 


a * * 





MUFFLER CATALOGS—A 68-page whole- 
saler catalog and a 36-page dealer cata- 
log contain specifications on mufflers and 
pipes, with applications for various cars. 
Merit Muffler Division, 
Toledo 1, O. 





MULTIPLE-VISCOSITY OllL—Super Blend | 


SAE 10W-30HD is designed for all- 
weather use in high-compression engines. 
It comes in cans, drums and cartons fea- 
turing a green “Q”" on a white back- 
ground. Quaker State Oil Refining Corp., 
Oil City, Pa. 





CAR DEODORIZER —Florets is said to 
impart a pleasant aroma and is guaran- 
teed to be non-toxic. Designed like a 
flower, it comes in green, pink, buff and 
blue. Valley Products Co., 1201 S. Mel- 
ville St., Philadelphia, Pa. 


+ * * 


Catalog Pages Describe 


Color-Mixing Machines 


Three types of color machines 
for lacquer or enamel—sized to fit 
a shop’s refinishing volume and de- 
signed for fast and accurate color 


| assortment 





619 Smith St., | 








matching—are described in catalog 
pages issued by Arco Co., 7301 Bes- 
semer Ave., Cleveland 27, O. 

The pages point out mechanical | 
features and give bases for com- 
parison with other methods. 


* * * 


PISTON CLEANER — Velva-Blast cleans 
pistons in three to five minutes and valves 
in 30 to 40 seconds, producing a dull 
velvet finish, the maker says. It has a 
foot-operated air valve which leaves the 
hand free to hold the gun and parts to 
be cleaned. Velva-Blast Co., Swartz Creek, 
Mich. 





GASKET ASSORTMENT — The JV137D 
includes 260 gaskets in 26 
varieties for all popular cars, including 
1954 models. The junior JV138D assort- 
ment contains 100 pieces in 10 varieties. 
Both are made up in attractive counter 
merchandiser cartons. Victor Mfg. & Gas- 
ket Co., Box 1333, Chicago 90, Ill. 


* * * 


PRESSURE CAP — Rigid tests are con- 
ducted to make sure that each cap func- 
tions within range limits set up by the 
cor manufacturers for four, seven and 
14-pound pressure caps. Stant Mfg. Co., 
1620 Columbia Ave., Connersville, Ind. 


* * * 





TIRE GROOVER—This unit, an attach- 
ment for the John Bean Skid-Defier, cuts 
patterned circumferential grooves in bald 
or recapped tires. Two cams make it pos- 
sible to cut either long or short zigzag 
grooves. John Bean Division, 1305 S.| 
Cedar St., Lansing 4, Mich. | 

* * * 
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| VISE CLINCHER—This attachment slips 
| on the lower jaw of a plier type tool and 
| fits any 10-inch tool with a straight jaw. 
Pieces to be riveted need not be clamped; 
the clincher will draw them together. Time 
Saver Tool Corp., 7116 Madison Ave., 
Hammond, Ind. 





AUTOMATIC FLUID—White Horse Av- | 
tomatic Fluid Type A is for use in all cars | 
with automatic transmissions. Paul C. 
Roche Co., Inc., 11 Park Place, New York | 
7, N. Y. 





NUT APPLIER—Model 5U is a new ro- 
tary electric Impactool with 25 percent 
more power, according to the maker, to 
|meet the nut-running requirements of 
high-compression, high-torque engines. !t 
has a half-inch drive and weighs 6% 
pounds. Ingersoll-Rand Co., 11 Broadway, 
New York 4, N. Y. 





See 





MAGNETIC CLIP — Magna-Clip attaches COPPER TUBING. — The Dual-Pancake 
itself to any metal surface, with a six-| Coil individual packages contain tubing in 
pound holding power. It may be used in| 25 and 50-foot lengths. Nine* diameters 
offices and shops to hold papers, orders | are offered from one-eighth to three 
and plans. Engineered Products Co., 129| quarters of an inch. Dorman Products, 
Smith St., Flint 4, Mich. | Inc., 1004 Sycamore St., Cincinnati, O. 
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PENNZOIL:::.Z- 
ONLOCKS 


HORSEPOWE, 


Car owners and service managefs cog 


find Pennzoil’s built-in power ingredie 


quiets valves, repowers engines 


Satisfaction proved 





~~ 





oo 
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reports of actual tests! 


"49 CADILLAC GAINS 12 HP. increased 
12 hp by merely changing to Pennzoil with 
2-7 ... unbelievable, when the car has over 
41,000 miles on it. Dynamometer showed in- 
creased hp; driving the car proved it to me. 

A. J. Sherrili—Portiand, Oregon 





10 MORE HP FOR °S3 CHRYSLER. 
After changing to Pennzoil Z-7 SAE #30 
in a@ 1953 New Yorker Chrysler, we were 
amazed at adding 10 hp to the rear wheels 


PICKUP AMAZES OLDS DRIVER. | have 
found the results of your Pennzoil with Z-7 
truly amazing. Within 50 miles . . . a decided 
increase in pickup, the engine ran much 
smoother and quieter. 

A. D. Leversen—La Grange, Iii. 





STOPS "49 STUDEBAKER Oil CONSUMP- 
TION. This 1949 Studebaker with over 48,000 
miles was using one quart of oil every 300 miles. 
it now has more than 900 miles on Pennzoil 
with Z-7, with no oil 
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with a motor we believed to be clean. 
Edward 


R. Gould— Long Beach, Calif. 


Assure SATISFIED CUSTOMERS 
by featuring PENNZOIL with Z=-7 


consumption whatever. 
William G. Burns — Abilene, Texas 


for winter change-overs! 


A change to Pennzoil with Z-7 is assurance 
of freedom from all four of the most serious 
problems of cold-engine operation: winter 
sludge, corrosion of valve lifters, hard 
starting, and valve clatter. 

Pennzoil with Z-7 solves these problems 
through the unequaled dispersing action 
of its built-in power ingredient. It 
“insulates” valve lifters against the cor- 
rosive by-products of combustion. It gives 
fast, battery-saving starts by letting hy- 
draulic valves operate perfectly and by 
keeping spark plugs clean to provide a hot 
spark at all times. And minutes after it 


Get the full PROFIT STORY 


Write to THE PENNZOIL COMPANY « Executive Offices + Oil City, Pa. 


© 1964, The Pennzoil Co., Member Penn. Grade Crude Oi! Assn., Permit No. 2 


enters the crankcase, it makes even the 
noisiest valves noticeably quieter—and 
keeps them that way! 

Every change to Pennzoil with Z-7 is an 
opportunity to create a satisfied customer 
—to forestall the usual complaints that 
result from cold-engine operation with 
ordinary oils. To keep your customers 
satisfied, start featuring Pennzoil with 
Z-7 now! 







—~ 


FORD POWER UP OVER 18%. On a dyno- 
mometer a 1951 Ford showed 32 hp delivered 
at the wheels. After installing Pennzoil with 
Z-7, a second test gave a net increase 
road hp, an 18% % gain. 5 
Gerdon W. Wattson—Kansas City, Mo: 


11 HP INCREASE IN CHEV- 
ROLET. Tests were run three 
times to eliminate chances of 
error. Pennzoil with Z-7 showed 
@ gain of 11.25 hp. Consider 
this ao remarkable test. 

William Metlinger— Lancaster, Pa. 
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Silver Anniversary in Monrovia— 


Vincent R. McDonald (center) and James H. O'Boyle (right), partners in McDonald 
& O'Boyle (Chevrolet), Monrovia, Calif., show silver plaques presented to them on 
the occasion of their 25th business anniversary. At left is J. W. Steele, zone manager. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. 


Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 











Facts presented here are from a recently 
completed, independent, authoritative 
study of newspaper circulations in Seattle's 
new enlarged ABC City Zone... by the 
nationally recognized newspaper research 
organization, Dan E. Clark Il & Associates. 
(Ask us, or see your O’Mara & Ormsbee 
man for full published report.) 
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Lawsuits Affecting Dealers .. . 





Court Decisions. 


By Leo T. Parker 
Attorney at Law 


A Coonpnre to a late higher 
court decision, if an automobile 
dealer sells an automobile to a 
purchaser who illegally transports 
liquor, the dealer may forfeit his 
mortgage. . 

For illustration, in U. S. v. 
Buick Motor, 210 Fed. (2d) 129, 
it was shown that an automobile 





Colonial Beats Drums 
For Charity Campaign 
BURLINGTON, Vt. — For the 
third consecutive year, Colonial 
Motors (Chrysler-Plymouth) is 
handling all publicity and promo- 
tion for the annual Greater Bur- 
lington Community Chest Drive. 
All local pamphlets and signs 


dealer sold an automobile to one 
White, who gave the dealer a 
mortgage to secure an unpaid 
balance. 

Without knowledge of the dealer, 
White used the automobile in the 
transportation of intoxicating liquor 
in -violation of internal revenue 
laws. The Government confiscated 
the automobile, and the higher 
court held that the dealer must lose 
the money due on the mortgage. 

* am * 


Truck Case 


FOr comparison see the late case 
of Shively v. U. S., 210 Fed. (2d) 
131. In this case the testimony 
showed that a Chevrolet pickup 
truck was seized by officers of the 
law. Loaded upon the truck were 
fermenters of the sort used around 
illicit distilleries, bearing a strong 
odor of mash. 


also have been prepared by Co- The owner of the truck appealed 


lonial. 


to the court and contended that 


00 


(out of 226,200) 


homes in Seattle’s new enlarged 
ABC City Zone 


7. 





Represented by O'Mara & Ormsbee, Inc. 


Seattle’s 


top income families 
—$7,000 a year 
and more. 


Yes—The Times Really Sells Seattle! 


New York * Detroit * Chicago « Los Angeles * San Francisco 


Che Seattle Gime 


SEATTLE’S ACCEPTED NEWSPAPER 


“In light of the evidence as to 
the strong odor of mash on the fer- 
menters the contention is so lack- 
ing in merit as not to warrant 


discussion.” 
* 


Street Is Parking Lot 


T is well known that ordinarily 
the owner of real property owns 
the land to the center of the abut- 
ting street. A late higher court held 
that the owner of real property can 
utilize his land abutting the street 
for a parking lot. 

For examle, in Embry, Inc. v. 
Webster, 261 S. W. (2d) 682, it was 
shown that the use of real estate in 
a certain area is restricted to fam- 
ily residences, or apartment: houses. 
The avenue is 50 feet wide with a 
16-foot center section which is 
paved, leaving a 17-foot strip on 
each side of the pavement. 

One Embry converted into a 
parking space the 17-foot strip 
adjacent his lot. This parking 
space was for use and benefit of 
his customers, patrons and visi- 
tors. 

Suit was filed by adjacent prop- 
erty owners, to enjoin use of this 
land for automobile parking pur- 
poses. These property owners con- 
tended that use of this 17-foot strip 
for parking purposes is a nuisance 
because the customers, patrons and 
visitors make noises by slamming 
doors of their automobiles, starting 
and racing motors and talking loud. 

It is interesting to observe that 
the higher court held that the re- 
strictive clause will not prevent use, 
for automobile parking purposes, of 
the unpaved portion of the street 
abutting the lot. The court said: 
“The use of the strip, so close to 
the homes of the complaining prop- 
erty owners, may be annoying to 
them, but it is no invasion of any 
of their property interests any more 
than it is an actionable injury to 


their persons.” 
* * * 





Customer Sues 
Lot on Charge 
Of False Arrest 


LOUISVILLE. — John A. 
Meacham, of New Albany, Ind., 
has filed a damage suit in Federal 
Court here against Riggs Motor 
Co., Louisville, H. T. Riggs, presi- 
dent, and Charles F. Squires, a 
company manager, charging false 
arrest last July. 

Meacham asserts he was arrested 
on charges of operating a motor 
vehicle without the owner’s con- 
sent on information supplied the 
Louisville police by Squires. 

The suit says that a grand jury 
refused to indict Meacham. 

According to testimony in a Mu- 
nicipal Court hearing, this was the 
chain of events: 

1. Meacham traded in a 1948 car 
on a 1954 model at the Riggs lot. 
Title to the 1948 car was held by 
a New Albany loan company, and 
Meacham still owed $235 on the 
car. Meacham alleges that there 
was a conditional sale, involving 
refinancing the $235 owed to the 
loan company and financing $1,490 
for the 1954 model. 

2. Meacham returned to the 
Riggs lot a week later and told 
Squires that he could not arrange 
the financing on a satisfactory 
basis and that the deal was off. He 
charged that he was not allowed 
to drive off in either car and that 
Squires claimed he was entitled 
to payment for mileage run up on 
the newer car. 

3. Meacham returned to the lot 
again July 12, and drove the 1948 
car off the lot. He was arrested 
before leaving Louisville on a war- 
rant sworn to by Squires. 

Meacham contends that it was a 
conditional deal, predicated on the 
New Albany financing company ac- 
cepting the deal. The deal was 
refused. 

Riggs alleged that Meacham 
piled up 700 miles on the 1954 
model, which made it a second- 
hand car. 


Blum Gets Ford Deal 
Blum Ford Sales, owned by Robert 
Blum jr., at Tyrone, Pa., formerly 
was Ake & Garner. 
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SMART DEALER ...he’s having his men 


trained to sell better 





Are things going so well for you this year that your salesmen couldn’t use extra training ? 
Training that’s been sales-proved in hundreds of dealerships? If your salesmen can use 
that kind of instruction, give your Associates representative a call..He’ll arrange for a complete 
presentation of the ‘‘ Controlling Time Sales”’ program—the proved training program that 
gives your men sales-tested answers to customer questions, the full story on financing 
and insurance. Better knowledge of financing is sales know-how your salesmen can put 


to work for you any time... and is there a better time than right now? Give us a call. 


“These days it pays to know financing, 


Th Clk Sage Ags $e ssociates 


‘cause cash sales are mighty scarce.” 





Old Sage is a composite of all the 
successful dealers we've known in over Associates Investment Company 
© ied f 9 coatery in the Gone. Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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: oe the newspaper publishers 
F _ of America recently celebrated 


15th anniversary of National 
ences Week, stressing the 
role of the press in preserving the 
freedom of the press as a guaran- 
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tee of the freedom of the American 
people, they appropriately paid 
tribute to those thousands of suc- 
cessful men whose first job was 
“peddling papers” to our doors (of 
which this writer proudly remem- 
bers that he was one). 

In Ngw York City, in the rotunda 
of Federal Hall, there was a me- 
morial ceremony in honor of John 
Peter Zenger, the colonial editor, 
who was tried and acquitted there 
for criticizing the British governor 


|| in 1734. This event helped establish 


the freedom of the press in 
America. 

In City Hall Park a plaque was 
dedicated to Joseph Pulitzer, 
founder of the New York World, 
who died in 1911. Mayor Wagner 
joined with newspaper executives 
and civic leaders in paying tri- 
bute, saying, “The great news- 
papers are part of our American 


and BUICK 


Modern air conditioning by 


Novi Equipment Company has 


many wonderful features, among which are included— 


way of life and of our demo- 
cratic institutions.” 

Dr. Grayson Kirk, president of 
Columbia University, where Pulit- 
zer endowed the graduate school 
of journalism, said: “The forces of 
public opinion set in motion by 
Pulitzer are so great that they are 
known and loved wherever a free 
press exists.” 

Bernard Baruch, adviser to pres- 
idents, said, “The Pulitzer spirit 
had been an inspiration to many 
of today’s great editors,” and added 
that he believed this country’s 
newspapers to be the freest, best 
and most courageous in the world. 
Therefore, he concluded, we have 
the best government in the world. 

* * * 


Spirit of Pulitzer 
RTHUR HAYES SULZBER- 
GER, publisher of the New 


York Times, said: “The spirit of 
Pulitzer lives in the hearts and 
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the driver mentally alert. It eliminates severe air pulsations 
from open window driving. 





Chevrolet Far In Front 
In Bootleg N. O. Market 


sold 140 new cars in September, 
compared with 138 in the previ- 
ous month. 

Total by make: Chevrolet, 120 
Pontiac, 6; Oldsmobile, 4; Buick, 
4; Ford, 2; Cadillac, 2; Mercury, 
1, and DeSoto, 1. 





minds of all newspapermen, dedi- 
cated to making good newspapers 
in the public interest.” 

These distinguished men were 
followed by Joseph Pulitzer jr., 
publisher of the St. Louis Post- 
Dispatch, who unveiled the plaque 
to his father. 

He was followed by Edwin S. 
Friendly, representing the Ameri- 
can Newspaper Publishers Assn., 
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also available for Ford, Lincoln and Mercury cars 


Total weight of the NOVI 
Air Conditioning System is 
144 pounds, about the equiv- 
alent of an extra passenger. 


SELECTIVE TEMPERATURE CONTROL — allows the driver or 
passenger to select the temperature most comfortable for his 
personal needs—by a touch of the finger—the comfort zone 
can be instantly raised or lowered as desired. 


DUAL OUTLET DUCTS — evenly distribute the cool breezes 
throughout the car interior—without any severe drafts on the 
necks of the rear seat passengers — and renders maximum 
cooling to the front seat area. 


DUAL BLOWER CONTROLS — give various selections of air 
quantity as desired and where desired, with complete change 
of air every few minutes. 


ELECTROSTATIC AIR FILTER — the very latest development in 
filtering air—removes dust, pollen, smoke and other impuri- 
ties. It is a real relief for hay fever and allergy sufferers. 
Dust free, clean air is enjoyed when driving on dirt roads 
or fields. 


SAFER BQRIVING — Air conditioning allows many more miles 
of safer driving as it reduces fatigue, and the cool air keeps 


NOVI 


Compressor and condensor in no way affect other 
installed accessories. 


EQUIPMENT Company, 


Evaporator in rear compartment allows: ample 
room for baggage. 


MODERN ENGINEERED COMPRESSOR DESIGN — the latest 
Tecumseh highspeed automotive compressor is used, which 
does not affect other installed accessories, and avails the 
simplest and quickest installations. All connections are 
readily accessible for servicing without removing any major 
components. 


THE NOVI AIR CONDITIONER — is a thoroughly engineered 
design for modern automotive production. It will be available 
at the lowest installed price of any other real air conditioner 
of its kind on the market. It uses Freon 12, the standard and 
tested refrigerant, and is easily charged by anyone acquainted 
with the simplest refrigeration service. 


NOVI AIR CONDITIONING also 


soon available 


on CHEVROLET °* CADILLAC 


NOVI, Michigan 


Dual Outlet Ducts, so constructed and positioned 
to distribute cool breezes throughout car interior. 
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of which he was the former pre:s'- 
dent, who said: “The founders »>f 
the U. 8. conceived freedom of tie 
press, not as a mere privilege of 
editors and publishers but as a 
constitutional guarantee of the 
freedom of the people.” 

Federal Hall, where the Zenge: 
trial was held, was used as «2 
courthouse in colonial days. A 
full size replica of the Zenge: 
print shop was set up in the 
rotunda, from which he pub- 
lished “The New York Weekly 


Journal ... containing the fresh- . 


est advices, foreign and domes- 
tic.” 

The scene included a printing 
press, believed to have been use 
by Benjamin Franklin, and por- 
trayed Zenger’s wife working with 
a printer’s devil getting out the 
paper while the editor was in jail 

2 t ° 


Common to Presidents 

owsves. the most inspiring 

incident to this writer was the 
appearance of a column in which 
the author called attention to the 
|fact that Herbert Hoover, Harry 
|S. Truman and Dwight D. Eisen- 
| eorer had something in common 

. each had been a newsboy at 
/some point in his career . . 
| thereby endorsing the example of 
|a@ half million other youngsters 
| who regularly bring the latest news 
|to doorsteps in many cities. 
S-o-o-h, while once it seemed 
| Vital for a presidential candidate 
| to have a log cabin background 
| . + « Now it seems wiser to have 
| carried a newspaper “route” in 
| your past. 
| The columnist says, “A Repub- 
lican newsboy team of Thomas F. 
Dewey, Earl Warren, Harold Stas- 
sen and Joseph Martin could be 
matched with Al Smith, William O. 
Douglas, Thomas Clark and Joseph 
Kennedy. 

“Nor are Independents left out. 
since he includes Wayne Morse of 
| Oregon. He thinks working as a 
|newsboy must be fine training for 
success in other fields, pointing to 
Cardinal Spellman, Arthur God- 
|frey, Joe DiMaggio, Frank Capra, 
Bing Crosby, Bob Hope, Jack 
Dempsey, Gene Tunney, Red Skel- 
ton, Gen. Bradley, Walt Disney. 
James Cagney and Frank Sinatra. 
Of course, he includes John L. 
Lewis and Benjamin Fairless on 
his list. 


o * * 
Some Have Ink in Blood 


SOME of the newsboys, he says, 
remain forever in the Fourth 
Estate, among them such “titans” 
of the industry as Edward W. Bok, 
Cyrus Curtis, Frank E. Gannett. 
|Roy Howard, Frank B. Noyes, 
Adolph S. Ochs and William Allen 
White. Those men, like Benjamin 
Franklin have retained an affection 
for printer’s ink throughout their 
lives. 

P. S. Suppose you hired some 
eminent psychiatrist to plumb 
the alleged mind of some guy 
who has discovered that he can 
put words together in such a way 
that people will read what he 
has to say. The lure isn’t money, 
| that’s certain. He may be the 
poorest bookkeeper you'll find. 





| Maybe it’s self expression, maybe 
| it’s the by-line. You know, ego. 


I could never tell you what it is 
and I’m sure no one else can. 


|Maybe my friend the columnist, 
|has an idea—he says the day may 
|not be far distant when boys now 
| carrying newspapers from house to 


house will be employed as “baby 
sitters” so they won’t have to get 
up before daylight. H-u-u-h! That 


| guy must be jest kiddin’, huh! 
| 


U.S. Duns Dealers 


For $703,659 


DETROIT.—Liens totaling $703,- 
659 for unpaid income taxes and 
penalties were filed last week by 
the Internal Revenue office against 
B & B Chevrolet Co. and two offi- 
cials, Louis W. Bohm, president. 
|and Robert T. Bolo, vice-president. 

Bohm and Bolo are appealing 


| conviction on income-tax evasion. 


They were sentenced last July to 
one year each and interest penal- 
ties. 

According to Internal Revenue 
officials, Bolo owes $177,854 for the 





first two years of the suit and $57,- 
401 together with his wife. The lien 
against Bohm is $176,119 for two 
years and $52,412 with his wife. The 
lien against the company is $239,873 
for the three years. 
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‘Lhe Basic Idea 


Behind the All-New 
1955 PONTIAC 


On Display Next Friday, October 29 


BOUT 30 years ago General Motors 

Corporation presented to America a 

new passenger car called Pontiac. This new 
car was the result of a very specific idea. 


The idea was this: to create a car which 
took its style, its engineering principles and 
its features from the very best and most ex- 
pensive in America—and to build these into 
a car priced just above the very lowest! 


Naturally, such an idea produced a won- 
derful and highly popular car—a car which 
millions have driven with pride and pleasure. 


Now, nearly three decades later, an en- 
tirely new Pontiac has been created for 1955 
—a car completely new from the ground up! 


One thing, however, about the 1955 Pontiac 
remains unchanged — its basic idea — to offer 


the American public the very finest automo-. 


bile that can possibly be built to sell at a price 
within easy reach of any new-car buyer. 


The 1955 Pontiac introduces the Strato- 


* 


* 


Streak V-8, a completely new engine that 
has already been proved in more than 3 mil- 
lion miles of testing. 


The 1955 Pontiac introduces styling so ad- 
vanced there is nothing like it on the road. 


The 1955 Pontiac introduces an all-new 
chassis that brings new comfort, new ease of 
handling and new safety to its price class. 


The new 1955 Pontiac will appeal to an 
even wider market of car buyers who will 
see, as never before, that only Pontiac could 
provide so much sparkling newness, so much 
luxury, so much downright goodness at a 
price so near the lowest. 


And, finally, the 1955 Pontiac will provide 
Pontiac dealers with the most attractive value 
in their history—a car with greater sales 
potential than ever —a car that is certain to 
strengthen even further their enviable posi- 
tion in the industry. There’s a great year 
ahead for Pontiac dealers! 


* 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 


43 
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By J. B. Van Tassel 
Dealer Business Counsel 


4 bowen one sure way to stay in this 
business today, regardless of 
how much or how little profit is 
made on the sale of new cars, is to 
reduce overhead expenses or in- 
crease service and parts income to 
the point where there is as little 
margin between the two as possible. 
The trade term for this phase of 










Dealer Business Counsel 


Only Sure Way to Stay in Business 
Is to Hike Service Absorption 
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lem of increasing percentage of} crease this 50 percent absorption 


the auto business and the proce- 
dure to follow in figuring this mar- 
gin differs in the various dealer 
business management manuals of 
the factories. 

Some manuals call it the per- 
centage of absorption, others the 
percentage of recovery, and oth- 
ers the percentage of overhead 
recovery. 






the percentage of total expense 
(less the new and used-car sales 
expenses, such as commissions, 
new-car get-ready and new-car 
warranty expen- 
ses) that is ab- 
sorbed by gross 
income from the 
shop and stock- 
room department. 

As I have said 
before, there are 
only two ways to 
hold or increase 
this percentage of 
absorption. One 
is to increase the 
amount of service 
and stockroom gross profit and the 


3. B. Van Tassel 


Regardless of the name or the! other is to reduce expenses. Here 
method recommended, it is simply|is one way to approach the prob- 








overhead absorption. 


* * 


* 

Overhead Absorption 

ET us assume a dealer’s “fixed 

expense” (which is definitely 
not fixed) amounts to $1,000, his 
“fixed income” (which is definitely 
not fixed) amounts to $500, and his 
retail burden therefore is the dif- 
ference between the two amounts, 
or $500. 

In this hypothetical case, the per- 
centage of absorption or overhead 
recovery is 50 percent, and the 
amount of the total fixed expense 
to be absorbed by new and used- 
car profits is $500. 

The question is how to in- 
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Wear asilomitive fabric, 


ELLENBORO MILLS, ix. 


ELLENBORO,N.C. 








Only Nycar has the exclusive NYLICONE FINISH that gives 
seat covers these customer-satisfying service features: stops shock, 
prevents scuffs, resists burns, repels stains, does not fade, has air- 
conditioned comfort. 


_Only Nycar has the exciting weaves, textures and color combina- 
tions that add style to seat covers... beautify the interior ofan old 
car, complement the modern design of a new car. 


Only Nycar has achieved national consumer and trade 
acceptance through the hardest hitting, most complete 
promotional program in the seat cover field. 







a division of Neisler Mills Inc. 


Sales Offices: 


114 East 32nd St., New York 16, N. Y. 
666 Lake Shore Drive, Chicago 11, Ill. 
4619 Cherokee Trail, Dallas, Texas 
5770 Bowesfield St., Los Angeles 16, Calif. 
641 West 69th St., Kansas City 13, Mo. 


@® Trade Mork registered U. S. Patent Office 





to, let us say, 100 percent. 

First, in order to do this, we 
must try to work out a plan where 
the amount of the fixed income of 
$500 can be increased to $1,000. At 
this point we will assume that -he 
amount of the fixed expense, as 
shown here, cannot be reduced. 

There are only two ways to n- 
crease this fixed income. One is to 
increase the amount of stock room 
sales and gross profits, the other, 
to increase the amount of service 
sales and gross profits. 

* 7 * 


How to Plan Expansion 


ROVIDED that the fixed ex- 

Penses over a period of time 
show that the service department 
has absorbed 30 percent of this 
total fixed expense and the stock 
room department 20 percent, there 
is a total fixed-income absorption 
of 50 percent of the fixed expense 
of $1,000. 

On this basis, and in order to 
secure this additional gross profit 
necessary to produce a 100 percent 
of absorption we would have to in- 
crease service gross profit by $300 
and stock room gross profit $200. 

This would require an addi- 
tional $600 in service sales on the 
basis of a 50 percent service 
gross profit and $600 more in 
stock room sales on the basis of 
a 33.3 percent gross profit. 

This additional service sales vol- 
ume would represent 200 produc- 
tive hours on the basis of a labor 
charge of $3 per hour. These 200 
productive hours would require an 
additional mechanic because the 
average mechanic will work 200 
hours per month, and this addi- 
tional mechanic would probably re- 
quire some additional space to do 
this job. 

The average stall for a mechanic 
measures approximately 200 square 
feet. In connection with the addi- 
tional required parts income of $200 
and on the basis of this income 
representing a 33.3 percent gross 
profit, this dealer would have to 
sell an additional stock room vol- 
ume of approximately $600. 


This additional stockroom vol- 
ume would mean that additional 
money, stocks, facilities and man- 
power would have to be provided 


for. “ 
* * = 


Provisions for Capital 

Says point I am trying to make 
is that there is a lot more to 

securing increased volume and 

profits in this business than just 

setting up some new sale and profit 

goals. 

It has been my experience over 
many years that in order to get an 
additional volume into the business 
it is first necessary to make pro- 
visions for additional capital, space, 
facilities, manpower and increased 
stocks. 


Every phase of the operation 
should be analyzed to make sure 
the business can be handled be- 
fore a lot of money is invested 
and advertising starts. 

Also, before plans are set up to 
secure additional volume in any 
department, a survey should be 
made to make sure that the poten- 
tial expected volume will produce a 
sufficient net profit return to justi- 
fy the increase in the investment 
in order to obtain this volume. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 


Dunlop Producing 


New Winter Tire 


BUFFALO.—An improved winter 
traction tire is now being manufac- 
tured by Dunlop Tire & Rubber 
Corp. 

Road-tested at selected locations 
last winter, the new “Silent Trac- 
tion” tire was found to have extra- 
ordinary non-skid properties, the 
firm said. 

Much of the skid resistance was 
attributed by Dunlop to the unus- 
ual tread pattern, whose center 
section consists of a series cf 
closely spaced chevron-shaped but- 
tons, providing 2,600 gripping edges 
for forward motion. Excessive road 
whine is said to have been prac- 
tically eliminated in the tire. 
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Enthusiasm 
MOVES PEOPLE... MOVES PRODUCTS 


What is there about The American Weekly that attracts 
nearly 10 million families, each Sunday? Simply, an 
editorial concept that says: meet the enthusiasms of the 
American family. 

A few basic enthusiasms that current issues will 
explore are touched on below. Handling is modern, 


John Gunther writes of | 


“The World’s Richest Bachelor” 


DISCOVERY. Experts said, “Impossible!” But a lone Canadian scoops millions 
in diamonds out of mud-holes in Tanganyika. This feature typifies the way The 
American Weekly meets readers’ enthusiasm for people who prospect the world 
for fortune—and succeed. 





= “Flying Saucers Come from 
a Distant World” 


(October 24, 1954) 


SCIENCE. Prof. Hermann Oberth, world-famous authority on guided missiles, the- 
orizes on a subject which has captured the imagination of millions—flying saucers. 
“They are space ships from another solar system,” he contends. 


dramatic—heightened by important by-lines, arresting 
pictures and titles. Results: great entertainment, great 
serviceability. 

One enthusiasm ignites another . .. spreads from page 
to page. This is why advertising in The American 
Weekly gets such hot response. 


24 


“Magic Menus —with Cheese” 


, 1954) 





“ARTFUL COOKING. This tempting four color display—with recipes—of | 


delicious easy-fix cheese dishes is another example of The American Weekly's 
great serviceability. One way it caters to Mrs. Housewife’s basic enthusiasm to 
win praises for her cooking. 





“I Lived with Cancer” 


24, 1954) 


COURAGE. who isn’t moved by the inward strength of a rising young film 


star who didn't let a leg amputation cripple her career—or spirit. Suzan Ball tells 
her own story of finding love, marriage, and success in her darkest hour. 5 





he 
Ame RICAN WEEKLY 


63 Vesey Street, New York 7, N. Y- 


Beamed to the Enthusiasms of the American Family 
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Mighty Tire 
Goodrich Builds Giant 


For Earth-Movers 


AKRON.—B., F. Goodrich Co. has 
announced the start of production 
of the largest tires it has ever made 
—6% feet in diameter and weighing 
1,200 pounds. 

J, E. Gulick, manufacturing vice- 
president for the company’s tire 
and equipment division, said the 
new tires are designed for earth- 
moving machines hauling loads as 
high as 23 tons in off-the-road op- 
erations. 
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$2. t. wag., $3,470. 
Super—4-dr. “ped., $2,711. 17; Riviera, $2,- 
625.56; conv., $2, 963.59 Roadmaster—4-dr. 


sed., $3,269.36; Riviera, $3,373.05; conv., 





The Old and the New—50 Years Ago— 


This picture, which was taken in 1906, was used by Robertson Motor Co., Keene, 
N. H., to impress people with the revolutionary changes which were taking place 


in those days. 


Robertson in 50th Year 





Keene (N. H.) Dodge Firm Has Left Imprint 
On City’s Development 


KEENE, N. H. — Robertson Mo- 
tor Co. (Dodge-Plymouth) has 
completed 50 years in the auto 
business, blending its colorful his- 
tory with the development of this 
city. 

The firm was founded by 

George B. Robertson, a former 
blacksmith and wheelright, who 


GM Adds Center 
In Salt Lake City 


SALT LAKE CITY.—Ground was 
broken here last week for a Gen- 
eral Motors Training Center at 
ceremonies attended by GM officials 
and Salt Lake City civic and busi- 
ness leaders. 

Representing GM were Myrle E. 
St. Aubin, director of the service 
section, and zone and regional man- 
agers of the eight GM divisions 
that will be represented at the 
center. 

The brick and steel structure, 
which will cover 19,000 square feet, 
will have specialized shop class- 
rooms for Chevrolet, Pontiac, Olds- 
mobile, Buick, Cadillac, GMC Truck 
& Coach, Fisher Body and United 
Motors Service. 


decided that the automobile was 
here to stay and one day in 1904 
announced to the people of 
Keéne that he would drive two 
used Stanley Steamers back from 
Boston to sell them to local 
residents. 

Thus Robertson became New 
Hampshire's first authorized auto 
dealer. 

In 1908, Robertson was called 
upon to set up a transportation 
system for the Philippine Islands 
between Manila and Beguio upon 
the recommendation of Stanley 
Steamer Bros. 

The Keene firm grew over the 
years, and in 1915 built a three- 
story addition to the Keene Garage, 
as it was known then. A further 
expansion took place in 1921. 

By that time Robertson was 
selling Reo and Franklin cars, add- 
ing Dodge in 1923. 

The firm was reorganized in 
1925 under its present name, It 
continued to expand, despite a 
fire in 1943, in which more than 
20 cars were destroyed and dam- 
age totaled $100,000. 

The firm ,was rebuilt and re- 
opened a year later under the 
presidency of the founder’s son, 
Ellis, who is still head of the 
company. 


CHEVRO 
Cen- | $1,680; 2-dr. 


Current Prices on New Cars 


$3,520.56; Skylark conv., 
flow standard on 
$192.50 on all other models.) 
CADILLAC — Series 62—4-dr. sed., $3,- 
932.70, cl. cpe., $3,837.77; Coupe devVille, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
cial—4-dr. sed., $4,683.32. Series 76—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 
dorado—conv., $5,738. (Hydra-Matie stand- 
ard on all models. ) 
a One-Fifty — 4-dr. sed., 
» $1,623; utility sed., $1,- 
589; 6-pass. no wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133 
Bel-Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523, 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 
CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 “(8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., $3,- 
joe hg stat. wag., $3,321. New Yorker— 
4-dr. $3,228.75 (8-pass., $4,368); cl. 
cpe., $3.2025 Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed. °° 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; as $3,938,25. Custom Imperial 
—4-dr. >. 50; lim., $4,797; New- 
port, 94,060.25 Crown — 8-pass. 
sed., $6,921. 50; lim., $7, (PowerFlite 
standard on all eight- cylinder models, op- 
tional at $189 on Windsor Deluxe.) 
DeSOTO—Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow~ 
erFlite optional at $189 on all models.) 


DODGE—Meadowbrook Six—4-dr. sed., 
024.75; cl. cpe., $1,983. Meadowbrook 
-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 

154.25. Coronet Six—4-dr. sed., $2,136; 

cpe., $2,109; 2-dr. stat. wag., $2,228.50; 

4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 

3-seat stat. wag., $2,790.25. Coronet V: 

4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 

cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 

960.25; 4-dr. 3-seat stat. wag., $3,031.25. 

Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 

$2,349; cpt. cpe., $2,503; conv., $2,632. 

(Fluid Drive optional at $20.40 on Mead- 

owbrook Six and Coronet Six sedans and 

club coupes. PowerFlite optional at $189 
on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., Se ee: 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121 
4-dr. stat. wag., $2,202. Crestline ox 


$4,483. (Dyna- 
» Optional at 


cl. | of éntry). 


4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 


liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. optional on all models 
at $184.) ° 


HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. 


HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
det — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 


* | $2,256.11. Super Wasp — 4-dr. sed., $2,- 


465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 


Hornet Special — 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet — 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 

conv., $3,287.70. 


Hollywood, $2,987.75; 
« Matic optional at $178.03 on all 
models in Jet category. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models.) 

KAISER — Special — 4-dr. , $2,389; 
2-dr. sed., $2,334. Gcteteen ade. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161 — 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoln — 4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4 dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 
MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sed., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
O-Matic optional at $189.77 on all models.) 
NASH Metropolitan—Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
Deluxe — 2-dr. sed., 


550. Super—4-dr. sed., $1,800; 
2-dr. sed., one 705; hardtop, $1, 805; Sub- 
-8—j| urban, $1,805. Rambler = 4-dr., 


sed., 
985; 2-dr. stat. 
wag., $2,055. 
$2,163; 2-dr. 
tom — 4-dr. 
Ambassador 


$1,970; ‘hardtop, $1,955; conv., 
wag., $1,955; 4-dr. stat. 
-dr. sed., 


Super—4 
sed., $2,115. Statesman Cus- 
sed., $2,337; hardtop, $2,428. 
r—4-dr $2,422; 2- 
Custom 


$5,128.05 (at 
coastal ports). Hydra-Matic optional at 
$178.85; not available on Nash-Healey, 
which is equipped with overdrive, or Metro- 
Ppolitans.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 





$1,-| $2, 


Holiday, $2,688..9; 
98—4 





dr. sed., $2,410.25; 

conv., $2,867.59. Series -dr. sed., £2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84 (Hyd:a- 
Matic optional at $178.35 on all models.) 


PA Special—2-dr. s«:i., 
$2,544. Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; aa cpe., $2,£°0. 

Super — ‘4-dr. $2, 815; 2-cr, 
sed., $2,765; Panama arate, $3,1 5. 
Packard — Cavalier 4-dr. sed., $3,344; 


Patrician 4-dr. sed., $3,890; Pacific hari- 
top, $3,827; conv., $3,935; Caribbean con... 
"Ghee 8-pass. sed., $5,610; lim., $5,960. 

Ultramatic standard in Patrician, Pacific, 
nue and Caribbean; optional at $1 9 
on other models.) 


PLYMOUTH—Piaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $),- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 

spt. cpe., $2,064; conv., $2,220; stat. wag., 
$2,207 25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. waz., 
$2,288. (Hy-Drive optional at $145.80 on 
all models. PowerFlite at $189.) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2.- 
419. Chieftain 6 Deluxe—4-dr. sed., $2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag. 
$2,494. Chieftain 8 Deluxe —4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2,579. Star Chief 8 — Deluxe 4-dr. 
sed., $2,301; Custom 4-dr. sed., $2,394; 
conv., $2,630. Catalina — Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, $2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; Chief- 
tain 8 Custom, $2,458; Star Chief 8 Cus- 
tom, $2,557. (Hydra-Matic optional at 
$178.35 on all models.) 

STUDEBAKER — Custom—4 - 
ar. sed., $1,730; a. sed., $1,685. Cham- 
pion Deluxe—4-dr. , $1,830; 2-dr. sed., 
$1700; 5-pass. cpe., “e1bas: stat. wag., $2,- 

Champion Regal—4-dr. sed., $1, 925; 
Sante. cpe., $1,945; hardtop, $2,085; stat. 
255. Commander Custom — 4-dr. 


er Deluxe—4-dr. sed., $1,935; 
. epe., $1,950; eo wag.. 
4 Regai—4- -dr. $2,- 
035; 2-dr. sed., $2,055; hardtop, orgs. 18. 
stat. wag., $2,365. President Deluxe—4-dr. 
sed., $2,245. President State—4-dr. sed., 
$2,315; 5-pass. cpe., $2,240; hardtop, $2,- 
390. (Automatic Drive optional at $216 on 
Champion, and at $226.50 on Commander 
and President.) 

WILLYS—Lark—4-dr. - $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. » $1,968; 2-dr. 
sed., $1,892. Ace hemen4-er. sed., 
023; 2-dr. sed., $1,947. 


cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 





New Commercial Car Registrations, 


10 States for September, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Passenger Car Registrations, 13 States for September, 1954-1953 
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GLARE REDUCED 


Announcing the Revolutionary New 








“MIRROR WITH THE GEARSHIFT” 


Three-Shift, Beam-Splitting 
Rear View Mirror Assures Better, 
Safer Vision—Day and Night! 


This is a really new rear view mirror—and it’s all set 
for a 1955 introduction! As an automotive man and 
a car owner, we think you'll agree that it’s an im- 
portant development in safer, more pleasant driving. 
Now, simply by operating a small gearshift lever on 
the bottom of the mirror, the driver has at his finger 
tips three different reflecting surfaces for greater eye 
comfort and safety under diverse driving conditions. 
The First Surface yields a daytime image containing 
about 60% of the total light, mostly in the easily 
visible yellow-green range, for better “contrast 
vision”. This means that images in the rear view 





mirror will be slightly different in color from those 
seen through your windshield. This factor is espe- 
cially important to those whose eyesight is not quite 
up to par, for older drivers, or for anyone when 
fatigue or eye weariness sets in. 


The Second Surface is for normal nighttime driving 
when lights behind you are far away or on low beam. 
It uses 11% of the light, mainly from the red range. 


The Third Surface reflects only 3% of the light, also 
from the red range, and is used to stop blinding 
high-beam headlight glare. 

Aside from the optics of this new mirror —a newly 
designed case provides about 25% more forward 
vision than conventional prismatic-ty pe mirrors with 
approximately the same mirror area. This is another 


big contribution to better vision and driving safety. 


Will Be Sold Only Through Dealers 


This new E-Z-I 3-Way Mirror will be available 
shortly as an accessory and will be sold only through 
automobile dealers. We feel that it offers an unusual 
merchandising opportunity to the dealer—as well as 
a real contribution to the entire automotive industry 
and to the motoring public. If you'd like to “see for 
yourself” stop at the Libbey -Owens- Ford Booth at 
the annual technical convention of the American So- 
ciety of Body Engineers— Rackham Memorial Build- 
ing in Detroit, October 27-29. Or write to the Liberty 
Mirror Division, Libbey:Owens-Ford Glass Com- 
pany, 608 Madison Avenue, Toledo 3, Ohio. 


E-Z-| G22 MIRROR 


the Mirror with the Gearshift 
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Used-Car Auction Prices 


Market Trend 


The overall average price of wholesale used cars sold at auction 
last week declined $1, according to Automotive News’ index. 

Three models gained in price; the others declined. Leading the ad- 
vance were ’54s, which went up $24. Other gains were: ’58s, up $10, 
and ’50s, up $4. 

Losing were: ’52s, down $14; ’51s, down $10; 48s, down $9, and ’47s, 
down $5. Losses on ’52s and ’51s brought those new models to record 
lows. 

Sales activity picked up slightly last week, with 71 percent, of 971, 
of the 1,365 offerings being sold. A week earlier, the ratio of sales was 
69 percent. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


LINCOLN—’53 Capri 4-dr., $1,905* (ps). 
DENVER MERCURY—’54 Monterey station wagon, 
(Denver Auto Auction. Sale every Fri-| $2,800°. '53 Custom 2-dr., $1,380. '50 
day. Prices are for sale of Oct. 8.) 


= — $470. 

cars r consignment— | NASH—’52 Statesman 4-dr., $855; Ramb- 
caieds aly vm Bold 138 cars out of ler Country club, $685. '51 Rambler sta- 
182 offerings.) 


tion wagon, $665; Country club, $605; 





'63 (150) 4-dr., $905. '52 SL Deluxe 4- 
dr., $750. '51 SL Special 4-dr., 
dr., $485; FL Deluxe 2-dr., 
SL Deluxe 4-dr., $625*; 2-dr., $555, $500. 
‘49 SL Deluxe 2-dr., ‘3465; 4a-dr., $360. 
‘48 SM 4-dr., $170. '47 SM 2-dr., $195. 
'46 FM 4-dr., $235; 2-dr., $215, 

CHRYSLER—’48 Windsor 4-dr., 

“a Custom coupe, 
r. 

DODGE—’51 %-ton pickup, $425. 
Meadowbrook 4-dr., $440. 

FORD—’54 Crest (8) 2-dr., $1,650°; Main 
(8) 2-dr., $1,160. '53 Custom (8) 4-dr., 
$1,155. '51 Custom (8) 4-dr., $795; Cus- 
tom (6) station wagon, $380. °50 Cus- 
tom (8) 2-dr., $660, $655; Deluxe (8) 
2-dr., $260. 49 Custom (8) 2-dr., $330; 
station wagon, $270. '48 %-ton pickup, 
$395. 

HUDSON—’49 Commodore 4-dr., $105. 
station wagon, $295. 


"50 


"40 


LINCOLN—’49 Cosmopolitan 4-dr., $350. 

MERCURY—’49 Monterey 4-dr., $200. 

NASH—’46 (600) 4-dr., $120. 

OLDSMOBILE — '51 (88) 4-dr., $925*; 
conv., $825*. °50 (88) 4-dr., $610*, $380. 
46 (88) 2-dr., $140°. 

PLYMOUTH — ’51 Cambridge 2-dr., $445. 
°47 Deluxe coupe, $290. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 


700°, '52 Chieftain (8) 4-dr., $820*. ’51 
Silver Streak (8) 4-dr., $775*. '50 Silver 
Streak (8) 4-dr., $340. 
STUDEBAKER — '51 Commander conv., 
$540*. °50 Commander coupe, $390. 
MISCELLANEOUS—’49 Hillman Minx 4- 
dr., $140. 


Statesman 4-dr., $400*. 
BUICK—’54 Special 4-dr., $1,955; 2-dr., 2 OLDSMOBILE—’54 (98) Holida 2 at 
at $1,900*. 62 Special 2-dr., $1,255. '51| MOooe (ps), $3,070 ‘en = CHICAGO 
Super Riviera 4-dr., $685°. ‘49 Super 4- Holiday, $3,050 (ps); 4-dr., $2,750* (Arena Auto Auction. Sale every Tues- 
dr., $330°. '46 Super 4-dr., $160. (ps), §2,535* (ps); 2-dr., $2,525*; (88) |4@y. Prices are for sale of Oct. 12.) 
CADILLAC—'54 (62) coupe deVille, $5,- Deluxe 4-dr., $2,030*. °53 (88) ‘Super (Sold 241 cars out of 454 offerings.) 
100° (D8), $44 ao (Pes Coot iony,| 47dt-» $1,600"; (98) 4-dr., $1,590*. '51| BUICK—'S4 Special 2-dr., $1,800. '53 RM 
Se ee ie eee Tes) | aa) 2-ete 9008". Skylark, $2,300° (ps); Riviera 2-dr., $1,- 
53 (62) 4-dr., $2,800" (Ps). >” gay. | PLYMOUTH—'54 Belvedere 4-dr., $1,575.| 800° (ps), $1,715° (ps),, $1,700* (ps); 
nee sedan, $2,185°. ’50 (60) 4-dr.,| s53 Cambridge Suburban, $1,265; 4-dr., Super pivere 4-4., $1,605° £P, $1, 
, : fe . $925. '52 Concord Savoy, $1,075. '49 Spe- *; 2-dr., ,550*; Special Riviera 2- 
CHEVROLET—’ 54 Corvette conv., $2,235°*; cial Deluxe club coupe, $310. dr., $1,465*. °52 RM Riviera 2-dr., $1,- 
Bel Air conv., $2,000*; Sport coupe, $1,-| ponTIAC—'53 Chieftain (8) 2-dr., $1,-| 135*; Super Riviera 4-dr., $1,065*; Spe- 
825; 4-dr., $1680, $1,645; 2-dr., $1,610,/ ogs* +51 Silver Streak (8) 4-dr., $775*;| cial conv., $990*. 
$1,600; (210) 2-dr., $1,600, $1,550, $1,-| Ciub coupe, $690. ’'50 Silver Streak (8) | CADILLAC—’53 (62) coupe deVille, $3,- 
500, $1,475; 4-dr., $1,590, $1,470. 53 2-dr., $430. 110* (ps), $3,100* (ps), $2,805*; coupe, 
(210) Handyman, $1,450; 4-dr., $1,285; | spypEBAKER — '51 Commander 2-dr.,| $2,885*; 4-dr., $2,875° (ps), $2,820* (ps); 
2-dr., $1,025; Bel Air conv., $1,205. '52| "200, (60) Special 4-dr., $2,905* (ps). '52 (62) 
SL Deluxe 2-dr., $900°. '51 FL Deluxe! wip rys 54 Jeepster, $2,300, $2,255, $2,-| coupe, $2,225*; conv., $2,000* (ps), 
2-dr.,_$500°. . | 210. ’52 station wagon, $650. 51 (4) | CHEVROLET —'53 Bel Air Sport coupe, 
OHRYSLER—'53 Windsor 4-dr., $1,355*.| 1 ton pickup, $945. $1,515" (ps), $1,425°, $1,415*; 4-dr., $1,- 
"51 NY Newport, $800*. ‘50 Imperial 4-| wiscELLANEOUS—'64 roadster, $2,465. 275*; 2-dr., '$1,160*, 2 at $1,105; (210) 
dr., $595. '49 Windsor conv., $250*. Handyman, $1, 505*; 2-dr., $1,075: 4-dr., 
DODGE—’53 Coronet Diplomat, $1,160. '52 $1,070*, 2 at $1,010, $1,000; club coupe, 
Y-ton plokup, $75. "51 Coronet, far, DANVILLE, VA. $1,030; (150) Carryall, $805; 2-dr., $885. 
’ Ne oronet 2-dr., . 3 $855, , Deluxe 1 Air, : 
FORD G4 Croat (8) Country sedan, $2,-| , (Danville Auto Auction. Sale very Wed-| fur) Srase, $130. 
390*; Victoria, $2,190°, $2,175, $2,030, g eee OCHRYSLER—’50 NY club coupe, $305*. 
$2,010; Skyliner, $2,125; 4-dr., $2,120°; (A good tobacco market here ts hold- | neSOTO —'53 Powermaster 4-dr., $995°. 
Main (8) Ranch Wagon, $2,150*, $2,135,| img prices very good. Sold 60 cars out ’52 Custom club coupe, $850*; 4-dr., 
$1,965; Custom (8) conv., $1,950%, $1,-| of 94 offerings.) : $790* (ps). ‘51 Custom 4-dr., $635°%, 
700; club coupe, $1,820; 4-dr., $1,705; | BUIOK—’51 RM 4-dr., $870*. '50 Special $565°*. 
- $1,685. '53 Crest (8) Victoria, $1,- 2-dr., $550; 4-dr., $530. '48 Special conv., | DODGE — '53 Meadowbrook 4-dr., $800°. 
$275. °47 Super 2-dr., $225. ‘52 Coronet 4-dr., $765*. '50 Wayfarer 
RAISER—'52 2-dr., $760*. '51-4-dr., $445*, | CADILLAC—'49 (62) 2-dr., $995°. 2-dr., $300*. °49 Coronet 4-dr., $300*. 
$410. $1,610. ' FORD—'54 Main (6) 2-dr., $1,300, $1,250. 


CHEVROLET—'54 Bel Air 2-dr., 


TELLS WHEN IT’S TIME TO REFUEL 


IT’S NEW! IT’S NEEDED! 
IT'S EXCLUSIVE - NOTHING LIKE IT - ANYWHERE! 


SOUNDS OFF ww vou wee cas 


GAS-O-LARM is a real ACCESSORY — not a gadget. It is useful — 
helps prevent accidents and irritating delays caused by running 
out of gas. Approximately one-and-one-half million cars run out 
of gas every year! 


GAS-O-LARM’s buzzer sounds off when the float in the gas tank 
drops to the two-to-three-gallon reserve level. A tonvenient switch 
. enables the driver to shut off the alarm and to reset it after re- 
fuelling. There are no false alarms caused by sloshing of the gas 
while driving around corners, up steep grades or over rough roads. 





GAS-O-LARM is a STAPLE ITEM — sells all year ‘round, regardless 
of temperature and weather. A wonderful gift item for motorists 
who “have everything”. It is attractive in its gray hammertone, 
sturdy aluminum case. Compact, measures 34% x 2” x 1%". 


Two 6-V models and one 12-V model meet:requirements for all 
Ford Motor Company, Chrysler Corporation and General Motors 
cars from 1949 through: current models. Individually boxed and 
in counter display cartons of 6 assorted units. 






JOBBER’S ADDRESS 


| Ne 168 Beem Boonmanels ot | 





























ONLY 
% 4” 


GAS-O-LARM offers NO IN- 
STALLATION PROBLEM. Simply 
clamp to dash and connect to 
the gas gage and ignition 
switch. Absolutely safe — no 
direct connection to fuel tank, 
no fire hazard. 


SIMPLE TO INSTALL 


SEND FOR YOUR SAMPLE TODAY 
GET YOURS NOW! 
30-DAY SPECIAL INTRODUCTORY 
OFFER TO DEALERS — 
YOUR SAMPLE AT LESS THAN 
REGULAR DEALER COST. 
eae ee ee ee ee ee ae eae ae es ae 
MERCHANDISE DEPT. 
1 TALCO ENGINEERING CO., INC. i 
y HAMDEN, CONN. 

1 enclose check (M/O) for $2.25 for my 


fer & 
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Average Used-Car Prices 


(Compiled by Automotive News) 


Oct., 1954 Sept., 
To Date 1954 
$1,871 

1,250 
939 
693 
514 
362 
237 
181 


Aug., 
1954 
$1,942 
1,290 

991 


$1,751 


901 
656 


498 521 


$ 756 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


"63 Main (6) Ranch Wagon, $1,280; 2- 
dr., $900; Main (8) 2-dr., $850; Custom 
(8) 4-dr., $1,215*, $1, 175, $1,030*; club 
coupe, $1,140*. 52 Main (8) Ranch’ Wag- 
on, $1,195; Custom (8) conv., $1,085*; 
4-dr., $860*, 2 at $800; Crest (8) Vic- 
teria, $1,000*. '51 Custom (8) Victoria, 
$650°*. 

HUDSON—’53 Jet 4-dr., $955*, $835. °52 
Hornet 4-dr., $655*. '51 Commodore (8) 
4-dr., $375; Super (6) 2-dr., $275. 

KAISER—’51 4-dr., $220*. 


LINCOLN—’53 Capri 4-dr., $1,955* 
’50 4-dr., $450*. '49 2-dr., $205. 

MERCURY—’54 Monterey Sun Valley, $2,- 
380* (ps), $2,185* (ps). ’°52 Custom Sport 
coupe, $1,135, $1,060; 2-dr., $1,015*. ’51 
4-dr., $815, $775, $735. ’50 4-dr., $545*; 
2-dr., $440; conv., $325. 

NASH—’54 Rambler 4-dr., $1,320; Metro- 
politan sedan, $960. ‘53 Rambler club 
coupe, $1,060, $1,020. '51 Ambassador 4- 
ar. $450; Ram- 


$555*; Statesman 4- dr., 
bler station wagon, $410. 

OLDSMOBILE—’54 (98) Holiday, $3,110* 
(ps); 4-dr., $2,900* (ps), $2,740* (ps), 
$2,650* (ps); (88) 2-dr., $2,000. ’53 (98) 
Holiday, $1,800*; (88) 4-dr., $1,710° 
(ps), $1,575*, $1,500; conv., $1,695* (ps); 
2-dr., $1,525. "52 (98) 4-dr., $1,570* (ps). 

PACKARD—’54 Clipper 4-dr., $2,005*. ’51 
(200) 4-dr., $695*, $600*. ‘50 Super 4- 
dr., $215. 

PLYMOUTH—’53 Cambridge suburban, $1,- 
210, $1,145; 4-dr., $850*, $775; Cran- 
brook 4-dr., $955*. '52 Cranbrook 4-dr., 
$500. °51 Cranbrook 4-dr., $525; Cam- 
bridge 2-dr., $505. °49 Special Deluxe 2- 


dr., $350. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 
345* (ps), $2,190*; Star Chief (8) 4- 
dr., $1,850*. '53 Chieftain (8) Catalina, 
$1,725", $1,695* (ps); 2-dr., $1,455°*; 
conv., $1,235*, $1,025*. '52 Chieftain (8) 
4-dr., $965*; 2-dr., $750. 

STUDEBAKER — ’'53 Commander club 


(ps). 


coupe, $1,260*. '52 Champion club coupe, 
$805; Commander Land Cruiser, $470*. 
’51 Champion 4-dr., $445, $400, $360; 
Commander Land Cruiser, $425. °50 
Champion 2-dr., $245, $235. 
WILLYS—’53 station wagon, $855. 
MISCELLANEOUS — '53 Henry J sedan, 
$610. 
RICHMOND, VA. 
(Ryan Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Oct. 
13.) 

(Supply is not keeping up with the 
demand for clean ’49-’52 models. Autos 
still bringing good prices, but it’s like 
pulling eye-teeth. Sold 66 percent of cars 
offered.) 


BUICK—’54 Special Riviera, $2,450. °51 
Special 2-dr., $720. ‘50 Super 4-dr., 
$540. ’°49 Super conv., $330; Super 4-dr., 
$230. 

CADILLAC—’54 (62) coupe deVille, $4,- 
850* (ps). °52 (62) 4-dr., $2,100*. ’51 
(62) 4-dr., $1,650*, $1,600*. 

CHEVROLET—’54 Bel Air coupe, 2 at 
$1,700, $1,660. ’51 SL Deluxe 4-dr., $700; 
%-ton panel, $505. '49 SL Deluxe club 
coupe, $475. '40 2-dr., $200. 

CHRYSLER—’51 Saratoga 4-dr., $660. '48 
Windsor 4-dr., $370. 

FORD—’54 Crest (8) 4-dr., $1,810, $1,750; 
%-ton pickup, $1,100, $1,000, $850. °52 
Crest (8) Victoria, $1,275, $1,225. ’51 


’50 Deluxe 
’49 Deluxe 


Deluxe (8) sedan, 2 at $730. 
(8) sedan, $705, 2 at $550. 
(8) sedan, 2 at $450, $360. "40 Deluxe 
2-dr., $165. 

HUDSON—’52 Manhattan 4-dr., $380. 

MERCURY—’54 Monterey Hard Top, $2,- 

000* (ps). 

NASH—’51 Rambler conv., $550. 

OLDSMOBILE — '54 (98) sedan, $2,560* 
(ps). °53 (88) Holiday, $1,700*. 

PONTIAC—’47 Torpedo (8) conv., $230. 

STUDEBAKER—’53 Champion Hard Top, 
$1,400*. 

WILLYS—’54 (6) station wagon, $1,325°. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 8.) 


(Sold 181 cars out of 288 offerings.) 


BUICK—’54 Super Riviera, $2,365*. ‘53 
Super 4-dr., $1,575*, $1,535*, $1,400°; 
Special 2-dr., $1,525*. '52 RM 4-dr., $1,- 
150*. °51 Super Riviera, $790*; 4-dr., 
$730. °50 Super 4-dr., $630*, $590*. '49 
Super 4-dr., $235*. 

CADILLAC—’51 (62) coupe, $1,820*; 4- 
r., $1,355*; (60) Special 4-dr., $1,575*. 
’50 (60) Special 4-dr., $1,300*%; (61) 
coupe, $1,225*. ’49 (62) 4-dr., $935°*. 

CHEVROLET — '54 (210) station wagon, 
$1,725; 2-dr., $1,215; Bel Air 4-dr., $1,- 
430; %-ton pickup, $1,045. '53 Bel Air 
coupe, $1,270, $1,255; (210) 2-dr., $1,140. 
"52 SL Deluxe Bel Air, $1,040; 4-dr., 
$835, $775, $745, $740°. °51 SL Deluxe 
Bel Air, $725; 2-dr., $615, $575; SL Spe- 
cial 2-dr., $500. '50 SL Deluxe 2-dr., 2 
at $515; 2-ton dump, $640. 

CHRYSLER — ’'53 Windsor 4-dr., $1,265°. 
"50 NY Newport, $760. '49 NY 4-dr., 

$230, $210. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,280*. 
*50 Custom 4-dr., $495, $450. 

DODGE—’52 Coronet 4-dr., $685*, $655. 
‘61 Meadowbrook 4-dr., $430; vanette, 
$300. °50 Coronet 4-dr., $450; 1%-ton 
pickup, $305. ’°49 Coronet 4-dr., $220. 

FORD—’54 Custom (8) 4-dr., $1,850*. 
Custom (8) Victoria, $1,295; 4-dr., 
250°, $980. ‘52 Main (6) 4-dr., 
Main (8) 4-dr., 
$400. 


"53 
$1,- 
$665; 
$600; 1%-ton van, $515, 
"51 Custom (8) 4-dr., $585; Cus- 





tom (6) 2-dr., $520; %-ton pickup, $460 
1%-ton van, $435. '50 %-ton dump, $460 


HUDSON —’52 Hornet 4-dr., $920*. °5: 
Hornet 4-dr., $395. °'50 Hornet 4-dr., 
$215. ’49 Super (6) 4-dr., $150. 

MERCURY—’53 2-dr., $1,340. ’52 Monte- 
rey coupe, $1,265*, $1,175*, $965*; 2-dr., 
$1,055*, $900; Custom coupe, $965*. '5i 
Monterey club ore $725*, $700*. '50 


club coupe, $545, 

NASH — ’53 Soahanaee club coupe, $1,- 
335°; 4-dr., $1,050*. 52 Statesman 4-dr., 
$895*, $820; Ambassador 4-dr., $525. '50 
(600) 4-dr., $245. '47 (600) 4-dr., $100. 

OLDSMOBILE—’54 (98) Holiday, $3,000°. 
’53 (88) 2-dr., $1,545*. ’°52 (88) Holiday, 
$1,325*. '51 (88) 4-dr., $900*, $820*. ’50 
(88) 2-dr., $645°. °49 (98) 4-dr., $460°; 
(76) 4-dr., $340. 

PACKARD—’53 (200) 2-dr., $1,185*. 
station wagon, $255. 

PLYMOUTH—’ 54 Savoy club coupe, $1,335; 
Belvedere conv., $1,300. °53 Cambridge 
suburban, $1,255, $1,220; Cranbrook 4- 
dr., $690. '53 Cranbrook club coupe, $925, 
ae $665. °51 Cranbrook club coupe, 

PONTIAC—’54 Chieftain (8) 4-dr., 
’52 Chieftain (8) Catalina, 
dr., $1,100, $950, $930. '51 Silver Streak 
(8) 4-dr., $825, $775*, $700*. ’50 Silver 
Streak (8) station wagon, $660*; 2-dr., 
$540. '49 Silver Streak (8) 4-dr., $280. 

STUDEBAKER — ’'53 Commander club 
coupe, $1,150*, $1,070*%; Champion club 
coupe, $840*. '52 Commander 4-dr., $735; 
Champion 2-dr., $455. °51 Commander 
4-dr., $490*; Land Cruiser, $405*. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 12.) 
(Sold 56 cars out of 98 offerings.) 
BUICK—’50 Super 4-dr., $289*. '47 Special 
conv., $170. 


CHEVROLET — '53 %-ton pickup, $700. 
’52 SL Deluxe Bel Air, $950*. ’°51 %-ton 
pickup, $475. 50 SL Deluxe 4-dr., $565, 
$335; 2-dr., $525, $425; %-ton pickup, 

. 49 SL Deluxe 2-dr., $385, $310; 
4-dr., $350. °47 FL 4-dr., $225. °46 FL 
club coupe, $245; 2-dr., $230. '39 Deluxe 
2-dr., $140. 

DeSOTO—’52 Fire Dome (8) 4-dr., $890. 

FORD—’52 %-ton pickup, $635. °51 Cus- 
tom (8) 4-dr., $660; %-ton pickup, $410. 
"50 Custom (8) 2-dr., $440. '48 Deluxe 
(8) 2-dr., $175, $145. °'47 Deluxe (8) 
conv., $190, $115. ’46 Deluxe (8) 2-dr., 
$185, $105. ’41 Deluxe 2-dr., $110. 

’49 Deluxe 4-dr., $140. 

LINCOLN—’49 Cosmopolitan 4-dr., $140. 

$1,135*. °50 


*48 


$2,010°. 
$1,295*; 4- 


MERCURY—’53 Custom 2-dr., 
'49 4-dr., $305. 
’47 4-dr., $230. 
NASH—’49 Ambassador 4-dr., "48 
OLDSMOBILE—’50 (78) 4-dr., $550*. '49 
(88) 4-dr., $160*. °46 (76) 2-dr., $105. 
PONTIAC—’53 Chieftain (8) Catalina, $1,- 
425°. ’51 Silver Streak (8) 4-dr., $775. 


Custom 2-dr., $475, $410. 
$150. 
Ambassador 4-dr., $140. 
PACKARD—’48 (600) coupe, $150. 
’49 Silver Streak (8) 4-dr., $255. 


STUDEBAKER — ’51 Commander Land 
Cruiser, $165. 
ALBANY 


(Tim Anspach Auto Auction. Sale every 
Mondy. Prices are for sale of Oct. 11.) 

(Prices still fading slightly, especially 
*62 through °S4s. A few outstanding 
*‘gilt-edged”’ autos sold as high as ever. 
We are expecting a great rush of busi- 
ness when new cars start rolling. Eight 
out of ten cars sold is the sign of a 


good — im any man’s country. We 
cars out aa 203 offered.) 

BUICK—’54 Century 4-dr., $2,220*; Special 
$1,630*. °'52 Super 4-dr., $1,175*. °51 
Special 2-dr., $690. '50 Super Riviera 4- 
dr., $580; Special 4-dr., $510, $490. °49 
RM 4-dr., $160*, $155*. 48 RM 4-dr., 
wagon, $100. 

OADILLAC—’54 (62) conv., $4,625* (ps). 

"52 (60) 
Special 4-dr., $2,025* (ps). 
dr., €1,280*. °49 (61) 2-dr., $950*; 4- 
"42 (62) 4-dr., $190. 
°41 (61) 4-dr., $150. 

CHEVROLET— 

53 Bel Air Sport coupe, $1,320; 2-dr., 
$1,170; (210) 2-dr., $1,020, $1,000; 4- 
$775; %-ton pickup, $550. '52 SL Special 
coupe, $840*, $740*. '51 SL Deluxe Bel 
cial 2-dr., $630; FL Special 2-dr., $540. 
*50 SL Deluxe Bel Air, $690; 4-dr., $530, 
coupe, 2 at $500; FL Deluxe 2-dr., $525. 
°49 SL Deluxe 2-dr., $320; 4-dr., $260, 
$410, $225; 2-dr., $390, $380, $340, $290. 
*48 tanker, $700; SM 4-dr., $280; 2-dr., 
$160. '46 FL Aerosedan, $170; 2-dr., 
$130; SM 4-dr., $110. 

$790*. °46 
NY 4-dr., $100*. 
on, $1,200; 4-dr., $880. ’52 Meadowbrook 
4-dr., $790; %-ton pickup, $420. '51 Coro- 

FORD—’53 %-ton pickup, $940. ‘52 Cus- 
tom (8) 4-dr., $870; Main (8) 2-dr., 
$790, $635, $580*, $550; Victoria. 
$700; conv., $625; Deluxe (6) 2-dr., 


beat record today by selling 163 
2-dr., $1,950. '53 Super Riviera coupe. 
dr., $600*; 4-dr., $440*; RM Riviera 4- 
$130. '47 RM 4-dr., $140; Super station 
*53 (60) Special 4-dr., $2,910*. 

"50 (62) 4- 
dr., $730*, $530°. 

’54 Bel Air 4-dr., $1,740*. 
dr., $970; (150) 4-dr., $890; Carryall, 
Air, $840*, $740*; conv., $710*; SL Spe- 
$460, $445, $420, $230; 2-dr., $605; 
$250; FL Deluxe conv., $350; 4-dr., 
$230, $150. '47 FM 4-dr., $180; SM 4-dr., 

CHRYSLER—'51' Windsor 4-dr., 
DODGE—’53 Meadowbrook station wag- 
net Diplomat, $780*; 4-dr., $625*. 
$760; coupe, $700. '51 Custom (8) 4-dr., 
(Continued on Page 50, Col. 4) 











AUTOMOTIVE NEWS, OCTOBER 25, 1954 


L. the heart of every man who drives 


lives a car no road has ever brought to him. 


It is himself in motion. It is a dream that travels. It is a hope... 
Its engine is a whisper. Its brakes are a feather. 


Its steering is a wish-machine at his finger-tips. 


Not just in steel and paint and cushions will it be 

the one right car... but in the way it /ives with him. 

Not just as house or horse or yacht will he 

take pride in this car when he finds it... 

but as something so personally right he might have planned 
and built it with his own mind and his own hands. 


If you are this man, you know just what this means. 


If you are this man, you will never stop the search 
until you find the car. If you are this man, 

we can promise you here and promise you now 
the nearest to your dream a car has ever come... 


far nearer to your dream than you ever thought one would! 


It will be a milestone . . . not only in the history 


of automobiling ... but perhaps in your own life as well. 


It will be the new Chrysler for 1955. 
Watch for it. 
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Closing date, first forms, March 15, 1955. 
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PRODUCT 


SHOUG® BE IN HERE 






YOUR STORY 
SHOULD BE 


IN HERE 


It sells for you all year long 
because it’s referred to all year 
long by more than 41,000 sub- 
scribers—your prime prospects in 
car and truck dealerships and 
factories. 


Service managers, parts managers, 
presidents or owners and 

factory executives refer to 
AUTOMOTIVE NEWS 
ALMANAC throughout the year 
for the authoritative information 
they need—new product and 
new model data, statistics, charts, 
gtaphs, historical data. And 
these are the readers who buy, 
sell, recommend, specify, your 
type of product or service. 


Place your advertisement where 
it will speak for you all year long 
in the AUTOMOTIVE NEWS 
ALMANAC for 1955. 
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Used-Car Auction Prices 





(Continued from Page 48) 


$500; 4-dr., $490; %-ton pickup, $450. 
‘50 Custom (8) 4-dr., $530, $350; Deluxe 
(8) 2-dr., $430; Custom (6) 4-dr., $400, 
$330; Deluxe (6) 4-dr., $350. '49 Custom 
(8) club coupe, $380; 4-dr., $270, $260, 
$250; 2-dr., $290, $160; Deluxe (8) 2- 
dr., $300; Custom (6) 4-dr., $220; De- 
luxe (6) 2-dr., $220. ’'46 Deluxe (6) 2- 
dr., $160; Deluxe (8) 4-dr., $110. 


HUDSON—’51 Hornet club coupe, $420*. 
‘50 Commodore 4-dr., $370; Super 4-dr.. 
$275. °49 Commodore 4-dr., $210*; Su- 
per 2-dr., $160. 

KAISER—’51 Deluxe 4-dr., $375, $360*. 


MERCURY—’54 coupe, $2,000*. '52 2-dr., 


$1,050. 

NASH—’52 Rambler station wagcn, $745°, 
$700. 50 Ambassador 4-dr., $250. °'47 
(600) 4-dr., $110. 

OLDSMOBILE—’54 (98) Holiday, $2,660*; 
(88) Holiday, $2,610* (ps). °52 (88) 2- 
dr., $990. '51 (88) 2-dr., $750*; 4-dr., 
$710*; (98) 4-dr., $750*, $690*. '50 (88) 
2-dr., $650*; (98) 4-dr., $610*. °49 (98) 
4-dr., $560*, $385*; (88) 4-dr., $280*. 

PACKARD—’50 4-dr., $370*. '48 Super 4- 
dr., $130*. 

PLYMOUTH—’'53 Cranbrook 4-dr., $970*. 
"52 Cranbrook 4-dr., $760. '49 Special 
Deluxe 4-dr., 2 at $400; 2-dr., $320. ’'46 
Special Deluxe 4-dr., $170. 

PONTIAC—’54 Star Chief (8) Catalina, 
$2,250*. '53 Chieftain (8) 4-dr., $1,385°. 
’52 Chieftain (8) 4-dr., $1,035*, $1,020*, 
$975*. '50 Silver Streak (8) 2-dr., $600*; 
coupe, $540*. '47 Torpedo (8) 4-dr., $160. 

STUDEBAKER—’53 Commander Hard Top, 
$1,300* (ps), $1,050*; Champion coupe, 
$1,135*. ’52 Champion coupe, $775. ’49 
Commander coupe, $190*. °48 Champion 
conv., $170*%. '47 Commander coupe, 
$100*. 

WILLYS—'49 station wagon, $360*. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sales of Oct. 
6-13.) 

(The market really dropped again and 
smaller dealers are short on autos. Bid- 
ding good, however. Sold 89 cars out of 
186 offerings.) 

BUICK—’53 Super 4-dr., $1,310*. °51 Su- 
per 4-dr., $660. '50 Super 2-dr., $590*. 
CADILLAC — ’52 (62) 4-dr., $1,680*. ’51 
(62) 4-dr., $1,500*. °50 (62) 4-dr., $1,- 
250*. °49 (62) $860*. °41 4-dr., $100*. 
CHEVROLET—’54 Bel Air 4-dr., $1,505*. 
’53 Bel Air 4-dr., $1,035, $1,010; (210) 
4-dr., 2 at $1,030, $1,025. 52 SL Deluxe 
2-dr., $805, $770. '51 SL Deluxe 4-dr., 
$660, $650, $605. '50 SL Deluxe 2-dr., 2 
at $510, $500. ’49 SL Deluxe 4-dr., $390, 
2 at $375, $370. "48 SM 2-dr., $270, 2 at 

$200. 

CHRYSLER—’52 Windsor 4-dr., $740*. '50 

Windsor 4-dr., $550*. 

DeSOTO—’'51 Custom 2-dr., $560*. '50 Cus- 
tom 2-dr., $465*. 

DODGE—’51 Coronet club coupe, $610*. 

FORD — '54 Main (8) 2-dr., $1,400. °53 

Custom (8) 4-dr., $1,110; Main (8) 2-dr., 

$925. °52 Custom (8) 4-dr., $855, $840*, 

2 at $800. '51 Custom (8) Victoria, 

$700*; 4-dr., $640*, 2 at $625. ’50 De- 

luxe (8) 2-dr., $410, 2 at $400, $360. ’49 

Deluxe (8) 2-dr., $285, $275. '48 Custom 

(8) conv., $200. °47 Deluxe (6) 2-dr., 

$100 


HUDSON — '50 Commodore 4-dr., $280, 
$250. 

KAISER—’51 Deluxe 4-dr., $310. 

LINCOLN—’51 Cosmopolitan 4-dr., $710*. 

MERCURY—’ 54 Custom 4-dr., $1,510*. '53 
Monterey 4-dr., $1,400*, $1,370*. ’52 Cus- 
tom 4-dr., $1,020%, $970. '51 Custom 4- 
dr., $705*. '49 Deluxe 2-dr., $475. 

NASH—’51 Rambler 2-dr., $570*. ’50 (600) 
4-dr., $335. 

OLDSMOBILE—’54 (98) Holiday, $3,350* 
(ps). °53 (88) Holiday, $1,805*, $1,700*. 
’51 (88) 4-dr., $810°. °49 (88) 4-dr., 
$370°. 

PACKARD — '50 (600) club coupe, $380. 
*48 Deluxe 4-dr., $225. 

PLYMOUTH—’53 Cranbrook 4-dr., $970*. 
’52 Cranbrook 2-dr., $610. ’51 Cambridge 
4-dr., $590, 2 at $550. "50 Deluxe subur- 
ban, $615. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
500°; 4-dr., $1,310*, $1,300*; 2-dr., $1,- 
175. °52 Chieftain (8) 4-dr., $805*. °51 
Silver Streak (8) 2-dr., $700*. '49 Sil- 
ver Streak (8) 2-dr., $395*, 2 at $375. 
*47 Torpedo (8) 4-dr., $195. 

STUDEBAKER—’51 Champion 4-dr., $530*. 
’50 Champion 2-dr., $310*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 8.) 
(Sold 165 cars out of 230 offerings.) 

BUICK—’54 RM 4-dr., $2,750* (ps); Su- 
per 4-dr., $2,450; Special 4-dr., $2,320*. 
‘53 RM Riviera sedan, $1,700* (ps), $1,- 
625*; Super Riviera, $1,500*. ’°52 RM 
4-dr., $1,150* (ps); Special 4-dr., $1,110. 
’51 Super 2-dr., $770*. 

CADILLAC—’53 (62) 4-dr., $2,800* (ps). 
’52 (62) club coupe, $2,225* (ps). ’51 
(62) 2-dr., $2,000*, $1,650%; coupe, $1,- 
800*, $1,650*. °50 (62) 4-dr., $1,385*. 
'49 (61) 2-dr., $875*. 

CHEVROLET—’54 Bel Air 2-dr., $1,685, 
$1,635. °53 (210) 4-dr., $1,175; Bel Air 
4-dr., $1,025; (150) 4-dr., $800. ’°52 SL 
Deluxe 4-dr., $875, $800*; 2-dr., $850; 
%-ton pickup, $625. '51 SL Special 2-dr., 
$600. '50 SL Deluxe 2-dr., $500; 4-dr., 
$500. '49 SL Deluxe 4-dr., $425. 

CHRYSLER—’53 NY 4-dr., $1,650*, $1,600° 
(ps). '49 Royal club coupe, $465. 

DODGE — ’53 Coronet 4-dr., $800°. °52 
Wayfarer 4-dr., $575; %-ton pickup, 
$360. °51 Meadowbrook 4-dr., $510. 

FORD — ’54 Crest (8) Victoria, $2,100*, 
$1,910; Country sedan, $2,000; Main (8) 
Ranch Wagon, $1,850; Custom (8) sedan, 
$1,715; Main (6) 2-dr., $1,390. ’53 Main 
(8) Ranch Wagon, $1,375; Custom (8) 
4-dr., $1,350, $1,300; 2-dr., $1,260; conv., 
$1,240; club coupe, $1,150. ’52 Main (8) 
Ranch Wagon, $1,150; 2-dr., $835; Crest 
(8) Victoria, $1,120*; Custom (8) 2-dr., 
$1,025, $900; 4-dr., $910. ’°51 Custom (8) 
2-dr., $720, $525; station wagon, $575. 
*50 Custom (8) 4-dr., $825; 2-dr., $510. 
’49 Custom (8) 4-dr., $400. 

HUDSON—’53 Wasp 4-dr., $990*. ’52 Hor- 
net 2-dr., $675. 

MEROURY—’54 Custom 2-dr., $1,700. '53 
Custom 2-dr., $1,410. '52 Custom 4-dr., 


$925*. °51 4-dr., $700. '50 Sport se .n, 


$500. 

NASH—’'54 Metropolitan sedan, $980. 53 
Rambler station wagon, $1,000. '52 R: 7m. 
bler Hard Top, $740. '51 Ambassador 4. 
dr., $440. 

OLDSMOBILE—’54 (88) Holiday, $2,65 +; 
4-dr., $2,425* (ps). ’53 (98) 4-dr., £1,- 
910° (ps). "52 (98) 4-dr., $1,225*; (+3) 
4-dr., $1,210*. 

PACKARD—’51 2-dr., $550. 

PLYMOUTH—’53 Cranbrook coupe, $1,(45; 
4-dr., $970; Cambridge 4-dr., $700. ‘52 
Concord suburban, $1,000; club coune, 
$750; Cranbrook 4-dr., $770. ’51 Cran- 
brook Belvedere, $470. '49 Deluxe 4-:'r., 


$390. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
600*, $1,495*; 4-dr., $1,400*; conv., £1,- 
325°; Chieftain (6) 4-dr., $1,250°. ‘52 
Chieftain (8) 4-dr., $850*. 

STUDEBAKER—’'54 Champion coupe, §$1,- 
500. ’°51 Champion 4-dr., $445. 


GRAND RAPIDS 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 12.) 

(Older autos still in demand and prices 
quite solid. ’°53 and °’54 models off in 
price. Supply up. Sold 45 cars out of 85 
offerings.) 

BUICK—’54 Super 2-dr., $2,460*; Special 
4-dr., $2,220*; 2-dr., $1,900. °53 Super 
Riviera 2-dr., $1,610*; 4-dr., $1,510, $1.- 
100*. ’51 RM Riviera 4-dr., $835*; Super 
4-dr., $750; Special 4-dr., $705*. °59 Su- 
per Riviera 4-dr., $640*; Special 4-dr., 
$495; 2-dr., $315. 

CADILLAC—’53 (62) 4-dr., $2,800*. 

CHEVROLET—’54 Corvette conv., $2,225"; 
(210) 2-dr., $1,340. ’53 Bel Air Sport 
coupe, $1,300; 4-dr., $1,145. '51 SI. De- 
luxe 2-dr., $665; club coupe, $575. °50 
SL Deluxe Bel Air, $545. 49 SL Deluxe 
2-dr., $325; club coupe, $270. °48 FL 
Aerosedan, $215. 

CHRYSLER—’50 Windsor 4-dr., $630*. 

DODGE — ’53 Coronet (8) Diplomat, $1,- 
230*. ’52 Meadowbrook 4-dr., $700. °50 
Wayfarer 2-dr., $455. 

FORD — ’53 Crest (8) 4-dr., $1,160. ‘52 
Crest (8) Country Squire, $1,195; Crest 
(6) 2-dr., $895*. '51 Custom (8) 2-dr., 
$615, $540. 50 Deluxe (6) 2-dr., $400. 

HUDSON—’51 Hornet 4-dr., $550. 

MERCURY—’53 Custom 2-dr., $1,400. '52 
Monterey club coupe, $1,190*. °50 4-dr., 


$565. 

NASH — ’53 Statesman 2-dr., $1,025. ‘50 
Statesman 4-dr., $300. 

OLDSMOBFLE—’' 54 (88) 4-dr., $2,250*. '52 
(88) Super 2-dr., $1,255°*. 

PLYMOUTH —-- °50 Special Deluxe club 
coupe, $465. 

PONTIAC — '51 Silver Streak (8) 2-dr., 
$795*. °50 Silver Streak (8) 4-dr., $400. 

STUDEBAKER — '51 Commander 4-dr., 
$330°. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Oct. 13.) 

(Market off; unsettled due to immi- 
mence of new °55 models. Sold 76 cars 
out of 106 offerings.) 

BUICK—’51 Special sedan, $780. '50 RM 
sedan, $525*. °49 Super sedan, $375*; 
RM sedan, $355. 

CADILLAC—’54 (62) coupe deVille, $4,- 
500* (ps), coupe, $4,200* (ps), $4,100* 
(ps). °53 (62) coupe, deVille, $3,000° 
(ps). "48 (62) sedan, $680*. 

CHEVROLET — '54 (210) sedan, $1,450, 
$1,425. ’53 (210) station wagon, $1,025. 
‘52 SL Deluxe Bel Air, $935*; sedan, 
$830; SL Special sedan, $690. '51 SL De- 
luxe Bel Air, $710*, $650*; sedan, $735*, 
$700, $600. '50 SL Deluxe sedan, $610, 
$555, $530. '49 SL Deluxe sedan, $425. 
"40 SL Deluxe sedan, $170. 

CHRYSLER — ’51 Imperial sedan, $860°. 
48 Windsor sedan, $340, $290. 

DeSOTO — '52 Custom sedan, $870*. ‘49 
Custom sedan, $385. 

DODGE—’51 Coronet Diplomat, $720*. 

FORD—’54 Custom (8) sedan, $1,400. ‘53 
Crest (8) Country Squire, $1,550; sedan, 
$1,150, $890, $875, $850. '52.Custom (8) 
conv., $1,000*; sedan, $720, $700, $680. 
$675. '51 Custom (8) sedan, $710*, $650. 
*50 Custom (6) sedan, $425. '49 Custom 
(8) sedan, $420, $350; Deluxe (8) sedan, 
$250. ’'47 Deluxe (8) sedan, $110. 

MEROCURY—’54 Monterey coupe, $1,885° 
(ps). ’52 sedan, $1,075*. '50 sedan, $570, 
$540. °49 sedan, $330. 

NASH—’52 Statesman sedan, $730*. ‘51 
Statesman sedan, $300. 

OLDSMOBILE—’53 (88) sedan, $1,775°. 
’51 (88) sedan, $800*. ‘50 (98) sedan, 
$610*. °49 (98) sedan, $400*. '47 (76) 
sedan, $160. 

PACKARD—’52 sedan, $850*. '51 sedan, 
$570. 

PLYMOUTH—’53 Cambridge sedan, $875. 
°51 Cranbrook sedan, $640. ’50 Special 
Deluxe sedan, $490. °46 Deluxe sedan, 


$100. 

PONTIAC—’53 Chieftain (8) sedan, $1,- 
385*. '52 Chieftain (8) sedan, $1,085°*. 
’50 Silver Streak (8) sedan, $620. °47 
Torpedo (6) sedan, $150. ~ 

STUDEBAKER—’50 Champion sedan, $320. 
48 Champion sedan, $190. ‘47 Cham- 
pion sedan, $125. 

MISCELLANEOUS—’49 International panel 
delivery, $210. ‘48 Austin sedan, $110. 


FONTANA, WIS. 


(Hollenbeck Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 8.) 
(Market continued firm on clean units 

and soft as usual on doggies. Prices 

noticeably slipping on near new ‘54s. 

Sold 143 cars out of 230 offerings.) 

BUICK—’54 Super Riviera coupe, $2,560". 
’°53 RM Riviera 4-dr., $1,610* (ps), $1,- 
570*; Special 4-dr., $1,440*. °52 Super 
Riviera coupe, $1,165*, $1,065*%; RM 
Riviera 4-dr., $1,015*. '51 Special 2-dr., 
$765, $710; 4-dr., $695*. °50 Super Riv- 
iera 4-dr., $700*; Special 4-dr., $635°*. 
’49 Super 4-dr., $390*, $345*. 

CADILLAO—’54 (62) coupe deVille, $4,- 
650* (ps), $4,430° (ps); coupe, $4,165° 
(ps). '51 (62) 4-dr., $1,705*, $1,665*. '50 
(62) 4-dr., $1,365*. 

CHEVROLET—’54 Bel Air 4-dr., $1,700", 
$1,545*; 2-dr., $1,595. °53 Bel Air 4-dr., 
$1,380*, $1,350*, $1,275*; coupe, $1,279; 
(210) 4-dr., $1,050*, $980*. $015; (150) 
4-dr., $880. '52 SL Deluxe 4-dr., $800°, 

(Continued on Page 51, Col. 1) 
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$725; 2-dr., $740°, $680; SL Special 2- 
édr., $640. '51 SL Deluxe club coupe, 
$630, $610; 2-dr., $610*; 4-dr., 
$550. °50 SL Deluxe station 
wagon, $595; 4-dr., $565*, $405°; SL 
Special 2-dr., $450. '49 SL Deluxe 2-dr., 
$145; 4-dr., $340; SL Special 4-dr., $400; 
FL Special 4-dr., $385. '39 2-dr., $295. 
CHRYSLER — '51 Windsor club coupe, 
$785*. °49 Windsor 4-dr., $295*. °’48 
Windsor 4-dr., $160°; NY club coupe, 
$125°. 
DeSOTO—’51 Custom club coupe, $595°*. 
'50 Custom 4-dr., $465*. 
DODGE—’51 Coronet club coupe, $575*. 
49 Wayfarer 2-dr., $185. '23 4-dr., $210. 
FORD—’54 Crest 68) Country sedan, $2,- 
050. ’°53 Custom (8) 4-dr., $1,015*, $1,- 
000*, $985; Main (8) 2-dr., $860; Main 
(6) 2-dr., $805. ’52 Custom (8) station 
wagon, $1,100*, $1,015; Main (8) 2-dr., 
$570*. ‘51 Custom (8) 4-dr., $600*, 
$540*, $525; 2-dr., $575*, $530°, $525, 
$475; %-ton pickup, $380. °50 Custom 
(6) 4-dr., $520. °49 Custom (8) 2-dr., 
$385*, $350, $300; 4-dr., $390, $340, $320. 
HUDSON—’51 Commodore (6) club coupe, 
$450; Super (6) club coupe, $215. 
KAISER—’51 club coupe, $365. °50 4-dr., 


$250. 

LINCOLN—’52 Capri coupe, $1,500*. °50 
chib coupe, $430*. 

MERCURY—’ 54 Custom 4-dr., $1,795*. ’53 
Monterey coupe, $1,550*. ’52 conv., $1,- 
005*; 4-dr., $985*. ‘51 Monterey coupe, 
$730*; club coupe, $690*, $680*; 4-dr., 
$625*. ’°49 4-dr., $295. °48 coupe, $275. 

NASH—’53 Rambler Country club, $850. 
’51 Ambassador 4-dr., $575*. '50 Ambas- 
sador 4-dr., $400*; Statesman 4-dr., 
$335; 2-dr., $255. 

OLDSMOBILE—’54 (88) Super Holiday, 
$2,475*. °53 (88) Super 4-dr., $1,705*, 
$1,695*. '51 (88) Super 4-dr., $850*. ’50 
(88) Super 2-dr., $700*; 4-dr., $440*; 
(98) 4-dr., $610*, $605*. °49 (88) conv., 
$875*; (98) 4-dr., $395*. '48 (98) 4-dr., 
$200*. ’°47 (78) club coupe, $130*. 

PACKARD—’51 4-dr., $780*, $455*. 

PLYMOUTH—’52 Cambridge 4-dr., $680*, 
$600, $540. °51 Cambridge 4-dr., $535. 

PONTIAC—’ 54 Chieftain (8) Catalina, $2,- 
005* (ps). '52 Chieftain (8) 2-dr., $925*; 
4-dr., $875*. ’51 Silver Streak (8) 2-dr., 
$840*. 

STUDEBAKER — 
$400*. °50 Champion 2-dr., 
Champion 2-dr., $215*. 

MISCELLANEOUS — '52 Henry J sedan, 
$425. "50 Meteor Custom (8) 4-dr., $450. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of Oct. 14.) 
(Demand good and prices slightly up. 

Sold 99 cars out of 118 offerings.) 

BUICK—’50 Special 4-dr., $430*. 

OCADILLAC—’51 (62) conv., $1,730°*. 

CHEVROLET—’54 Bel Air 2-dr., $1,690*; 
4-dr., $1,590; Sport coupe, $1,575*; (150) 
2-dr., $1,220. ’°53 Bel Air 2-dr., $1,420*° 
(ps); (210) 2-dr., $1,000; (150) 2-dr., 
2 at $915, $900. °52 SL Deluxe 4-dr., 
$875, $850; club coupe, $785*; SL Spe- 
cial 4-dr., $675; %-ton pickup, $625. ’51 
%-ton pickup, $635, $560. "50 FL Deluxe 
4-dr., $600; 2-dr., $500, $435; SL Deluxe 
2-dr., 2 at $460*; 4-dr., $390; club coupe, 
$375*; %-ton pickup, $470. ’49 SL De- 
luxe 2-dr., $470; conv., $205; FL Deluxe 
2-dr., $410; SL Special Sport coupe, $395. 

DeSOTO—'51 Custom 4-dr., $590. '49 Cus- 
tom 4-dr., $455. 

DODGE—’52 Meadowbrook 4-dr., $825. '51 
Coronet 4-dr., $510. ‘50 Coronet 4-dr., 
$400. ’'47 Deluxe club coupe, $180. 

FORD—’53 Main (8) 2-dr., $915. '52 Crest 
(8) conv., $950*. '51 Custom (8) Vic- 
toria, $720*; 2-dr., $550*%; Deluxe (8) 
2-dr., $430. °50 Custom (8) 2-dr., $600; 
4-dr., $485; Deluxe (8) club coupe, $350; 


"51 Champion coupe, 
$295*. °48 


4-dr., $340; Deluxe (6) 4-dr., $400; 2- 
dr., $390, $230. °49 Custom (8) 2-dr., 
$345*, $290°, $250; Deluxe (8) club 


coupe, $215; 2-dr., $195. 

KAISER—’52 4-dr., $680*. 

MERCURY — ’'51 4-dr., $670. ‘50 4-dr., 
S501, $490; 2-dr., $485. 

NASH—’51 Rambler station wagon, $450*. 
'48 (600) 4-dr., $170*. '47 Super (6) 4- 
dr., $110. 

OLDSMOBILE—’50 (76) 2-dr., $400*. ‘49 
(98) conv., $415*. '48 (98) conv., $210*. 
‘47 (68) 2-dr., $155°. 

PACKARD—’51 2-dr., $670*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,540. 
‘53 Cambridge club coupe, $870. ’52 
Cambridge 4-dr., $735; Cranbrook conv., 
$695. °51 Cranbrook 4-dr., $655; Cam- 
bridge club coupe, $460. '47 Special De- 
luxe 4-dr., $135. 


STUDEBAKER—’51 Champion 4-dr., $385. 


In Hudson Family— 


R. D. Whitehorn (seated), president of 
Whitehorn Motors, Inc., Norfolk, Va., signs 
his Hudson franchise, as Bernard Samuels 
(left), secretary-treasurer of the firm, is 
congratulated by C. W. Margetts, zone 
manager. 


‘50 Champion 4-dr., $280*, "49 Champion 
conv., $105. '48 %-ton pickup, $130. '47 
Commander coupe, $110. 

WILLYS—’54 Lark 2-dr., $910*. "46 Jeep- 
ster, $220. 


MISCELLANEOUS — '51 Frazer 4-dr., 
$495*; Henry J (4) 2-dr., $235. ‘49 In- 
ternational %-ton pickup, $330. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 12.) 

(Market steady as of last few weeks. 
Sold 95 cars out of 144 offerings.) 


BUICK—’54 RM 2-dr., $2,470* (ps). ‘53 
Super Riviera 4-dr., $1,475*; Special 4- 
dr., $980. °52 RM 4-dr., $1,100* (ps); 
Special 2-dr., $1,095*, $980. °51 Super 
Riviera Hard Top, $825*; RM 4-dr., 
$775*. '50 Special 4-dr., 2 at $425, $300; 
2-dr., $400. °49 Super 4-dr., $410*, 2 at 
$400*. '47 RM 2-dr., $135; conv., $110. 

CADILLAC—’54 (62) coupe deVille, $4,- 
300* (ps). ’53 (62) 4-dr., $2,625* (ps). 
a 4-dr., $2,000*. °49 (62) sedanet, 

CHEVROLET—’53 (150) 4-dr., $950. '51 
SL Deluxe Bel Air, $765*; 4-dr., $630*. 
’50 SL Deluxe 4-dr., $420*. '47 FM 2- 
dr., $175. 

DODGE—’53 Meadowbrook station wagon, 
$1,250. '52 Coronet 2-dr., $1,260*. '50 
Meadowbrook 4-dr., $525. ’48 Deluxe 2- 
dr., $175, $120. ’46 Deluxe 4-dr., $135. 

FORD—’53 Main (8) Ranch Wagon, §$1,- 
305; Custom (6) 4-dr., $950. '52 Custom 


(6) 2-dr., $735; Main (6) 2-dr., $700. 
‘51 Custom (8) Country Squire, $625; 
2-dr., $570; conv., $540*. °'50 Custom 
(8) 4-dr., $500. '49 Deluxe (6) 2-dr., 
$295. 
HUDSON—’53 Jet 2-dr., $1,000. 
KAISER—’51 Deluxe 4-dr., $480*, $310. 
MERCURY—’54 Monterey 2-dr., $1,610*. 
’53 Monterey Hard Top, $1,505*. 
NASH—’51 Ambassador 4-dr., $530. '50 


Ambassador 4-dr., $350*. '49 (600) 4-dr., 

$150. '47 Ambassador club coupe, $105. 
PACKARD—’51 4-dr., $585. 
PLYMOUTH—’ 54 Belvedere 4-dr., $1,440*. 


"53 Cranbrook 4-dr., $1,035*, $955. ‘52 
Cranbrook 4-dr., $650. °51 Concord Su- 
burban, $655. ‘50 Deluxe Suburban, 


$610; 2-dr., $395. '49 Special Deluxe 2- 
dr., $385. '46 Deluxe 2-dr., $110. 
PONTIAC—’53 Chieftain (8) Catalina, $1,- 
500*; 2-dr., $1,190%. °52 Chieftain (8) 
Catalina, $1,105*. °51 Silver Streak (6) 
4-dr., $625; Silver Streak (8) 4-dr., 
$705*. °50 Silver Streak (8) Catalina, 
$700*. '49 Silver Streak (8) 2-dr., $260*. 
STUDEBAKER — °52 Commander 2-dr., 
$580. "51 Commander 2-dr., $475; %-ton 
pickup, $375. ’50 Champion 2-dr., $240. 


MASON CITY, IA. 


(Lapiner Auction Company. Sale every 
Wednesday. Prices are for sale of Oct. 13.) 
BUICK—’53 Super 4-dr., $1,770* (ps). ’52 

Special 4-dr., $895*. °50 Special 2-dr., 

$395, $370. '49 Super 4-dr., $390*, $295°*. 


CADILLAC—’51 (62) 4-dr., $1,805*; club 
coupe, $1,845*. 50 (62) 4-dr., $1,550*. 

CHEVROLET—’54 Bel Air 4-dr., $1,775°*. 
’53 Bel Air 2-dr., $1,145*; 4-dr., $1,100; 
(150) 2-dr., $990. ’°52 SL Deluxe 4-dr., 
$795*, $780. '51 SL Deluxe 2-dr., $690*, 
$685. ’'50 SL Deluxe 4-dr., $595*, $585, 
$580; 2-dr., $550*. '49 SL Deluxe 4-dr., 
$270. '48 FL 4-dr., $235; school bus, 
$295. 

CHRYSLER—’50 Windsor 4-dr., $565*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,880*. 
’53 Fire Dome (8) 4-dr., $1,465°. 

DODGE—’50 Coronet 4-dr., $365. 

FORD—’54 Main (8) Ranch Wagon, $1,- 
825; Custom (8) 2-dr., $1,525*. '53 Cus- 
tom (8) 4-dr., $1,285*, $1,145*, '52 Cus- 


tom (8) 2-dr., $990°%; 4-dr., $865°, '50 
Deluxe (6) 2-dr., $330. '49 Custom (8) 
4-dr., $375*, $350; Deluxe (8) 2-dr., 
$250. '48 Deluxe (8) 2-dr., $135. 

HUDSON — ‘'52 Commodore (8) 4-dr., 
$760*. ’°50 Pacemaker 4-dr., $320*; Su- 
per (6) 4-dr., $310. 

KAISER—’51 Deluxe 4-dr., $500°. 

LINCOLN—’51 4-dr., $890*. 

MERCURY—’53 4-dr., $1,415*. ‘51 2-dr., 
$675°. °49 2-dr., $420; 4-dr., $400*, 
$285. 

OLDSMOBILE—’54 (88) Super 4-dr., $2,- 
570* (ps); (88) 2-dr., $2,000°; 4-dr., 
$1,985*. °53 (88) Super 4-dr., $1,745* 


(ps). ’52 (88) Super 4-dr., $1,245*. '51 
(88) 4-dr. $945*, $830°. °50 (98) 4-dr., 
$620*, $560*°; (88) 4-dr., $500*%, $400*. 
PLYMOUTH — '53 Cranbrook Belvedere, 
$1,080; 4-dr., $995, $970. °52 Cambridge 
4-dr., $670. °51 Cranbrook 4-dr., $545. 
PONTIAC—’53 Chieftain (6) 2-dr., $1,045, 


$1,040. °52 Chieftain (8) 4-dr., $1,050°*, 
$895*. 
STUDEBAKER — '52 Champion 2-dr., 
$575*. '50 Champion 4-dr., $400*; coupe, 
$230°*. 
MISCELLANEOUS — '51 Frazer 4-dr., 
$360°*. 
FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Oct. 14.) 

(Market remains firm on sharp autos. 

Sold 48 cars out of 89 offerings.) 

BUICK — ‘50 Super 4-dr., $630*, 
$455*. 

CHEVROLET—’54 (210) 4-dr., $1,555. '52 
SL Deluxe Bel Air, $1,080*; 4-dr., $885. 
‘51 SL Deluxe 4-dr., $505*. 50 FL De- 
luxe 2-dr., $460. "49 SL Deluxe 4-dr., 
$390; 2-dr., $255. 

CHRYSLER—'46 Windsor 4-dr., 

DODGE—’51 Coronet 4-dr., $605*. 

FORD—’54 Custom (8) 4-dr., $1,685*; 2- 
dr., $1,575. °52 Main (8) Ranch Wagon, 
$1,040; 2-dr., $775. ’51 Custom (8) Vic- 
toria, $765; 4-dr., $525. ’°50 Custom (8) 
4-dr., $555. '49 Custom (8) 2-dr., $430, 
$405; Deluxe (6) 2-dr., $360. 

HUDSON—’48 Commodore 4-dr., $230. 

LINCOLN—’49 4-dr., $280. 

MERCURY—’'50 coupe, $585*; 4-dr., $575*. 
"49 coupe 2-dr., $395. °46 4-dr., $120. 

NASH—’50 Ambassador 4-dr., $205*. 

OLDSMOBILE—’54 (88) Super 4-dr., $2,- 
300*; (88) 2-dr., $2,030*. ’°52 (88) Super 
2-dr., $850. °50 (88) 4-dr., $545°. 

PACKARD—’52 touring sedan, $730. 

PLYMOUTH — '52 Cambridge 4-dr., $500. 
’49 Super Deluxe 4-dr., 2 at $340; Deluxe 
4-dr., $300. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
400°. °52 Chieftain (8) 4-dr., $890°. °51 


$555, 


$145°. 


Silver Streak (8) 4-dr., $610*. °50 Sil- 
ver Streak (8) 4-dr., 


$350. '47 Torpedo 
(6) coupe, $165. 
STUDEBAKER—'50 Champion 4-<r., $335°*. 
'49 Champion 4-dr., $250°*. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 13.) 


(Sold 68 cars out of 128 offerings.) 


BUICK—’53 RM 4-dr., $1,520* (ps); Su- 
per 4-dr., $1,475*. ’'52 Super 2-dr., $1,- 
000*. ‘51 Super 4-dr., $815*; 2-dr.. 
$800*. '50 Special 4-dr., $570, $390; RM 
4-dr., $480*; 2-dr., $390*. '49 Super 4- 
dr., $300*, $100. 

CADILLAC—’52 (62) 4-dr., $1,080*%. °51 


(62) 4-dr., $1,510*. '49 (62) 4-dr., $670. 
CHEVROLET—’53 (210) club coupe, $960. 
"51 SL Deluxe 4-dr., $590; SL Special 
club coupe, $465; FL Deluxe 4-dr., $440; 
%-ton pickup, $470. '50 SL Deluxe 4-dr., 
$550, $510, $385; club coupe, $365; FL 
Deluxe 2-dr., $405. '49 SL Deluxe 2-dr., 
$300; SL Special club coupe, $300. 
CHRYSLER—’51 Windsor 4-dr., $565. 
DODGE—’52 Coronet 4-dr., $750*. 
FORD—’ 54 1-ton stake, $1,245; Custom (6) 
4-dr., $1,165; Main (6) 2-dr., $1,100. '53 
Custom (8) 4-dr., $1,205, $1,180; 2-dr., 
$1,130, $1,060, $890; Country sedan, $1,- 
200; Main (6) 2-dr., $725; Main (8) 
2-dr., $605. ‘51 Custom (68) Victoria, 
$805*; club coupe, $700; 2-dr., $600; De- 
luxe (6) 2-dr., $565. '49 Custom (8) 2- 
dr., $205. '46 Deluxe (8) 4-dr., $125. 
KAISER—’51 2-dr., $350. 
MERCURY — ’53 club coupe, $1,240*. '51 
club coupe, $540*, $420*. '50 4-dr., $400; 
club coupe, $400. '49 4-dr., $335. 
PLYMOUTH— 54 Plaza 4-dr., $1,225. 
PONTIAC—’53 Chieftain (8) 2-dr., $1,530; 
4-dr., $1,390. ‘52 Chieftain (8) 2-dr., 
$955, $815. °51 Silver Streak (8) 2-dr., 
$550; Silver Streak (6) Business coupe, 


$375. 

STUDEBAKER — ’'51 Commander 4-dr., 
$335. 

WILLYS—’53 (6) 2-dr., $700. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 13.) 

(Our sale continues to hold very strong, 
with a good consignment of clean autos 
and a lot of buyers. However, ’53s and 
’54s show some softening in price which 
will probably increase as we near de- 
livery date on 1955 models. Weather 
perfect. Sold over 60 percent of offer- 


ings.) 

BUICK—’52 Super 4-dr., $1,285*. ’51 RM 
4-dr., $900*. °50 Super 4-dr., $700*; 
Riviera 4-dr., $875*. °49 Super 4-dr., 
$445*; RM 2-dr., $435°*. 

CADILLAC—’53 (62) coupe deVille, $3,- 
150* (ps). '52 (62) 4-dr., $2,450* (ps), 
$2,310* (ps). '50 (62) coupe, $1,620*. 

CHEVROLET—’53 Bel Air 2-dr., $1,380; 


(210) 4-dr., $1,300. '52 SL Deluxe Bel 
Air, $1,175*; 4-dr., $820. "50 SL Deluxe 
4-dr., $675°. 

CHRYSLER—’53 NY 4-dr., $1,770* (ps). 
"51 NY 4-dr., $795°. 


DeSOTO—’52 Custom 4-dr., $970. '51 Cus- 
tom 4-dr., $865. °49 station wagon, $600. 

DODGE — '51 %-ton pickup, $605. ’50 
Meadowbrook 2-dr., $480. 

FORD—’54 Main (8) Ranch Wagon, §$2,- 
100*. °53 Crest (8) Victoria, $1,695* 
(ps); %-ton pickup, $790. ’52 Crest (8) 
Victoria, $1,320*; 4-dr., $1,030*%; club 
coupe, $995. '50 Custom (8) 4-dr., $600. 

HUDSON — '48 Commodore club coupe, 
$280*. '47 Commodore 4-dr., $155*. °46 
4-dr., $130. 

OLDSMOBILE — '54 (88) 4-dr., $2,600* 
(ps); Super 4-dr., $2,425*. °49 (98) 4- 
dr., $550*. 

PLYMOUTH—’'53 Cranbrook 4-dr., $1,220*. 
’52 Cranbrook 4-dr., $760. 

PONTIAC — '51 Silver Streak (8) 
$780; 4-dr., $740. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 12.) 

(Consignments were strong, but buyers 
continued to bid very cautiously. Aver- 
age and. less-than-average autos were 
down with clean, sharp units still bring- 
ing good prices. Sold 70 cars out of 118 
offerings.) 


BUICK—’54 Super 4-dr., $2,400*. 53 RM 
Riviera coupe, $1,800*. '52 Special 2-dr., 
$820; 4-dr., $815*. '51 RM 4-dr., $810*; 
Super Riviera coupe, $780; Special 4-dr., 
$650. °50 Super 2-dr., $500. °49 Super 
2-dr., $300*. 

CADILLAC—’49 (62) 4-dr., $900*. 

CHEVROLET—’54 Bel Air Sport coupe, 
$1,610*; (150) Delivery sedan, $1,010. 
’53 (210) 4-dr., $1,025*, $980; 2-dr., $1,- 
025, $1,005, $975, $960, 2 at $950, $900; 
(150) 4-dr., 3 at $825, 2 at $800. °52 
SL Deluxe 4-dr., $780*, $760*, $750; 2- 
dr., $765*, $750*, $705; conv., $770; SL 
Special club coupe, $700; 4-dr., $665, 
$660. °51 SL Deluxe 4-dr., $625*. ‘50 
FL Deluxe 4-dr., $500. 

CHRYSLER—’53 Windsor 4-dr., $1,325*. 

DeSOTO—’52 Custom 4-dr., $965. '51 De- 
luxe 4-dr., $635. '47 Deluxe 4-dr., $125. 

DODGE—’53 Coronet 4-dr., $1,100. °52 
Meadowbrook 2-dr., $760. '51 Coronet 2- 
dr., $600. "50 Meadowbrook 4-dr., $400. 

FORD—’53 Crest (8) 4-dr., $800; Delivery 
sedan, $770. '52 Custom (8) club coupe, 
$800. °51 Custom (8) station wagon, 
$700. '50 Custom (8) 2-dr., $480. 

KAISER—’52 Virginian 4-dr., 

MERCURY—’52 Monterey 4-dr., 
$1,025, $925; Hard Top, $1,150. 

NASH—’52 Rambler station wagon, $800. 

OLDSMOBILE—’52 (88) 4-dr., $1,025*. °51 
(98) 4-dr., $770*. ’'50 (88) 4-dr., $425°. 

PLYMOUTH—’53 Cranbrook 2-dr., $1,000. 
*52 Cambridge 4-dr., $675. ’51 Cranbrook 
4-dr., $560. '50 Deluxe station wagon, 
$560. 


PONTIAC—’52 Chieftain (8) 4-dr., $875. 
’49 Silver Streak (8) 2-de., $225. '46 
Torpedo (8) 4-dr., $115. 

* ” 


2-dr., 


* 
— Auctions in Brief — 
JESSUP, MD. 
Colie’s Auto Auction. Sale every Wed- 


nesday (Oct. 13.) Sold 17 cars. 
* * + 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Oct. 13.) We had a good selec- 
tion of cars and a very high percentage 
sold. 

* 7 * 


MANHEAM, PA. 
Manheim Auto Sales & Auction, Inc. 
Sale every Friday (Oct. 15.) Market good. 
Sold 150 cars out of 232. 




















For Easy, One-Man 


Removal and Replacement of 


VaR VC Chases Clie 


MANZEL TRANS-LIFT 


Permits one man to remove or replace 
the heaviest transmission. Exclusive 
rotary adjustment pivots transmission 
around the center line, not below. This 
eliminates further vertical and lateral 
adjustments — simplifies aligning bolts, 
dowels, splines and drive shafts — com- 
pensates for variations in spring super- 
vision, hoist or floor. For post or pit- 
type installations. Adaptors available 
for all automatic transmissions. 


MANZEL TRANS-LIFT JR. 


Makes removal and replacement of 
transmissions a simple, one-man job in 
limited working areas where cars are 
mounted on axle stands. Rotary adjust- 
ment and all the other convenient 
Trans-Lift Features are included in this 
sturdy, floor-hugging job. Four ball- 
bearing caster wheels provide free 
movement. Pumping while under car is 
simplified by easy acting pump handle 
that swivels readily in all directions. 


Write today for Complete information 
Jobber Inquiries Welcome 


DIVISION OF FRONTIER 
INDUSTRIES, INCORPORATED 
341 Babcock Street, Buffalo 10, N. Y. 
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WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
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2. POSITIVE LOCK AGAINST LOSS 
8. NON TANGLING 


METAL EYELET TAGS & DEADLOCKS 
$14.75 Shipment Prepaid if 
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seldom has the automotive industry 
seen a year bring greater changes or 
harder selling than 1954. But one thing 
hasn't changed. The industry still adver- 
tises most in The Saturday Evening Post. 
Year after year, the Post sweeps the 
field, leading every other weekly mag- 
agazine in every automotive classifica: 
tion.” For as always, the Post gets to 





the best prospects of POS 


mber 


all-those who read and Asim 


buy. It gets to the © 
heart of America. 





*Source: P. |. B. figures for the first six months of 1954. 

















TRAVEL and HOME BAR 


Distinctive Gift for the Genial Host. Closed, 
it's a smart piece of luggage in tan can- 
vas. Open, it's a well-equipped 14 piece 
Bar, with cocktail shaker, 6 glasses, chrome 
jigger, opener, corkscrew, strainer, spoon 
and fruit pick. Leather loops hold fittings. 
Waterproof lined. Brass locks and key. 
Space for 3 qt. bottles. Size 16'/4 x 12!/2 x 6/2” 
Excellent quality. Value $40.00. 

24.50 


DEALERS PRICE 
e LUGGAGE CATALOG e 


Contempo's Gift catalog of high quality 
Airplane and Leather Luggage is now 
available. Luggage is the luxury gift that 
is long remembered and much appreci- 
ated. Dealers send for FREE copy. 


CONTEMPO LUGGAGE CO., Dept.N 
170 Fitth Ave. New York 10, N. Y. 


Precision Die-Cast 
Triple chrome plated for —— 
. Original designs. 
for your approval. Goan 
tities as low as 100 may 
dered. Choice of exclusive RS 
backing, or standard fasteners. 


7at 1 ee ee 
Phila. 45, Pa., Dept. A 





AUTO 
TURNTABLES 


Meenfectered by 
Macton Co. 


DYKE LANE 
Stamford 2, 


Cons. 









| \ ENGINEERED / | 
DUAL SLL SS 





ALBRIGHT MOTORS 


119 SNOW S&T. PROVIDENCE, R. 1. 








SPECIFY STEMAC PERSONALIZED 
NAME PLATES 
ASK POR DETAILS 


EMAC tons et anemeae 
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Highways & Saf ety . 


All States to Pitch In, 
Come S-D Day, Dec. 15 


By Gerhardt Neumann ’ 
Staff Writer 


D. peg Driving Day,” scheduled 
for Dec. 15, will be one of the 
greatest concerted efforts ever 
made in this 
country to ham- 
mer the ABC of 
safety into the 
minds of pedes- 
trians and motor- 
ists. 

S8-D Day is 
sponsored by the 
President’s Ac- 
tion Committee for Traffic Safety, 
in cooperation with various na- 
tional organizations. 


The drive is under the chairman- 
ship of Gov. Dan Thornton of Colo- 
rado, and it is expected that the 
President will make a personal ap- 
peal to the nation to do its part in 
the drive. 

The test confronting every 
community will be to remain 
completely free of traffic acci- 
dents for the 24-hour period. 

S-D Day will be preceded by 30 
days of intensive public education 
and appeals for cooperation. 

The idea behind the drive is to 
demonstrate that the place to 


Elkhart, Ind., Plans 
‘Take It Easy’ 
Auto Race Nov. 6 


The second annual “Take It 
Easy” auto race in Elkhart, Ind., 
will be held Nov. 6, sponsored by 
the First National Bank and Old 
Reliable Insurance and operated 
with the approval of the high school 
driver training program. 


Any high school student who 
holds a driver’s license may enter 
the 50-mile economy contest. There 
will be two divisions, one on a ton- 
mile basis and the other a best- 
miles-per-gallon average regardless 
of weight. 


Five places will be awarded in 
each category with a cash prize 
and a trophy for the three top fi- 
nalists, and trophies for the other 
two in each division. A special 
award will be given to the best 
girl entrant, regardless of final 
standing. 


The course will follow city and 
county roads in Elkhart County, 
and will be marked with signs. 
Maps and detailed description of 
the route will be furnished each 
entrant. An official observer will be 
the only passenger allowed to ac- 
company each contestant. 


Any conventional American-made 
automobile, made since 1946, is eli- 
gible. The entrant does not need 
to own the car, nor does it have to 
belong to a relative. However, all 
parents must give written consent 
for the student to enter. 


As in the past, the number of 
entrants will be limited to 30. If 
more than 30 entries are reeeived, 
a drawing will be held to determine 
contestants. No entrant who has 
had a traffic violation since March 
1, is eligible. 





achieve safety is in the community, 
and that the responsibility rests 
upon each individual. The implica- 
tion is that if accidents can be 
avoided on S-D Day, they also can 
be avoided every day of the year. 


* * * 


Mass Education for Safety 


E public education program, 

combined with the mass pooling 

of effort by numerous organiza- 

tions, including auto dealer groups, 

will alert the public and direct at- 

tention to the urgency of the safety 
problem. 

The committee points out the 
fact that it took the U. S. 50 years 
to reach its millionth traffic fatali- 
ty in 1951, but that at the present 
rate it will take only 25 years to 
kill another millien people. 

Thornton has asked the gover- 
nors of all states to take these 
actions: 

1. Designate a State S-D Day 
director to head the program on 
a statewide basis. 

2. Call upon all mayors and 
county officials to enlist in the pro- 
gram, asking each to designate a 
local S-D Day director. 

3. Issue an official proclamation 
on Nov. 15, designating Dec. 15 as 
S-D Day and calling on all organi- 
zations to develop definite activity 
to effectuate the program. 

. - * 


Room for Local Initiative 


Ligne there will be ample room 
for adaptations of the program 
to local needs, fundamental ele- 
ments of the drive will be blue- 
printed in a “How to Do It” guide, 
which will be available from state, 
county and local S-D Day direc- 
tors. 

Motorists and pedestrians will 
be urged on S-D Day to accept 
full responsibility for adherence 
to the following principles: 

1. Observe all traffic regulations. 
2. Be courteous to every driver 
and pedestrian. 

3. Give full attention to driving 
and walking. 

A score sheet will be kept, in co- 
operation with public officials, 
press associations and newspapers, 
so that the results of the nation- 
wide effort can be measured. 

= * - 


Traffic Problems Scored 


A eons publication by the 
U. S. Chamber of Commerce, 
“How to Get the Mest Out of Our 
Streets,” asserts that practical rem- 
edies are available, many of them 
simple and relatively inexpensive, 
to solve the traffic problem. 

The study urges directional 
control of traffic by means of re- 
versible lanes and one-way and 
reversible one-way streets, as 
well as staggered work hours to 
reduce the peak hour transit 
load. 

Other suggestions include coor- 
dination of traffic signals to enable 
traffic to proceed for prolonged dis- 
tances without stopping, and im- 
proved transit service. 





Buses Carry New-Model Message— 


Rank & Son, Inc. 


), Milwaukee, uses 22 buses to advertise its 


(Dedge-Plymouth’ 
program to kick off the introduction of the 1955 models. 








Safety Plates for Michigan Notables— 


Gold-plated license plate frames, designed to spread the message of safety, were 
presented to leading figures in Michigan by the Detroit Auto Dealers Assn. at a 


luncheon in Detroit. 


Shown (from left) are Pat O'Dea, of James M. O'Dea, Inc., 


Detroit; Rep. George D. O'Brien, Democrat of Detroit; John D. Dingell jr. accepting 
the frame for his father, Rep. John D. Dingell, Democrat of Detroit; Senator Homer 
Ferguson; Al Roger, president of the Detroit association; Rep. Charles G. Oakman, 


Republican of Detroit; Rep. John Lesinski jr., 


of Drummy Oldsmobile, Inc., Detroit. 


Democrat of Dearborn, and John Drummy, 


Used-Car Notes 


UNIONTOWN, Pa.—Business for 
used-car dealers will be on the up- 
swing for the remainder of this 
year and for 1955, Cyrus S. Gor- 
son, chairman of the eastern divi- 
sion, Pennsylvania Industrial 
Bankers Assn., said here. 

Speaking at the group’s 17th an- 
nual convention, Gorson said, “In 
the past year the used-car dealers 
were placed at a disadvantage be- 
cause of the fantastic deals offered 
by new-car dealers to help move 
their automobiles. 

“Used-car dealers in most cases 
adhered to the policy of one-third 
cash down payments, competing 
with dealers who were offering no 
down payments, under-the-counter 
discounts and other sales gim- 
micks.” 

Gorson said more than 3,000 
used-car dealers went out of busi- 
ness during 1953. 

“New-car dealers were forced to 
resort to tricks because they were 
being pressured by manufacturers 
to- move automobiles,” he said. 
“These manufacturers have now 
learned their lesson and will not 
force cars on dealers.” 

The 1955 automobiles will have 
so many radical changes that they 
will not have to try circus methods 
to sell their cars, he added. 


Texas Association 


Lists Speakers 


FORT WORTH, Tex.—Louie E. 
Throgmorton, public relations di- 
rector of Republic National Life 
Insurance Co., Dallas, will be the 
principal speaker at the tenth an- 
nual convention of the Texas Inde- 
pendent Automobile Dealers Assn., 
set for Oct. 31-Nov. 1 at the Hilton 
Hotel here. 

Throgmorton’s subject will be, 
“Telling Is Not Selling.” 

On a “stump the experts” panel 
will be E. J. Pennington, president 
of the Texas Automotive Dealers 
Assn.; E. C. Shaw, vice-president, 
Southwestern Investment Co.; C. C. 
Benson, manager of the Texas di- 
vision of the National Automobile 
Theft Bureau, and Bart Couch, 
chief of titles, Motor Vehicle divi- 
sion, Texas Highway department. 
Moderator will be Walter Wilson, 
convention chairman. 

President Clyde Cox reports an 
expected attendance of more than 
500 delegates and their wives. 

The installation of 1955 officers 
will follow the annual banquet 
Monday evening. This will be fol- 
lowed by a dance and floor show. 

* * * 


Wes Coon Auto Auction 


Begins Detroit Operation 


DETROIT.—The Wes Coon Auto 
Auction has opened here at Tele- 
graph and Grand River, with sales 
being held every Thursday at 1 
p.m. Carl Marker is the auctioneer. 

Wes Coon, who has been in the 
used-car business for 32 years, 
features free hookup service on 
towbars, and the gasoline station 





a four-acre parking lot. All checks, 
Coon said, are insured by Lloyds 
of London. 


Ore. Dealers Donate 3 Cars 


To Help Church Pay Debt 


GRESHAM, Ore.—Gresham used- 
car dealers have donated three cars 
to be sold at auctien for the bene- 
fit of St. Luke’s Episcopal Church. 

Funds will be used to reduce the 
church debt. This is the fourth an- 
nual such sale in Gresham. 

* * 


. 
Philadelphia Lots Warned 
Of ‘Hurricane’ Cars 
PHILADELPHIA.—The Philadel- 
phia Used Car Dealers Assn. has 
cautioned its members to be on the 
look-out against “hurricane” cars. 
It warned dealers not to purchase 
these automobiles unless they 
clearly state in any subsequent ads 
the condition of the merchandise. 
The association suggests that 
dealers ask to see all bills of sale 
or resale from cars coming from 
Rhode Island or other New Eng- 
land states. 
+ a 


= 
Toronto Decrees Dealers 


Need ‘2nd-Hand’ License 

TORONTO.—The Board of Con- 
trol has decided that used-car deal- 
ers will have to obtain “second- 
hand” dealer licenses from the po- 
lice department. 

Contreller Fred Brand said it 
would be the only way to control 
used-car dealers who have used 
“racket -like business methods in 
the past.” 


Speco Adds Office 

CLEVELAND.—O pening of a 
Northern Ohio sales office at 1409 
W. Ninth St., Cleveland, has been 
announced by Speco, Inc. The of- 
fice will be operated by Treb-Kirby, 
Inc. whose representatives handle 
Speco products for the department 
store, hardware, farm and automo- 
tive trades. 





Williams Cited— 


A 25-year service pin is awarded to 
Thomas Williams jr. (left), truck sales ma.- 


and restaurant on the grounds are/| ager of the Ford division's Memphis dis- 


open around the clook. The auction 


trie, by Joe B. Glass, Memphis distric 


is held in a new building and has! sales manager. 
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Many Parts Makers 
Reported on Block 


ANY auto parts firms are for 

sale, according to Standard & 
Poor’s Corp., New York investment 
counseling house. 

It is reported that one of the 
biggest companies in this field has 
been approached with offers from 
a number of firms which are find- 
ing rough going. Difficulties stem 
from inadequate volume, higher 
costs and pressure on prices. 

S & P says, however, that well- 
entrenched parts makers are not 
unduly disturbed oyer the fact 
that auto manufacturers are 
drawing more parts work into 
their own plants. 

They doubt that integration will 
carry as far here as abroad, where 
auto builders make most of their 
own parts. 

They also point out that many of 
the engineering “firsts,” such as 
power steering and power brakes, 
were developed by outsiders, not 
by the car builders. Expectations 
are that the steadily increasing 
number of components on a car as- 
sures a satisfactory volume of busi- 
ness for the parts industry even 
while the auto manufacturers are 
integrating further. 

e * * 

URNING to another matter, 

S & P said that businessmen 
are not hurrying to take advantage 
of some of the new tax provisions. 

A majority of the corporations 
interviewed by Standard & Poor’s 
field analysts say they have not yet 
decided whether to adopt one of 
the permitted methods for acceler- 
ating the depreciation of plant and 
equipment. 

Fast writeoffs during the early 
life of a property mean a corre- 
spondingly reduced rate of depre- 
ciation in the later stages. While 
the immediate benefits from a 
tax angle are recognized, deci- 
sions are being withheld until the 
long-range effects can be weigh- 
ed, particularly in the light of 
possible future tax rates. 

Even those companies that have 
decided to take advantage of the 
liberalized depreciation provisions 
say they will not build new facili- 
ties just because the latter can be 
written off faster. The need for 
such projects will have to be dem- 
onstrated as before. 

Many corporation officials are 
disappointed over dividend tax re- 
lief. Originally, they had hoped this 
would induce a shift of financing 
from debt securities to equities, but 


Rubber Stocks 
At Record High 
Around World 


AKRON.—World stocks of natu- 
ral rubber at the end of August 
were at an alltime high of more 
than 2.2 million tons, or nearly 
twice the quantity in stock at the 
time of Pearl Harbor, according to 
W. S. Richardson, president of B. 
F. Goodrich Co. 

Approximately 68,000 tons were 
added to stocks during July and 
August, according to figures re- 
cently released by the secretariat of 
the International Rubber Study 
Group. 

Of the 2.2 million-ton total, over 
1,350,000 tons are in free world 
strategic stocks. The balance, about 
& six-months supply, is in consum- 
ing and producing countries and 
afloat, according to Richardson. 


Name Change 


Coachcraft Sales Formed 


To Replace Darubu 


HOLLYWOOD, Calif.—The name 
ef Darubu, Ltd., has been changed 
to Coachcraft Sales Corp. to show 
the close relationship with the 
manufacturing firm, Coachcraft, 
Lid., maker of custom automotive 
accessories. 

Coachcraft, which has construct- 
ec complete automobiles, produces 
invalid-chair installations, perma- 
nent-type luggage racks and spare 
wheel assemblies. 


now claim that Congress did not go 
far enough when it authorized only 
a 4 percent credit. Bonds are still 
favored as a financing medium as 
long as tax rates remain high and 
interest rates low. 

+ * + 


Jacobs to Increase Stock 
For Expansion Program 


Stockholders of F. L. Jacobs Co. 
have approved a proposal to in- 
crease the firm’s authorized com- 
mon stock from one million to 3.5 
million shares to provide additional 
capital for the company’s expan- 
sion and diversification program. 

Frank E. Howard, chairman, and 
Thomas J. Riggs jr., president, told 
the stockholders that negotiations 
are under way for the acquisition 
of at least one other company. 
About 80 percent of the 637,261 out- 





NEW YORK. — Business pros- 
pects for the fourth quarter are 
reported bright by the Monthly 
Letter of the National City Bank 
of New York, although, it said, it 
found that general business in Sep- 
tember showed no improvement. 

“Although the general condi- 
tion is still one of stability 
rather than clear-cut advance, 
signs of a modest pickup in or- 
ders have appeared,” the bank 
said. 

“Whether the improvement is 
purely seasonal, or perhaps a little 
more, remains to be seen. In any 
event, it maintains confidence.” 

Manufacturers, trade shows and 
wholesale markets report increased 

buyer interest, the bank said, and 
consumers are still spending at 
near-record rates. 

Industrial production is still 
dragging along within a point or 
two of its spring low, the bank 
said. Steel mills have increased 
their operations and expect further 
gains in the fourth quarter. Some 
lines, including lumber and rubber 
goods, have stepped up activity. 

Offsetting these gains, the bank 
said, has been the impact of 
early model changes in the au- 
tomobile industry, which dropped 
weekly passenger car output to 
the lowest rate for any change- 
over period since 1949. 

“The moderate improvement in 
new orders reflects requirements 
to meet consumption rather than 

a departure from cautious buying 
policies,” it said. “With goods plen- 
tiful and deliveries prompt, busi- 
nessmen keep commitments short. 
At last reports, manufacturers 
were still paring inventories—but 
with a difference. 

“During the first half of 1954 
factories had cut back most sharp- 
ly on their stocks of purchased ma- 
terials, while finished goods stocks 
stayed near peak levels. That was 
reversed in July. Purchased mate- 
rials stocks seem to have been 
brought reasonably well into line 
by midyear and during July they 
increased, while finished goods 
stocks dropped sharply.” 

For all levels of production and 
distribution, the bank said, the re- 
duction in inventories during July 
was the largest since the decline 
started last October. 

“A good fourth quarter would 
redeem what, for many business- 
men, has so far been an indiffer- 
ent year,” the bank said. “In 
addition, the direction in which 
the economy is heading at year- 
end will tell us much about what 
sort of a year 1955 is going 
to be.” 

Retailers expect sales in the rest 
of 1954 to equal, and possibly ex- 
ceed, the corresponding 1953 levels, 
the bank said. 

Many industrialists hope that, 
once the major automobile plants 
are back in production on 1955 
models, the industry’s need for new 
cars, both to meet demand and to 
restock dealers, will carry steel 





Good Windup Forecast 


September Stable, 4th-Quarter Business Prospects 
Are Brighter, Bank Declares 








standing shares were represented Wood Buys Isenhart 


at the meeting. Isenhart Motor Co. (Dodge-Plym-;a former Chrysler Corp. district 
The stockholders also voted to/outh), Littleton, Colo, has been|manager and once owned a De- 
permit purchase of stock on &n/ purchased by Jack Wood and re-| Soto-Plymouth firm in Fort Collins, 


option plan by key company exec-| named Jack W Motors. W: Colo., sellin in 1949. 

utives and to settle for $210,000 all arctcntesse ttt ae teatlieerane Syn: 39 Pease 

litigation between the company 

and Rex Jacobs, former president. 
* * + 


Townsend Earnings Fall 
Below Last Year’s Level 


Townsend Co., producer of rivets, 
fasteners and cold-formed parts, 
has reported profits of $603,847 for 
the year ended June 30 on sales of 
$15,089,660. 

Earnings the year before were 
$824,757, and sales were a record 
$17,005,998. 





IF YOU'RE WONDERING .. . 
HOW YOU CAN SELL MORE AUTOMOBILES 


Let BILL BRAASCH, Dean of Automotive Sales 
Trainers, show you HOW in his | 
Amazing Manuals on 


AUTOMOTIVE 
SALESMANSHIP 


Over 50,000 salesmen successfully trained 
with these Guaranteed Field-Tested manuals 


$2.00 rostraiv 
SAVE $2.00! 


No. 6—Developing and Testing Your Sales Talk. Order All Six for $10.00 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 


L-O-F Profit in 9 Months 


Rises to $17,785,724 

Earnings of $17,785,724 for the 
first nine months of 1954 have been 
reported by Libbey - Owens - Ford 
Glass Co., Toledo. This compares 
with $13,560,587 for the correspond- 
ing 1953 period. 

Shipments were approximately 
equal to last year’s, according to 
George P. MacNichol jr., president. e e 


One out of ten Portland auto 
families owns two cars!” 


Yes, one-tenth of the families with cars in the “City of 
Roses"’ have two of them! 


USE THE OREGONIAN TO SELL 
THIS RICH MOTOR-MINDED MARKET! 


The Oregonion is way out in front of the Oregon Market's 
second newspaper with a daily circulation lead of 40,726. 
That's why The Oregonian is first in automotive advertising 
. . . first in sales! 





W. K. BRAASCH 
No. 1—The Eight Automotive Success Fundamentals. 














producers, parts suppliers and 
other manufacturing lines along 
with it in a rise of production 
during the final months of the 
year, it said. 

“In the main, the answer to 
fourth-quarter prospects lies 
largely in how consumers react to 
what is being offered them this 
fall. While retail business is good, 





merchants note that consumers are * Source: 1953-54 Port- h ®& - 
inclined to be choosy and to shop py Bh ye t e regon ar 
for values. E. Clark 1& pauninahen. PORMAND, OR1CON 


“If new models of cars and ap- 
pliances and new apparel styles 
spur buying, it will illustrate once 
again the truth that there is al-| ® © 
Ways a market for attractive prod- ——_—_—_—_—_—_—j[{aaeEaq{epaQ={{=[[{anan=[a=_=a[a—e—e—e—e—ea—aes—_—_—anh—_s|>s—_—s|_s_s_s_—|ssss>s=s=—=—=s 
ucts presented at prices consumers 
are willing and able to pay.” 


229,132 DAILY ¢ 292,332 SUNDAY 
Represented Nationally by Moloney, Regan & Schmitt, Inc. 


Legislative News 


The Michigan Automotive Whole- 
salers Assn. has joined the battle 
to have the Michigan chain stores 
tax repealed at the next session of 
the Legislature, according to W. 
F. Doyle, manager of the Michigan 
Chain Stores Bureau. 

Doyle said the group has adopted 
a resolution to be submitted to the 
interim tax and revenue study 
committee, which will conduct 
hearings on the tax in November. 
The Michigan Automobile Dealers 
Assn. earlier this year adopted a 
resolution urging repeal of the tax. 

* * 


lowa’s Added Gas Tax Nets 
$7,268,632 in First Year 

The fifth cent-per-gallon gasoline 
tax added by the 1953 Iowa Legis- 
lature netted the State’s primary 
road fund $7,268,632 in its first 
year. 

Under the amendment adding the 
additional cent, the proceeds of the 
fifth cent must be spent on the im- 
provement of those primary roads 
now surfaced only with stone or 
gravel. 





ONLY AMERICAN 


delivers scheduled airfreight 
to all 23 leading 
industrial states 


* * . 


Oregon Bill Would Curb 


Insurance Selling Tactics 


A bill to prevent automobile deal- 
ers from compelling purchasers to 
take out insurance from companies 
chosen by the dealers will be in- 
troduced in the 1955 Legislature in 
Oregon. 

A similar bill was passed in 1951, 
but ex-Gov. Douglas McKay vetoed 
it when it was declared unconsti- 
tutional. 


Canada’s Rubber Use Rises 


OTTAWA.—Consumption of all 
types of rubber for the manufac- 
turing of tires, tubes and tire re- 
pair materials increased to 11,301,- 
989 pounds in May, compared with 
10,571,046 pounds in April the Can- 
adian Government has reported. 


Direct service to the greatest number of industrial 
states is only one of many reasons why you should 
specify American Airlines Airfreight. Equally impor- 
tant, is American’s superiority in handling facilities 
..-cargo capacity...and frequency of scheduled de- 
partures. These factors assure you of prompt for- 
warding, dependable on-time deliveries. 


AMERICAN AIRLINES « 


Americas Leading Airline 
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tions council, would prepare this 
statement. I am very sorry that he 
did not. 

In order that you may have more 
background as to just what took 
place at this clinic, I am enclosing 
for your consideration the outline 
which was the basis of the discus- 
sion and which I used as chairman 
of the clinic. 

The seven participating dealers 
besides myself were asked to come 
to the discussion without any pre- 
vious preparation nor any re- 
hearsal. The discussion. was to 
consider whether or not used-car 
inventory balance by makes, mod- 
els or years is vital in the mer- 
chandising of new and used auto- 
mobiles and, if so, what is the best 
approach for a solution to the 
problem. 

The mode of the clinic was to 
present to the various dealers on 
the panel questions which bear on 
this subject and for them to dis- 
cuss the pros and cons of these 
questions. It was hoped that some 
conclusions which would be a bene- 
fit to the listening audience would 
result from these discussions. 

As the clinic got under way it 
was apparent that not sufficient 
time could be given to each of 
the questions to really exhaust 
the various angles, and that if at 
the end of the discussion the 
dealers attending the clinic 
thought the subjects presented 
were of sufficient importance 
they would instruct the directors 
to call another panel which 
would work with this subject for 
a full day, reporting back to the 
dealers through the regular 
monthly bulletins of the associa- 
tion. The directors were in- 
structed to call this panel. 

With this background I would 
like to present to you the various 
comments and conclusions which 
seem to come from the clinic. As 
was to be expected, there was no 
unanimity of opinion. Many of the 
dealers on the panel make a regu- 
lar practice of wholesaling their 
used cars, and it was not to be 
supposed that they would decide to 
Change this technique &s a result 
of a two-hour discussion. However, 
on some of the points there was 
definite unanimity: 

1. All of the dealers agreed that 
the problem was certainly vital in 
the merchandising of automobiles. 

2. All of the dealers agreed that 
the value of a used car had been 
abnormally depreciated as a result 
of wholesaling, especially wholesal- 
ing from large metropolitan areas. 

3. All of the dealers agreed that 
in a community trade area the 
size of Nashua, N. H., for instance, 
in which there are 15,000 automo- 
biles, the cost of this abnormal de- 
preciation in the terms of each 
owner amounted to more than $3 
million and that this sum would 
purchase a lot of cars. 

4. All of the dealers agreed 
that the automobile business was 
unique in that before a dealer 
can make a sale the person to 


Grease Makers 
To Air Views on 


No-Lube Chassis 


. KANSAS CITY. — Plans which 
could lead to the elimination of 
automobile chassis lubrication will 
be discussed at the annual meeting 
of the Nafional Lubricating Grease 
Institute Oct. 25-27 in San Fran- 
cisco’s Mark Hopkins Hotel. 

Among those who will participate 
in the panel discussions will in- 
clude fleet operators, oil-company 
filling-station dealers and auto 
dealer service managers. 

The proposals would change ma- 
chine design and lubrication tech- 
niques which, if effected, would 
either eliminate or sharply reduce 
the need for lubrication of auto 
chassis. 

G. A. Olsen, Fresno, Calif., presi- 
dent of NLGI, announced that 
other topics to be discussed would 
cover pressure greasing systems, 
power-starting lubrication require- 
ments, and the value of low-cost 
products as compared with those 
of superior lubricating qualities. 





whom he wishes to sell a car usu- 
ally must sell him a car. Abnor- 
mal depreciation, when it is the 
result of a merchandising tech- 
nique, is not in the public inter- 
est since the public is the ulti- 
mate loser. 

5. All of the dealers, and also the 
dealers in the audience, agreed that 
any used car, regardless of year, 


Calendar 
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General 


ence, Commodore Hotel, New York City. 

Dec. 5-7—Motor and Equipment Whole- 
salers Association Convention, Conrad 
Hilton Hotel, Chicago. 

Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 

Dec. 8-10 — Automotive Service Industries 
Show, Navy Pier, Chicago. 

Jan. 10-13—American Road Builders’ As- 
sociation, Annual Meeting, Roosevelt 
Hotel, New Orleans. 

. 10-14—National Annual Meeting and 
exhibits, Society of Automotive Engi- 
neers, Sheraton-Cadillac and Statler 
Hotels, Detrgit. 

Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 

Feb. 15-18—Annual Meeting National Car 
Rental System, Netherland Plaza Hotel, 
Cincinnati. 

Mar. 16-18—Iith Annual Canadian Auto- 
motive Service Show, Automotive Bidg., 
C. N. E. Grounds, Toronto, Canada, 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 





By Marty Whitmyer 
Staff Writer 


- CONCERTED effort to pump 
some life into sagging dealer- 
ship profits has provided the 
impetus for dealer parleys held so 
far this convention season. 

Dealers have reached no ac- 
cord, however, on just what 
methods should be employed. 

Some dealers blame their present 
dilemma on bootlegging by both 
authorized and unauthorized deal- 
ers. 

Some charge that factory over- 
production and overshipment of 
cars have been the stumbling 
blocks to better profits. 

* * * 

THERS blame the situation on 

unethical advertising, padded 

prices, phony finance charges, lack 
of ethics in sales and “just plain, 
incredibly silly merchandising.” 

Many speakers at the conven- 
tions have forecast a big upturn 

in sales in ’55 if salesmen develop 
the best possible methods of dig- 
ging out good prospects, and 
simply follow through on other 
fundamentals of sound merchan 
dising. , 
Most base their prediction of a 
better ’55 on the rapid growth in 
suburban living and prewar car 
deterioration. 

These two things combined, says 
Charles C. Freed, NADA president, 
will “make 1955 a great automobile 
year—even outstripping 1954.” 

* x + 

E of the hardest punches 

thrown so far this year was 
in the New York convention. Deal- 
ers charged that manufacturers’ 
toleration of new-car bootlegging 
was “contributing directly to the 
ruination of the established struc- 
ture of franchised dealers.” 

Auto makers, a dealer resolu- 
tion charged, have failed to “pro- 
tect the dealership structure 
which provides the only means of 
proper service after purchase.” 
In another resolution, the con- 
vention condemned the “unethical 
and deceptive practice of packing 
—a growing practice by a small 
minority of dealers of raising 
prices of new cars above their 
legitimate markup or discount in 
order to overallow on the used car 


Backing from Buffalo 
BUFFALO.—The board of direc- 
tors of the Buffalo Automobile 
Dealers Assn. has endorsed NADA’s 

Automobile Retailing Institute. 


Profits the Top Problem 


Convening Dealers Lay Blame on Many Doorsteps; 
Unable to Find a Common Solution 





make or model, could be merchan- 
dised if used-car stocks could move 
freely among new-car dealers. In 
short, wholesaling would not be 
necessary if dealers could cooper- 
ate in an exchange of merchandise 
to keep their stocks in balance as 
to years, models, makes and de- 
mand. 

With reference to the other sub- 
jects which were presented to the 
panel for consideration, there were 
all kinds of opinions. Many dealers 
felt that there was not an unlim- 
ited market in any town, and that 
“blitz” techniques were of no prac- 


tical value. Most of the dealers also | ™ 


felt that since the problem was be- 
yond the control of any one dealer 
some type of cooperation or en- 
forcement would be necessary if a 
solution is to be found. 

I believe the foregoing gives you 
a resume of what took place at this 
clinic. It seems to me that it was 
one of the most important consid- 
erations which I had ever been 
privileged to experience in the dis- 
cussion of a problem so vital to 
dealers. I am sorry that our re- 
porting to you was so inaccurate, 
and I hope for the good of the 





New Look in Dealerships 





Mie i Mages... “ 
DO OS acl ot Edi 


New Blake Quarters in Harrisburg— 

A new, panoramic showroom and breezeaway-type used-car lot features Blake 
Cadillac-Oldsmobile's new establishment in Harrisburg, Pa. Headed by C. A. Blake, 
the firm employs 75 persons. A 125,000-square-foot parking lot is adjacent to the new 
showroom. 


trade that you will be able to give e ‘a 


this letter more than letterbox con- 
sideration. I realize, however, that 
the convention is no longer news. 

Rest assured that in the future 
any news which I believe will be of 
interest to your paper and in which 
I participate will be accurately 
reported.—James P. Mayo, Nashua, 
N. H. 








traded in by the customer, thereby 
deceiving the customer.” 

New York, along with Wisconsin 
and South Dakota, also asked for 
better factory-dealer relations in 
regard to new-car deliveries. 

Both New York and Wisconsin 
asked that NADA do all in its 
power to effectuate the anti-coer- 
cion features of factory-dealer 
licensing laws. 

* * * 
OUTH DAKOTA has asked fac- 
tories to consider the actual 
potential of market areas before 
setting quotas and shipping cars. 
This, said the dealers, would per- 


mit profitable sales and help elimi- | 


nate the problem of surplus 
vehicles. 

Freight reforms also received 
considerable attention at dealer 
parleys. 

South Carolina, pressing its re- 
cently launched campaign against 
inequitable trade practices, called 
on NADA to declare war as soon 
as possible on “phantom” freight 
charges. The South Carolina group 
demanded that all auto freight fees 
coincide with those from Detroit. 

South Dakota urged factories to 
give dealers the right to specify 
the method of transportation of 
new cars from the factory. A reso- 
lution urged that the factories 
advise dealers of the exact freight 
cost for each car. 

Only in New Hampshire has the 
used-car problem taken the spot- 
light. 

- * * 


yen over a drop in used- 
car prices, the N. H. associa- 
tion passed a motion authorizing 
its directors to call a meeting of 
eight representative dealers to dis- 
cuss further methods for improv~ 
ing the situation. 

James P. Mayo, of Nashua, told 
the dealers that they had lost 
control of the pricing of used 
cars. He placed part of the blame 
for the situation on volume deal- 
ers from metropolitan areas who 
dumped their surplus units into 
territories where they had “no 
responsibility.” 

New Mexico dealers asked that 
their state’s licensing law be re- 
vised and that the registration of 
all used cars on lots be made 
mandatory. 

Maine’s big point was better 
safety operation of vehicles, and 
Wisconsin, in addition to its fight 
for better factory-dealer relations, 
urged the removal of junkers from 
streets. 

Several states also urged the 
removal of the Federal excise taxes 
from cars and commercial vehicles. 









$500,000 Buick Dealership— _ 


An open house was held to mark the opening of the new $500,000 DeMontrond 
Buick Co. layout in Houston. President is George A. DeMontrond, 31, one of the 
youngest Buick dealers in the nation. About 80 persons are employed by the firm. 





Central Occupies New Home— 


Central Motor Sales Co. (Dodge-Plymouth), Springfield, Mo., features a new sales- 
room which is three-quarters surrounded by glass. The firm has been in business since 
1916 and is operated by Howard Wetzel, president. 


DeAngelis Motors Completes Building— 

New sales, service and parts facilities have been completed by DeAngelis Motor 
Co. (Cadillac), New Brunswick, N. J. Built in a steeply graded section, a lower level 
of the building with a rear entrance houses the new and used-car conditioning de- 
partments. 





Park Motor in New Home— 


A $200,000 showroom and garage has been opened by Park Motor Co. (Ford), 
Fairmont, Minn. The showroom has space for five cars. Offices and parts supply 
rooms are so arranged that customers get the quickest possible service. The firm, 
which is headed by Claus Kloeckner, was founded in 1921. “ 
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Repeats Warning on Horsepower Race... 


AAA Parley Opposes Toll Roads 


(Continued from Page 2) 


tor vehicles and their accessories. 

AAA demanded that the Federal 
Government should have “% of the 
responsibility for financing the con- 
struction of the interstate (road) 
system. The states should have re- 
sponsibility for preparation of 
plans, construction, policing and 
maintenance of their parts of this 
system.” 

AAA also urged that credit fi- 
nancing not be limited to toll fa- 
cilities, but should also be for 
free roads, and urged “serious 
consideration of bonds for high- 
ways, where the proceeds are 
limited to construction of facili- 
ties of top priority as to need.” 
“Monopolistic” services on exist- 
ing toll roads came under attack 
in another resolution, which urged 
that a toll authority “should be 
governed in connection with con- 
cessionaires, by desire to provide 
high-quality servica to the public, 
and not by a desire to increase toll 
revenue.” 


Thomas emphasized that the au- | 


tomotive industry, including the 
petroleum industry, should give 
thought to what it can do “to give 
us more economical transportation 
in order that the highway users 


may be able to cancel out through | 
savings whatever increased taxes | 


are necessary to meet road require- 
ments.” 

Highway construction is 10 years 
behind present needs, the conven- 
tion was told by E. H. Holmes, 
chairman of highway transporta- 
tion research of the Bureau of Pub- 
lic Roads. 

Holmes said that the interstate 
system totals 225,000 miles, of 


which 38,000 are considered in top 
condition. The same 38,000 miles 
carry 60 percent of the nation’s 
traffic. 

He estimated that $101 billion will 






Doctors Deny 
Cadillac Fever; 
Rx Chevrolet 


BRETTON WOODS, N. H. — 
(UTPS) — A check of the cars 
owned by doctors attending the an- 
nual convention of the New Hamp- 
shire Medical Society here showed 
that the largest percentage of the 
doctors owned Chevrolets. 

Provoking the check was a story 
in the local weekly newspaper 


which caustically reported that the | 


doctors “rolled into the Mt. Wash- 
ington Hotel grounds in their big 
new Cadillacs.” 

Incensed by the story, one doc- 
tor investigated. He learned that 
five of the 13 Cadillacs on the 
grounds belonged to hotel employes 


and that of the eight doctors’ Cad- | 


illacs, only three were new. 

Owned by the doctors were 38 
Chevrolets, 26 Fords, 15 Buicks, 19 
Pontiacs, 12 Oldsmobiles, nine 
Plymouths, nine Dodges, eight Mer- 


curys, five Studebakers, five Chrys- | 


lers, four Packards, four Nashes, 


two Lincolns, two Hudsons and one | 


Jaguar. 
ADVERTISEMENT 





An Orange Is News 


Down here in Central Florida at least | 


One newspaper prints as much news about 
Oranges as it does about baseball. 


Why not? Almost everybody in Central 
Florida owns an orange grove, works in 
@ packing house, fertilizer or canning 


Plant. 


So we romance the news of oranges 


with daily expert coverage and even tell | 


the growers not to sell when we know 
the price is unusually low. We have just 
called the turn this year, predicting a 
Prosperous 
Orange-grower rich. 


Orlando Sentinel-Star 


Orlando, Florida 
Nat. Rep. Burke, Kuipers & Mahoney 


market and made many an 





be needed to meet the highway 
needs of the next 10 years. 

The importance of automobiles 
in case of an emergency was 
stressed by Val Peterson, adminis- 
trator of the Federal Civil Defense 
Administration. 

In case of the necessity of a mass 
evacuation, Peterson said, “the ma- 
jor burden of movement for sur- 
vival will fall upon the private car. 
The more there are in any one city, 
the better so far as capacity to ac- 
commodate the load is concerned.” 

Efforts of some transit com- 
panies to put artificial curbs on 
movement of automobiles was 
strongly criticized by Thomas, 
who said that such restrictions 
“would hasten the disintegration 
of urban business districts and 
would complicate planning for 
| evacuation of cities threatened 
with atomic attack.” 

Succeeding Thomas, who has 
|served two terms as president, is 
|Andrew J. Sordoni, of Wilkes- 
| Barre, Pa. Sordoni is Pennsylvania 





Ford Economist 
Sees Rise in 
Business Tide 









|ings, Ford Motor Co. economist, 
said last week that despite a 4 per- 
cent decline in general business ac- 


consuming more goods and services 
|} —exclusive of production for de- 
fense and inventories—than ever 
before. 

Hitchings, manager of Ford’s 
economic analysis department, 
spoke to the Michigan chapter of 
the American Marketing Assn. He 
said the economy is on a sounder 





|and that continued moderate 
|growth in consumer expenditures 
and maintenance of high-level in- 
| vestment spending is likely during 
|the remainder of this year and in 
| 1955. 


| He also said the 4 percent de-| 


| one in business activity from last 
| year’s peak resulted from a cur- 
|tailment of goods and services go- 
ing into defense and business in- 
| ventories. 
| “Total personal consumption ex- 
| penditures in the second quarter of 
| 1954 were $2.3 billion,’ Hitchings 
|amount than in the same period a 
| year ago.” 


Georgia 
(Continued from Page 6) 


|sure that was largely responsible 
| for the substantial—and frequently | 
| fantastic—discounting.” 

As for 1955, Hoffman said it was 
|his hope that “automobile manu- 
| facturers will gear their production 
| to that volume of cars which deal- | 
| ers can—with hard, intelligent mer- 
| chandising—sell at a profit.” 

He said dealers have the power 
to control overproduction “be- 
cause if you stop ordering cars | 
| you don’t need, it won’t be long 

before the factories stop build- 

ing them.” 

Hoffman did not dodge the old 
dealer complaint that excessive 
quotas were forced on them. He 
answered this with: 

“You say, ‘If we don’t accept fac- 
tory quotas we lose our franchise.’ | 
That I seriously doubt. It is nor- | 
mal and natural for regional and 
| district managers to insist that you | 
| Meet the quotas they establish. And | 
| it’s normal and natural for them | 
| to ask for orders in line with those | 
| quotas. But America is a free coun- | 
try, and you have the right to say | 
‘no’.” | 
Other speakers included Alton M. | 
| Costley, Georgia director of NADA, 
|and James C. Moore, general coun- 
| sel for NADA. 





Templeton Sells 

Albany Auto Co. (Buick), Albany, 
Ore., has been sold by Lloyd Tem- 
pleton to Barrett Brothers, Inter- 
national dealer in Albany. The Bu- 
ick business has been moved to the 
Barrett building. 


tivity, the nation is producing and | 


basis now than at the 1953 peak | 


| said, “or 1 percent higher in dollar | 





secretary of commerce and former 
senior vice-president of AAA. 

Harry I. Kirk, a director of the 
Chicago Motor Club, was elected 
senior vice-president. 

Reelected were the following 
vice-presidents: Leonard K. Baber, 
Richmond, Va.; John Huntington, 
Denver; D. K. MacDonald, Seattle; 
Bert M. Meadow, Birmingham, 
Ala.; Glenn W. Stephens, Madison, 

Wis., and Guy Woodward, Wash- 
ington, Pa. ; 

William A. Stinchcomb, Cleve- 
land, was reelected secretary; Dan- 
iel W. Bell, Washington, treasurer, 
and James F. Willet, Washington, 
assistant treasurer. 

More than 425 lives have been 
saved, 14,910 traffic injuries pre- 
vented and $42,600,000 worth of 
property damage avoided by driver 
education in American high schools 
during 1953, AAA said. 

In a report to the convention, 
AAA said that in the 1953-54 
school year, 330,000 boys and girls 

received driving courses, the 
largest number to get this train- 
ing in a single year since the pro- 
gram was introduced more than 
20 years ago. 


Approximately 6,500 high schools | 


—about one-quarter of the U. S. to- 


|tal—had a complete driver educa- 


DEARBORN.—George P. Hitch- | 





tion course as a part of the cur- 
riculum, and several thousand more 
schools offered classroom instruc- 
tion without actual training behind 
the wheel. 


The majority of the schools 
which used cars — usually dual- 
controlled — got them on a Joan 
basis from auto manufacturers and 
dealers. 


Surveys show that a complete 


|course with practice driving cuts 


the number of accidents for trained 
drivers to one-half that of those 
who did not have this advantage. 
It was the application of this dif- 
ferential that led to the estimate 
on the number of lives saved and 
damage avoided during the past 
year. 


The principal obstacles to es- 
tablishing more courses are mon- 
ey and classroom space, and in 
some cases qualified teachers are 
not readily available. However, 
as the public comes to realize 
that the cost of training one stu- 
dent to drive is less than the cost 
of repairing a single crumpled 


fender—about $34 per student— 
AAA hopes that the funds and 
the space will be found. 

Preparing more teachers is not 
an insurmountable task either, 
AAA claims. Each year, more 
teacher training institutions are of- 
fering summer courses in driver 
education. More than 12,000 teach- 
ers have already taken _ these 
classes. 

A typical driver education course 
includes 34 hours of classroom 
work, eight hours of actual driving 
practice with an instructor and an- 
other 24 hours of observation of 
other students driving. 

A great amount of text material 
must be absorbed in driving classes. 
AAA, which pioneered in the devel- 
opment of text material, distributed 
a 473-page basic text—Sportsman- 
like Driving—plus several supple- 
mentary booklets. 





to other dealers. But these appear 
to be the exceptions this year, 


| rather than the rule. 
* * * 


Denver Dealers Predict 


°55 Will Be Good Year 


DENVER.—Local new-car deal- 
ers are predicting that 1955 will be 
a very good year for them. 

They also predict that local mo- 
torists will get a better car at a 
“right” price. They point out that 
manufacturers who fell behind in 
sales this year are coming out with 
better cars for 1955. 

“I’m not apprehensive about next 
year,” said one Denver dealer, “but 
Chrysler has been a dragging con- 
tender. They’re bound to change 
next year—and they'll be back as a 
strong contender. General Motors 
and Ford will be fighting to keep 
their lead. 

“Altogether, it’s going to add 
up to the fact that buyers next 
year are going to benefit because 
of improved cars and better 
transactions through more com- 
petition. It’s the old free enter- 
prise system at work—and the 
customers are going to come out 
on top.” 

Altogether, more new cars were 
sold here during the first nine 





N. Y. Eyes Competitive 55 


New Models Stir Optimism in Many Lines, 
But Some Dealers Are Fearful 


(Continued from Page 6) 


57 
Obituaries 


Lynn A. Wright, 67, 
Michigan Assn. Official 
JACKSON, Mich. — Lynn A. 
Wright, 67, Dodge-Plymouth dealer, 
died at his home Oct. 19 of cancer. 
Mr. Wright, a dealer since 1912, 
was a director and past president 
of the Michigan Automobile Deal- 
ers Assn. ea 
* & + 
Ralph G. Smoot 
FORDYCE, Ark.—Ralph G. Smoot, 62, 
owner of Smoot Chevrolet Co. here, died 
Oct. 12 after a heart attack. He had been 
in business here for 13 years. 
* * * 


Thomas C. Switzer 


OTTAWA.—Thomas C. Switzer, 65, auto 
dealer for many years, died unexpectedly 
in a hospital here. 








months of this year than during 
the same time in 1953. The final 
quarter of the year finds many 
buyers finding bargains among the 
1954 models still in showrooms. 

During the first nine months of 
1954, Ford division sales in Denver 
increased from 1,828 in 1953 to 2,- 
309—a gain of 51.8 percent. Chevro- 
let went up 12 percent, from 2,369 
to 2,656. Oldsmobile was up from 
688 to 927 to secure third place. 
Buick captured fourth place, up 
from 851 to 877 in sales. Mercury 
climbed from 588 to 621. 

On the other hand, Hudson 
dropped from 182 to 87; Nash, 
251 to 155; Packard, 115 to 94; 
Pontiac, 637 to 541, and Stude- 

baker, 233 to 102. 

Chrysler division sales dropped 
from 240 in the first eight months 
of last year to 192 for the same 
period this year. Dodge sales drop- 
ped from 480 to 320; Plymouth, 884 
to 467, and DeSoto, 160 to 92. 








Varner Runs for Mayor 
YUMA, Ariz. — Walter L. Var- 
ner sr., Chrysler-Plymouth dealer 
here, is running for mayor of Yuma 
in the next election. Varner has 
served as city councilman the last 
four years. 


IF IT’S BUSINESS YOU'RE AFTER, CALL SPEEDY! 


THE TRAPS ON THIS GOLF || 
COURSE ARE VERY 
ANNOYING, AREN'T THEY? 


YES! WILL YOU 
PLEASE CLOSE 


YOURS 


A 
a 


IF I'M BORING YOu 
I'LL CHANGE THE SUB. 


AND TALK ABOUT YOU 
IF YOU WANT THE BEST 
POSSIBLE PERFORMANCE 


IN YOUR CAR— . 
Cee 
KS 
\ wi 


3 


HAVE IT OVERHAULED BY 


YOUR NAME 


JECT 


Automotive Dealers by the hundreds have discovered that SPEEDY is the ideal advertising 
approach. Regular use of SPEEDY results in wide, enthusiastic readership for your newspaper 
ads, and more customers for your sales and service. 


As one seven year client puts it: ‘SPEEDY certainly deserves top rating over anything shown us.” 


*Name of Dealer on request. 


Mail in coupon for full details. 





Loon: SPECIALIST 
O¢c AL. , inc. 


87 MADISON Avene «- NEW YORK 16, N.Y. 


Rush details about Speedy to me! 
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Union Assembles ‘Tailor-Made’ Plan .. . 


GAW: Stability for Autos? 


(Continued from Page 2) 


their salaries for a year after 
their layoff. This will be on a 
graduated basis for those who 
have not worked the minimum 

qualifying time. 

4. GAW payments will be sup- 
plemented by state unemployment 
compensation benefits to encourage 
employers to seek improvement of 
state benefits. . 

5. The plan should be adminis- 
tered by a joint board of adminis- 
tration, consisting of an equal num- 
ber of union and company repre- 
sentatives and an impartial chair- 
man. 

> * s 

FINANCING should combine 
® pay-as-you-go, to provide em- 
ployers with incentives to stabilize 
employment, and a reserve trust 
fund to meet abnormal costs. Pro- 
vision should be made for reinsur- 
ance to reduce the size of required 
reserves and to spread the risks of 
abnormal unemployment over the 

widest area. 

Giving credence to the view that 
the UAW is serious about its an- 
nual wage drive is the deliberate, 
methodical way in which it has 
prepared for the GAW during the 
lull in negotiations which the five- 
year contracts provided. 

Even before this time—in 1948 
—the UAW Research Depart- 
ment, under the direction of Nat 
Weinberg, began collecting all 
available material on annual- 
wage plans, as well as informa- 
tion on layoffs in the auto in- 
dustry. 

The first official 
UAW expression 
about the GAW 
was made by 
UAW President 
Walter Reuther, 
who said at the 
UAW convention 
in the spring of 
1951: 

“We have a job 
down the road 
which is perhaps 
one of the most 
fundamental that we have taken 
on—that is the guaranteed annual 
wage.” 


Walter Reuther 


T WAS at this convention that a 
resolution was passed setting 
the GAW as an eventual goal and 
providing for the establishment of 
the UAW Guaranteed Wage Study 
Committee. 

Appointed in September, 1951, 
this nine-man committee consists 
of Weinberg, who is chairman; 
Jack Conway, Reuther’s chief ad- 
ministrative assistant; Leonard 
Lesser, a UAW attorney; Nelson 
Samp, representing the UAW Ford 
department; Ernest Moran, repre- 
senting the General Motors depart- 
ment; Art Hughes, of the Chrysler 


department; Herschel Davis, repre- 


senting Vice-President John Liv- 
ingston; Walter Madrzykowski, 
representing Vice-President Rich- 
ard Gosser, and Jess Ferrazza, rep- 
resenting Secretary-Treasurer Emil 
Mazey. 

Sitting down to work shortly 
thereafter, the study committee 
began hammering out the plan. 
Early in these meetings it was 
concluded that all other GAW 
plans were inadequate for a vari- 
ety of reasons and that the UAW 
program “would have to be tail- 
or-made to fit the needs of the 
workers-in our shops.” 

When problems confronted the 
committee, top UAW officials and 
other specialists were called in and 
questioned to help resolve them. 

In March, 1953, delegates to the 
UAW convention authorized the 
appointment of the Public Advis- 
ory Committee—10 prominent econ- 
omists and social security special- 
ists—to determine whether the 
UAW was proceeding on a sound 
and practical basis, from the stand- 
point of the worker as well as of 
the economy as a whole. 
ae 
THE committee were Arthur 

J. Altmeyer, former social se- 
curity commissioner in the Federal 
Security Agency; Vincent W. Bla- 
den, professor of. economics at the 
University of Toronto; Eveline M. 
Burns, Columbia University profes- 





sor; Edward L. Cushman, then of 
Wayne University (now of Ameri- 
can Motors); William Haber, chair- 
man of the Federal Advisory Coun- 
cil on Employment Security. 

Alvin H. Hansen, a Harvard Uni- 
versity professor; Seymour E. Har- 
ris, a Harvard University profes- 
sor; Richard A. Lester, a Princeton 
University professor; Charles A. 
Myers, professor of industrial rela- 
tions at the Massachusetts Insti- 
tute of Technology, and Edwin E. 
Witte, a University of Wisconsin 
professor and former executive-di- 
rector of President Roosevelt’s 
Committee on Social Security 
which sponsored the social security 
act. 

Meeting at the UAW’s Detroit 
headquarters in June and Sep- 
tember, 1953, and January, 1954, 
this committee carefully exam- 
ined the UAW’s annual wage 
plan as it gradually was formu- 
lated. 


The Public Advisory Committee, 
which also questioned Reuther, 
Mazey, Livingston, Gosser and 
other UAW officers, had no part in 
drafting the GAW program. But it 
was responsible for a number of 
sharp turns in the thinking of the 
GAW planners. 

While the plan was being pre- 
pared, the UAW invited manage- 
ment representatives to participate 
in a “joint study committee,” but 
union officials say their invitations 
were never accepted. 

“We've had trouble on several 
occasions because the factory peo- 
ple hadn’t done their homework. 
This time we wanted to give them 
a chance to do it, but we never 
heard a word.” 

* * * 


ya the study committee com- 
pleted the basic outline of the 
GAW plan, it was turned over to 
a subcommittee which was _ re- 
sponsible for checking the plan 
against the contracts now in force. 

Later this year the completed 
plan will be discussed at length by 

delegates to the UAW-CIO Na- 
tional Economic and Collective 
Bargaining Conference. 

This is one of the steps which 
the International is taking to ed- 
ucate its members about the 
GAW. Also being used are GAW 
discussions at local meetings, 
GAW stories in UAW papers and 
magazines and GAW educational 
classes. 

Following the economic confer- 
ence the GAW program will be 
reduced to concrete collective bar- 
gaining demands through the regu- 
lar constitutional machinery of ae 
UAW. 


Early in 1955, the national coun- 
cil of each of the major UAW de- 
partments will hold their annual 
conferences. The national council 
consists of delegates from each of 
the locals. 


At the conferences, these dele- 
gates will nominate and elect the 
negotiators who, with Reuther and 
his aides, will meet with auto plant 
negotiators next April in an effort 
to win the greatest and most con- 











| to support national policies which 
| can produce greater national pur- 


| strike at the Chevrolet spring and 


troversial prize the UAW has 
sought since it was organized in 
1936. 

(Next week: How the UAW 
program would affect auto pro- 
duction and employment.) 


* * * 


AFL, clo Vote to Merge, 


Settle Differences Later 


DETROIT. — The 10- million- 
member AFL and the four-million- 
member CIO have agreed to go 
ahead with a merger and then set- 
tle their principal family dispute— 
overlapping jurisdictions “after 
the marriage.” 

This short road to unity was 
decided upon at a conference in 
Washington attended by a nine- 
man AFL delegation, headed by 
President George Meany, and a 
nine-man CIO committee, led by 
President Walter Reuther. 

In a joint statement, the confer- 
ees said, “It is the unanimous deci- 

sion of this joint committee of the 
AFL and the CIO to create a sin- 
gle trade-union center in America 
through the process of merger 
which will preserve the integrity of 
each affiliated national and inter- 
national union.” 

Reuther and Meany were author- 
ized to appoint a subcommittee to 
draft a detailed plan for the 
achievement of this objective and 
then to make recommendations at 
the next meeting of the merger 
committee. 

Reuther then hurried back to 
Detroit to publicly call on all ma- 
jor auto and truck manufactur- 
ers to provide steadier production 
and employment during 1955 and 


chasing power. 

In letters to the presidents of 
these firms, Reuther also requested 
that they supply the union with in- 
formation as to expected produc- 
tion and employment for each 
month from November, 1954, to the 
end of 1955. 

Meanwhile, the Ford of Canada 
strike in Windsor extended last 
week to the company’s Oakville 
(Ont.) plant when 800 production 
workers walked out and set up 
picket lines. This brought the total 
idle to 6,500. 

Members of Local 262 of the CIO} 
Auto Workers also have voted to) 


muffler plant in Livonia, Mich. The 
union said the dispute concerned 
working conditions. 

* - - 


Ford Completes Building 


For Labor Relations 


DEARBORN.— Members of the) 
industrial relations department of | 
Ford Motor Co.’s engineering staff | 
have moved into a new building 
at the Research and Engineering 
Center here. 

The industrial relations building 
is the sixth major unit completed 
since the center was started in 1947 
as a memorial to the late Henry 
and Edsel Ford. The center is 
scheduled for completion in 1958. 








Phere: De 


Alabama Association Names Officers— 


Shown in front row (from left) are R. S. Hicks, Decatur, new president of the Automobile Dealers Assn. of Alabama; Frank 
Davidson, Livingston; Rhea Fayssoux, of Tuscaloosa, and Herbert Ray, Huntsville, vice-presidents; Judson Colley, Troy, secre- 
tary-treasurer; T Ed Campbell, Florence; B. A. Stockton jr., Huntsville; Ed Vickery, Warfield; Joe Wittmieir, Oneonta, and 


George Cox, Boaz, directors. 
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"Green Monster’ Wins Maremont Trophy— 


Arthur Arfons, of Akron, drove his “Green Monster,” a 4,000-pound hotrod powered 
by an airplane engine, to victory in Lawrenceville, Ill., capturing the Maremont Trophy 
ond a $1,000 scholarship. The 12-cylinder Allison engine reached a speed of 132.35 
miles per hour at the quarter-mile mark. The “drag” racing event was sponsored by 
Maremont Automotive Products, Inc., as part of its highway, safety and automotive 
engineering program. 





‘Sell or Else’ Blasted 


NADA’s Bell Brands Factory Pressure Letters 
As ‘Reactionary Management’ 


(Continued from Page 1) 


ters to between six and 10 percent 
of its 3,500 dealers. Most recipients 
were in smaller towns and subur- 
ban areas. 

Attached to each letter was a 
carbon copy for the dealer to sign 
and return to his zone manager, 
who signed the original as repre- 
sentative of the division. 

Buick’s warning letter was 


| viewed as an indirect effort to 


curb bootlegging, which drew the 
wrath of factory executives last 

April. 

Buick dealers at an Atlanta re- 
gional meeting were bluntly told 
by General Manager Ivan L. Wiles 
and Sales Manager A. H. Belfie 
that those found guilty of bootleg- 
ging would fail to obtain franchise | 
renewals. 

* * «¢ 
ERE is the text of the contro- | 
versial Buick letter: | 


“Your attention is directed to | 
the provisions of the new form 
of Buick Selling Agreement here- 
with tendered to you for execu- 
tion as regards the obligations to 
be discharged on your part, par- 
ticularly inasmuch as you are not 
abiding by all of these obligations | 
at the present time. 

“This deficiency is your failure | 
to properly develop to seller’s sat- | 
isfaction, the sale of Buick motor 
vehicles and chassis in area de- | 
scribed in Paragraph One of Sell- | 
ing Agreement being tendered to 
you for execution today. For ref- 
erence, refer to Section 25, Para- 
graph B (2) of the Terms and 
Conditions Booklet. 

“The new Buick Selling Agree- 
ment is being tendered to you for 
execution at this time by Buick 


>» IU 


- Ppa i Buy 


Back row: R. L. Hearn, Anniston; Roland Cooper, Camden; T. J. Kirven, Jackson; D. T. Stuart, Evergreen; Joe Hedrick, Mont- 
gomery; Tom Cooley, Talladega; Jim Callahan, Alexander City; Charles W. Slaton, Union Springs; Charlie Stone, Luverne, 


and A. C. Freeman, Dothan, all directors. 


Motor Division in consideration 
of your representation that you 
will correct the above deficien- 
cies in your operation as prompt- 
ly as possible. Should you fail to 
do so, We reserve all our rights 
under the Selling Agreement to 
take such action as might be in- 
dicated. 

“In this connection, this action 
would be a recommendation to 
our Central Office in Flint, Mich., 
that we do not offer you a Sell- 
ing Agreement following the ex- 
piration of the Selling Agreement 
being tendered to you herewith. 

“So that there may be no mis- 
understanding of your obligations 
and of the conditions on which 
the new Buick Selling Agreement 
is being executed with you, will 
you please sign and return to us 
the attached carbon copy of this 
letter? 

Very truly yours, 
° Zone Manager 

“The foregoing is hereby agreed 
to and accepted this day 
Sl \cransincasndint anid , 1954. 

(DEALER FIRM NAME 

TUS Ghost estaba: pciethatet 

(Title) 
. 


* - 


ONVENING Tennessee dealers, 

who heard Bell attack “defici- 
ency letters,” authorized drafting 
of a factory-dealer licensing bill by 
a legislative committee. 

The Pennsylvania convention 
stated in a resolution that factories 
and dealers must cooperate so that 
fair profits might be obtained by 
both. The resolution decried large- 
volume sales by dealers at “insuffi- 
cient profit.” 

In speaking with dealers last 
spring, Wiles and Belfie cited, as 
their policy go-ahead, GM Presi- 
dent Harlow Curtice’s letter on 
bootlegging of a year ago. 

It was pointed out then—and 
again following disclosure of the 
recent Buick letter—that cancella- 
tion action could not be taken 
against errant dealers because of 
Anti-Trust Act provisions. 


Reo Gets Order 
For Army Trucks 


LANSING.—Reo Motors has an- 
nounced receipt of an Army Ord- 
nance contract, valued at $984,283, 
for additional Eager Beaver 
special-purpose trucks. This brings 
to approximately $6 million the 
value of unfilled military orders 
currently on Reo’s books. 

The new contract calls for winch 
mounted M-36 trucks—Reo’s 2 
ton six-by-six vehicle. 


Dunham Turns Dealer 


W. W. Dunham, formerly Port- 
land zone manager for Oldsmobile, 
has taken the Oldsmobile-Cadillac 
dealership in Eugene, Ore. 
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Blow Aimed at Bootlegging . . . 
Ford Cuts Differential 
In Freight Charges 


(Continued from Page 1) 


thusiastic. Until competitive 
prices are announced, the effect 
on the market cannot be deter- 
mined, but the magnitude of the 
public relations impact should 


Freight Cutback 
Stirs Question 
On U.C. Values 


By Bob Sheldon 
Associate Editor 


gests perenne questions of dealer 
and customer welfare arise from 
Ford Motor Co.’s reduction in dis- 
tribution and delivery charges, ac- 
cording to sources within a com- 
peting auto-making concern. 

g unofficially, attorneys 
for this company said they had 
not had an opportunity to evalu- 
ate fully the Ford move. But they 
have been studying the “phantom 
freight” issue for a decade and, 
in theory at least, have run into 
some ominous roadblocks, they 
said. 

The most immediate and “shock- 
ing” problem, said one top lawyer, 
concerns used-car prices. He fore- 
saw the probability that used-car 
prices in Western areas would drop 
in proportion to the D&D cutback, 
and the possibility that dealers 
with large inventories would suf- 
fer a “terrible licking.” 

* oo * 
EE new-car buyers with 
a car to trade would also feel 
the effects of a used-car price re- 
adjustment, this source said, and 
thus their purchasing power would 
be cut. 

This could work both ways, it 
was pointed out. 

In areas close to Michigan, 
Ford’s boost in wholesale car 
prices may tend to enhance both 
new and used-car values. The 
rub, as it is seen among Ford’s 
competitors, is whether dealers 
will be able to coax a higher dol- 
lar from the retail buyer under 
today’s market conditions. 

“It appears,” said the lawyer, 
“that the only one who'll really 
benefit right off, particularly in the 
West, is the new-car buyer who 
doesn’t now have a car.” 

” * ® 


E ACKNOWLEDGED that his 

factory was aware of demands 
by far-distant dealers that freight 
charges be equalized, but person- 
ally deemed it “a little late” to be 
taking any drastic steps in this 
direction. 

“In 1920,” he said “equaliza- 
tion might have been accomplish- 
ed much more easily under the 
production and distribution set- 
ups existing then. Today, just the 
enormously greater number of 
cars on the road will complicate 

” 





Freight equalization does not 

necessarily put the factory in a 
stronger profit position, the lawyer 
said. 
“The manufacturer presumably 
continues to make the same profit 
per car,” he said, “but somebody’s 
paying more and somebody’s pay- 
ing less. “har 


" H the elimination of a 

freight differential, perhaps 
35 percent of the buyers—mostly 
those in the West and Southwest— 
would benefit pricewise. The other 
65 percent—in the East and South 

—would not. 

“Thus, many purchasers might 
feel penalized, and it is this fac- 
tor which could prevent con- 
gressmen from lining up behind 
the kind of legislation it would 
take to make this program a gen- 
eral industry practice.” 

On the present basis, this source 
said, the price upheaval that may 
follow Ford’s freight action will 
have run its course in a year or 
two. 

“At least it'll be a lot smoother,” 
he said, “than if they went ahead 
and abolished all freight differ- 
ences at once, instead of just a 
part of them.” 






lend tremendous impetus to the 
market.” 
Crowl termed the change in pric- 
ing policy “history-making.” 
Charles Elmendorf, manager of 
the Southern California Dealers 


Assn., said that Los Angeles deal- | D: 


ers heartily endorse the Ford move, 
and hope that other makers will 
take similar action. While the re- 
duction in freight charges is not 
enough, Elmendorf said, he added 
that it will go a long way to cur- 
tail the menace of bootlegging. 

3. Rep. Carl Hinshaw, Califor- 
nia Republican who in the last 
session of Congress introduced a 
bill aimed at wiping out “phan- 
tom freight” charges, called the 
Ford move a “step in the right 
direction.” He added that it 


' “might go a long way” toward 


eliminating bootlegging. 

He added, however, that unless 
unrealistic freight charges were en- 
tirely killed, he would introduce his 
measure again in the next Con- 
gressional session. 

4. Competing manufacturers had 
“no comment” on the action. Ob- 
servers believed, however, that they 
would have to take some sort of 
action to meet Ford’s price-policy 


changes. 
* * * 


The Ford action was hailed in 

* some quarters as the first posi- 
tive step by a factory to combat 
bootlegging. 

6. It was reported from Washing- 
ton that apparently the mechanics 
of the operation had been discussed 
informally by Ford with both the 
Justice Department and the Fed- 
eral Trade Commission, although 
Government approval of Ford’s ac- 
tion was not necessary. 

7. One industry observer said 
that perhaps the move would 
have an adverse affect on used- 
car prices in areas where the 
largest D&D reductions were ap- 
plied. 

8. Dealers in areas affected by 
the D&D savings had not been ad- 
vised officially of the Ford action 
at Automotive News’ presstime, and 


no immediate comment by individ- | 
| models would be announced at 


| the time of their introduction 


ual dealers was obtainable. 
* *~ 7» 


a reductions were geared bas- 


ically to Ford’s freight areas, 
although there were variations 
within certain of the areas. On 
Ford cars, for example, in Area A 
(see map) the reductions were a 
flat $101 to all points. In, Area B, 
reductions ranged from $51 to $100; 
in Area C, from $13 to $50, and in 
Area D, from $1 to $12. Area E 
remained unchanged. 


Reductions on Mercury and 
Lincoln were proportionately 
greater. 

The reductions in some instances 


Ford’s Action 








Here Are New Wholesale Listings 


Ford 


In Wholesale 
Delivered Charges 


Reduction in 
Distribution and 
Delivery Charges 
Wholesale 

Price 

Increase 

Net Change 


Dearborn ............. $13.50 $13.50 
Chicago............. 13.50 13.50 
New York ............ 13.50 + 13.50 
MASS oReeestns 13.50 13.50 
Baltimore _............ 13.50 ft 13.50 
N. Orleans ............ 13.50 -+- 13.50 

allas $4.00 13.50 + 9.50 
Houston BBD ABD aneecsvccsssee 
Denver 16.50 138.50 — 3.00 
Miami 20.50 13.50 — 7.00 
Helena 45.50 18.50 — 32.00 
Salt Lake 

City 55.50 18.50 — 42.00 
Phoenix 77.00 18.50 — 63.50 
Los Angeles, 

S. Francisco, 

Portland, 

Seattle 101.00 13.50 — 87.50! 


more than offset the price boosts. 
In other cities, increases and re- 
ductions canceled each other ex- 
actly, and in still other areas, price 
advances were greater than the re- 
ductions. 

* * ~ 

MPORTANCE of the reductions 

far outweighs that of the price 
boosts at this period of changeover 
to 55 models. That is because only 
dealers in the far West—in Areas 
A and B—still have cars in transit. 

Dealers elsewhere already have 
received and paid for their last 
’64 models. Dealers in the West, 
as the last of their ’54s arrive, 
will have to pay the higher 
wholesale price. 

Cuts in distribution and delivery 
charges, however, will be rebated 
to all dealers—wherever they ap- 
ply—on all cars now in transit or 
in stock as of 12:01 a.m. Oct. 21. 

a * * 
ESE rebates will be as fol- 
lows: $87.50 per car in Area A; 
$37.50 to $86.50 in Area B, and $0 to 
$36.50 in Area C. There will be no 
refunds in Areas D- and E. 

Smead, in his letter to dealers, 
said they would be informed in- 
dividually by their district offices 
of the amounts they had coming. 

Ford, in specifying that the 
change in pricing and freight 
rates applied to 1954 models, 
added that the price of 1955 


(Nov. 12). 

In view of the fact that the 
changes were announced so near 
the end of the ’54-model season, 
however, it appeared likely that the 
new wholesale prices and D&D 
charges will be unchanged when 
the new models are announced. 

Ford’s move was interpreted in 
some quarters as an effort to pla- 
cate dealers on the Coast who have 
complained for years that the 
freight-rate structure was unrealis- 
tic and that prices they had to 
charge retail buyers were too high. 


Believed 


OK'd by Justice, FTC 


By William Ullman 
Washington Correspondent 


freight-charge reduction was not 
an action that required Govern- 
ment approval, it is believed that 
the mechanics of the operation was 
discussed informally with both the 


Department of Justice and ie} 


Federal Trade Commission. 


No confirmation, however, was | 


obtainable from either Ford’s 
Washington offices or the two 
Government agencies, which 
early in the year had dealer 
freight complaints under consid- 
eration. 

Certainly there was no indication 
that the Ford move was prompted 
directly by either FTC or the Jus- 
tice Department, and, if the discus- 
sion between Ford and the Govern- 
ment was purely informal, it would 
not be made public or commented 
upon by the latter. 

Officials, contacted by AuToMoTIVE 
News and informed of the Ford 





| action, were inclined to believe that | 
it marked the beginning of a trend 
WASHINGTON.—While the Ford | 


influenced by strong and continued 
dealer complaints against new-car 
bootlegging, which is said to have 
resulted largely from high freight 
charges, phantom or otherwise. 

Rep. Carl Hinshaw, California 
Republican, introduced a bill at 
the last session of Congress to 
curb freight overcharges. It 
passed the House, but did not get 
to the Senate in sufficient time 
before adjournment. 

Reached by Automotive News in 
Los Angeles, Rep. Hinshaw said 
that the Ford action was a step in 
the right direction and may go a 
long way toward eliminating boot- 
legging. 

However, he said that the phan- 
tom freight charge should be com- 
pletely eliminated. Unless it is, he 
said he would reintroduce his bill 
in the next Congress and call for 
hearings in which manufacturers 
would be subpenaed to testify. 





Lincoln 


a za 
Dearborn _............. $21.00 $21.00 
SOUND, sisesoensnes 21.00 ft 21.00 
New York ............ 21.00 21.00 
ss 21.00 21.00 
Baltimore _............ 21.00 21.00 
N. Orleans $1.50 21.00 + 19.50 
6.50 21.00 + 14.50 
Houston 18.00 21.00 -+ 3.00 
Denver 22.00 2100 — 1.00 
26.50 21.00 — 5.50 
Helena 66.00 21.00 — 45.00 
Salt Lake 
City 70.00 21.00 — 49.00 
Phoenix 95.50 2100 — 74.50 
Los Angeles, 
S. Francisco, 
Portland, 
Seattle 125.00 21.00 —104.00 


on Ford Lines 
Mercury 


Dearborn ............ $16.00 -+-$16.00 
Chicago... 16.00 16.00 
New York ............ 16.00 16.00 
LS  ehivetinas 16.00 16.00 

Baltimore _............ 16.00 16.00 
N. Orleans $ 1.50 16.00 14.50 
Dallas 6.00 16.00 10.00 
Houston 15.50 16.00 t 50 
Denver 19.00 1600 — 3.00 
Miami 24.00 1600 — 8.00 
Helena 57.00 16.00 — 41.00 
Salt Lake 

City 60.00 16.00 — 44.00 
Phoenix 82.50 16.00 — 66.50 
Los Angeles, 

S. Francisco, 

Portland, 

Seattle 107.50 16.00 — 91.50 





Text of Ford’s Letter 


Tells Dealers of Oct. 21 


Changes in D & D Fees, 


Explains Policy on Rebates 


Eprror’s Note: Following is the 
text of the factory letter to Ford 
dealers announcing adjustments 
in vehicle distribution and deliv- 
ery charges. A similar letter was 
sent to Lincoln-Mercury dealers: 


TO: ALL FORD DEALERS 


We are now approaching the end 
of our 1954 model sales, and I 
want to take this opportunity to 
congratulate all of you for the 
splendid job you are doing this year 
in merchandising our 1954 Ford 
cars and trucks. The record is one 
of which we can all be immensely 
proud. 


As we approach the closing out 
of 1954 models and the introduction 
of 1955 models, Ford Motor Co. is 
making a major adjustment in its 
distribution and delivery charges 
on cars and trucks. The company, 
effective 12:01 a.m., Oct. 21, 1954, is 
reducing significantly the long- 
standing regional differences in its 
distribution and delivery charges. 
Reductions apply to all dealer loca- 
tions approximately a thousand 
miles or more from Dearborn, the 
amount of the reduction in each 


case depending upon the distance. | 


For example, reductions dre be- 
ing made in the distribution and 
delivery charge for a Ford Cus- 
tomline V8 Fordor sedan in all 
areas of the country where the 


present charge exceeds $270.50. | 


In Area A on the aftached map, 
the reductions are $101 for a 
Ford Customline V8 Fordor se- 
dan; in Area B, reductions range 
from $51 to $100; in Area C from 
$13 to $50; and in Area D, from 
$1 to $12. Area E remains un- 
changed. 

At the same time, the wholesale 
price to all dealers will be slightly 
increased ... the Ford passenger 
car approximately $13.50, and the 
Ford truck from $3 to $7, depend- 
ing upon the weight classification. 


| This increase will also be effective 
| 12:01 a.m., Oct. 21, 1954, and will 
|apply to all 1954 model cars and 





trucks. The suggested list prices 
will be adjusted proportionately in 
order that there will be no change 


Rubber Use to Fall 


‘Below Forecast 


AKRON. — Rubber consumption 


| in the U. S. this year probably will 


be about 100,000 long tons less than 
had been forecast, according to 


|W. S. Richardson, president of The 


B. F. Goodrich Co. 


“In September, 1953, it was esti- | 


mated that 1,315,000 long tons of 
new rubber would be consumed in 
the U. S. during 1954,” Richardson 


| said. 


“Since then the estimated con- 
sumption has been revised down- 
ward each quarter, and today it is 
believed that 1954 consumption will 
be about 1,200,000 tons, or 8 percent 
less than the estimate for 1954 
which was made a year ago.” 


in the present suggested dealer dis- 
count. Prices of 1955 models will 
be announced at the time of their 
introduction. 
* - * 

T= Ford Dealer Sales Agree- 

ment does not provide for re- 
funds in the event of reduced dis- 
tribution and delivery charges. 
However, under the circumstances 
in this instance Ford Motor Co. 
will make refunds in all cases 
where the reduction in the distri- 
bution and delivery charge exceeds 
the increase in wholesale price. Re- 
funds will be applicable to all new, 
unused and unsold 1954 models in 
dealers’ stocks at 12:01 a.m., on 
Oct. 21, 1954. 

Applying the increase in the 
wholesale price of a Ford Custom- 
line V8 Fordor sedan to the dis- 
tribution and delivery charge ad- 
justment in the areas mentioned 
above, there will be a refund of 
$87.50 in Area A, refunds ranging 
from $37.50 to $86.50 in Area B 
and from $0 to $36.50 in Area C. 
No refunds will be made in Areas 
D and E. 


| Ford dealers who will receive 
| reductions in distribution and de- 
| livery charges will be informed 
of the amounts individually by 
| their respective districts. At the 
| same time, the procedure of ap- 
| plying for refunds will be ex- 
| plained to those dealers eligible. 
| I know you are all looking for- 
| ward to our 1955 models which will 
| be introduced shortly, and I can 
| assure you that we have the finest 
|line of new cars and trucks for 
| you to merchandise in the coming 
| year. Once again, let me thank you 
|for an excellent job in 1954. 
Sincerely, 


L. W. Smead, 


(General Sales Manager) 


NADA Reaction: 
Dealers, Public 
Aided by Move 


WASHINGTON.—Ford’s change 
of policy on auto freight charges 
apparently conforms to dealer sen- 
timent and should be given “seri- 
| ous and immediate attention” by 
| other makers, Frederick J. Bell de- 
| clared Thursday. 

The NADA executive vice-presi- 
dent said preliminary analysis of 
the Ford announcement by NADA 
indicated that the new policy “will 
be in the public interest by reduc- 
ing unrealistic freight charges on 
| new automobiles.” 

“The dealer body, through NADA, 
has long advocated reappraisal of 
freight charges to the end that the 
public will not be discriminated 
against and that dealers across the 
country will be placed in a more 
equitable competitive position,” Bell 
added. 

He pointed out that the national 
association has not had an oppor- 
tunity of analyzing the full effects 
of the Ford announcement. 
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Recovery from Crash... 





Car Population Rises 
100 Pct. Since 1929 


(Continued from Page 1) 


era. Car sales had soared in 1929 
to 3,848,937—a mark that was to 
stand for 20 years. That sales 
total was shared by more than 
30 makes. 

+ oes cd 
Vigorous Auto Recovery 


AND: while the dark days of 
breadlines and bitter labor 
strife were ahead, the auto in- 
dustry was to come back with 
such vigor that 5,000,000-car sales 
years were to become common— 
even though the number of 
makes has declined to 20. 

Then, too, while cars in the 
twenties were viewed largely 
as luxuries, the cars of today 
have reached a state of luxury 
not even dreamed of in that 
bygone day. Yet they have be- 
come necessities to Americans 
who take them for granted 
today. 

But it was in the ’20s that 
the Model T concept of basic 
transportation was overrun by its 
more luxury-minded competition. 

* * om 


Sales Total $43 Billion 


NDICATIVE of the sensational 

recovery by the auto industry 
was the climb in retail sales of 
the main and related products. 

Sales by vehicle dealers, parts 
and accessories stores and gaso- 
line service stations aggregated 
$43.9 billion in 1953, compared 
with only $8.8 billion in 1929. 


The dealer portion of these 

totals was $31.5 billion in 1953 

and $6.4 billion in 1929. 

Automotive employment and 
earnings have surged by com- 
parable amounts. The number of 
workers employed by automotive 
manufacturing plants has 
doubled—from less than half a 
million in 1929 to nearly a mil- 
lion today, while average weekly 
earnings have jumped from $32.15 
fhen to $87.95 last year. 


* * * 


‘Nothing to Worry About’ 


greene on Page One of 
the Automotive Daity News of 
Oct. 26, 1929, were G. M. Williams 
and F. A. Miller, presidents of 
Marmon Motor Car Co. and 
Willys-Overland, respectively. 


These executives, joined by 
Walter P. Chrysler, publicly dis- 
missed the stock market slump 
as a negligible development. 
They all foresaw a rapid recov- 
ery of values without adverse 

* * cg 





effect upon the auto industry. 

The far-reaching scope of the 
great depression was not visible 
in the closing months of the 
roaring ‘20s. New-car registra- 
tions soared to 3,848,937 in 1929 
—an alltime record not surpassed 
for another 20 years. 


The 1929 sales total was shared 
among more than 30 car makes. 
Ford, whose total sales for the 
year were 1,310,119 units. This 
figure still is a Ford sales record 
and has been exceeded by Chev- 
rolet only in 1950 and 1953. 


¥ 3 * 


26 Million Units in Use 
HERE were 23,060,421 cars in 
operation on U. S. highways 

25 years ago. Trucks in use to- 

taled 3,408,088. 

Significant milestones were 
reached by two industry pioneers. 
John N. Willys sold his Willys- 
Overland interests, valued at $22 
million, and Pierre S. duPont 
retired as chairman of the Gen- 
eral* Motors board. 

The year 1929 also was the 
first year of the Plymouth auto 
at Chrysler Corp. Another 
Chrysler news event was the 
assumption of the Dodge presi- 
dency by K. T. Keller. 

That, in a nutshell, was the 
year the depression began. How 
crushing its effects is shown in 
new-car sales figures, which 
plummeted to a post-World War 
I low of 1,096,399 in the grim 
year of 1932. 

Only 20% million cars were in 
use during 1932-33, although it 
was evident that the inclinations 
of consumers were toward more 
purchases of this mass transpor- 


_ tation medium. The limitations 


of pocketbook dictated the slump 
in sales. 


* 


Casualties of Depression 
JPASSENGER-CAR casualties of 
the depression included Au- 
burn, Essex, Franklin, Hupmobile, 
Peerless, Pierce-Arrow and Reo. 
“Hot car” of the year was the 
Highest 1929 producer of these 
was Essex, which sold 191,328 
new models in that year and 
combined with Terraplane after 
Sliding to 42,543 new-car sales in 
1931. Hudson Motors ended the 
Terraplane Jine in 1937. 

The gradual recovery by autos 
from the 1932 doldrums struck a 
snag in the recession of 1937. 

* * ra 


AUTOMOTIVE NEW 








New-car sales nosedived from a 
1937 total of 3,483,752 to 1,891,021 
during 1938. Another resurgence 
wasn’t long in coming, however, 
and 1940 and 1941 attainments 
surpassed all previous years ex- 
cept the peak 1929. 

The years 1942-45 are absent 
from most charts of automotive 
production and sales. But the 
World War II period was not a 
total waste from the standpoint 
of civilian output. Many new 
assembly-line techniques and 
engineering advancements 
grew out of the auto industry’s 
tank, aviation and artillery 
projects. 


Also spawned by the four-year 


freeze on production was a tre- | 


mendous worldwide thirst for 
new motor vehicles. The long- 
standing 1929 record of new-car 
sales lasted until 1949, when it 
finally toppled before a 4,838,342 
total. 

ok * Ea 


50s High-Volume Era 


A NEW high-volume era got 
under way in earnest the fol- 
lowing year, with sale of 6,326,- 
438 new cars. Huge postwar plant 
expansion programs, looking to 
the pentup consumer demand for 
new cars and trucks, permitted 
the industry to reach what in 
1929 appeared to be the impos- 
sible. 


Subsequent years in the 1950s 


all have shown new-car sales to- 
tals in excess of the 1929 mark, 
if below the unusually high level 
of 1950 itself. 


Total vehicle registrations 
currently are 46,289,129 cars 
and 9,195,697 trucks, double the 
number of 1929 cars and 2% 
times the truck sum. 


Chevrolet first gained the car 
sales leadership from Ford in 
1931. Ford again outstripped the 
GM division in 1935, but Chevro- 
let regained the No. 1 spot the 
following year and kept it 
through 1953. 

Engineering and styling fash- 
ions of today would have stun- 
ned a 1929 crystal-gazer. Cars, 
even to the lowest-priced, are 
more comfortable to ride in and 
simpler to drive, aside from the 
obvious streamlining of design. 

Collective bargaining has sup- 
planted individual worker nego- 
tiating during the last quarter- 
century. GM and Chrysler 
recognized the UAW-CIO after 
bitter 1937 strikes, and Ford 
acceded in 1941. 

To meet the mounting wander- 
lust of the American car-buying 
public, highway expenditures 
have climbed to a point where 
the 1954 budget for the first time 
will pass the $6 billion mark. 
The 1929 outlay was $2% billion. 

And so it goes—the auto colos- 
sus’ great comeback from the 
dark days commencing 25 years 
ago. 


* * * 


Car Sales Measure '29-'54 Comeback 
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| Grand Rapids Dealers Elect— 


Shown (from left) are William Miller, of Miller Pontiac Co., new secretary of the 
Grand Rapids (Mich.), Passenger Car Dealers Assn.; Marion Marsh, of Gil Schaefer, 
Hudson distributor, director; James Mulvihill jr., of Imperial Motors (Chrysler-Plymouth), 


Also elected was Dale Berger, of Berger 








hower’s chief economist contends. 
Dr. Arthur F. Burns, 


cline. 


“As a result of Federal action,” 
Dr. Burns said, “the recent ad- 
justment had no parallel in our 
economic history. Although gross 
national production fell nine per- 
cent between the first and third 
quarters of 1954, disposable per- 
sonal income increased by an 
equivalent amount because of tax 
reductions and credit-easing 
steps.” 


Five factors helped to offset the 
1953-54 sag in the production rate, 


according to Dr. Burns. These 
were: 
1. Personal income drop was 


cushioned by farm income subsi- 
in social security 


dies, increases 
payments and tax reductions. 


2. Credit restrictions were re- 
laxed by new policies, thus inspir- | 


ing investment confidence. 

8. Unions shouldered responsi- 
bility for a recovery, in accepting 
wage reductions. 


4. Business firms and consumers 
maintained a high rate of spend-| 


ing. 


5. Trade increased between the 
U. S. and England and Western | 





Europe as demand rose in those | 


areas. 

With Governmental action in 
economic crises now an accepted 
fact and only the nature of inter- 
cession the debatable issue, Dr. 
Burns declared that his concept 
of Federal aid had as its objec- 
tives expanding the scope and 
adding to the vigor of private 
enterprise. 


“The Government,” he went on, 
“cannot stand aloof from the na- 
tion’s economy in this age of revo- 
lution. To prevent collapses, such 
therapeutic 


as the one in 1929, 





Auto-Lite Plugs Visits 


To °55 Car Showings 


TOLEDO. — Electric Auto-Lite 
Co. is undertaking a campaign 
to encourage people to see 1955 
car models in dealer showrooms. 

In Auto-Lite’s plants, posters 
and special booklets giving the 
announcement dates for cars will 
urge employes to visit their local 
new-car showrooms. Letters will 
go out under President James P. 
Falvey’s signature to the com- 
pany’s nearly 30,000 workers. 

The company’s sales represen- 
tatives, distributors and jobbers 
will get special material to carry 
the campaign to their areas of 
operation. 





Anti-Depression Formula 


Middle-of-Road Policy Already Successful 
In Combatting Declines, Expert Says 


DETROIT. — A flexible, middle- 
of-the-road approach to business 
fluctuations is the present Admin- 
istration’s proven antidote for eco- 
nomic depression, President Eisen- 


chairman 
of the Council of Economic Advis- 
ers, told the Economic Club of De- 
troit last Monday that the economy 
once again is expanding upon the 
heels of the recent production de- 


| vice-president, and Steve Hicks, of Steve Hicks, Inc. (Lincoln-Mercury), president. 
Chevrolet, treasurer. 





measures are not enough; preven- 
tive action, as in unemployment in- 
surance, is necessary to soften the 
shock. 

“It also is incumbent upon the 
Government to inspire favorable 
expectations concerning the future 
and, in so doing, to avoid extrava- 
gance and .make-work schemes, 
apart from such public projects as 
highway construction.” 

Dr. Burns, a Columbia University 
professor and author prior to join- 
ing the Administration, counselled 
“resisting the doctrinnaire thinking 
of both right and left” in heading 
off future depressions. 

He was introduced by John S. 
Coleman, president of Burroughs 
Corp., Detroit. 

—Mac Gorpon 


Alemite Offers 
Lubricator With 


Instant Pressure 


CHICAGO. — A new device, the 
patented Alemite “Pressurtrol,” 
which is said to provide instant 
| restoration of full pressure at the 
control valve and savings of one- 
third in the time required to lubri- 
| cate a car, is being introduced by 
the Alemite division of Stewart- 

Warner Corp. as a feature of its 
new line of De Luxe portable lubri- 
| cation equipment. 
| The Pressurtrol is equipped with 
|a Super H pump, a new 70-to-1 
| ratio pump with three-inch air mo- 
| tor, providing a controlled pressure 
range at the control valve of 6,000 
to 7,000 pounds. 
Weighing but 18 pounds, the 
pump is declared by Gus Treffeisen, 
distribution sales manager of Ale- 
mite, to be the most powerful pump 
for its size ever built. 

“Today’s bearings are tighter, 
modern lubricants are tougher, 
piped installations require more 
power, and labor rates are at an 
alltime peak,” Treffeisen explained. 
“This new equipment meets not 
only present requirements but ex- 
ceeds any foreseeable challenge, as 
well.” 
| The matching round steel cab- 
inets are finished in white and gray 
| baked enamel, and hold either 100 
|or 120-pound drums. Colorful em- 
blems are interchangeable for com- 
pany identification. The units are 
mounted on three-inch ball-bearing 
casters. 

The De Luxe line includes chassis 
lubricator; both air and hand-oper- 
ated gear lubricant dispensers; au- 
tomatic transmission fluid  dis- 
penser and waste oil drains for us> 
with drums or tanks. The air-oper- 
ated gear dispenser has a new com- 
bination hand meter and control 
valve. 

A new Removal] follower, whic» 
empties a drum, is optional as are 
three types of control valves—the 
standard, the Adjustashot, and the 
| Adjustashot with high-low con- 
verter. 
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AUTOMOTIVE NEWS, OCTOBER 25, 1954 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan, 1 
Ended Same Ended Oct., To To 
Oct. 23, Week, Oct. 16, 1954, Oct. 24, Oct. 23, 
1954 1953 1954* ToDate 1953* 1954* 
AMERICAN MOTORS 2,400 . 2,741 2,308 7,026 182,763 $1,613 
Ye 800 884 799 2,571 66,569 27,116 
ee 1,600 1,857 1,509 4,455 116,194 54,497 
CHRYSLER CORP. 8,000 27,572 6,026 17,538 1,041,464 478,503 
Chrysler .................... 1,100 3,918 725 2,391 134,436 69,242 
eee: 1,100 2,063 520 1,748 104,024 47,643 
BD 2 dbicviniteantsvcchine 2,750 5,980 1,673 5,344 253,914 91,203 
Plymouth .............. ; 3,050 15,611 3,108 8,055 549,090 270,415 
FORD MOTOR. ........ 270 38,895 2,954 34,363 1,269,028 1,374,873 
PRT Midi Govs ues deucovepvovess 200 8 30,691 196 24,037 972,222 1,124,047 
UMEEEE doevbstsisncnoestber’.s ae an 16 576 35,178 30,139 
BE Gcicistitisticelonden *scevevssie 8,204 2,742 9,750 261,628 220,687 
GENERAL MOTORS 30,800 53,317 31,434 99,358 2,449,738 2,250,761 
NE 22 sisih, CaskaastiWestbag Ne sedition 9,958 3,548 14,847 444,513 430,675 
ED coccpivevAesnchaveses..° seveaithen Rien when. 2,547 87,448 96,645 
Chevrolet .................... 19,600 30,598 12,885 . 40,896 1,282,082 1,095,175 
NII ecsccccsdhoddsvs’*— ctveastege 3,486 9,045 20,753 280,347 354,002 
NED i acAtndoet sseicettv¥e 1 1,200 7,544 5,956 20,315 355,348 274,264 
KAISER MOTORS 65 529 59 202 59,180 15,366 
RE a icc cde: > sti sea Nala eee 19,692 5,803 
ID dav civ ar cnoutateoee ‘ 65 529 59 202 39,488 9,563 
a) re 2,545 505 2,101 7,664 234,783 87,897 
RR Sl cipttatiatelce® Saal «Saeed 74,152 25,433 
Studebaker ................ 2,545 505 2,101 7,664 160,631 62,464 
Total Cars, U. S. ..... 44,080 123,559 44,882 166,151 5,236,956 4,289,013 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Océ., To To 
Oct. 23, Week, Oct. 16, 1954, Oct. 24, Oct. 23, 
1954 1953 1954* ToDate 1953* 1954* 
CHEVROLET ............. 5,900 919 4,676 16,664 308,400 269,907 
DIAMOND T ............. ji 60 147 50 173 7,069 2,563 
NEI © os css esdedkasoxeusce stl 40 80 40 128 2,515 2,515 
I, xc cseccdderenmernsveess 2,180 2,225 2,179 6,899 85,473 74,953 
INE, =a daseiensks~ “acbustacks ae? . stiede- aoe 1,840 2,049 
ee 300 Gene. cnsensis 3,362 263,334 232,039 
MI: cxneki Micon ieudiesicosidedeis 1,200 972 1,209 3,800 96,476 63,438 
INTERNATIONAL 1,605 2,849 1,500 4,988 104,628 78,744 
SIME - Sictarlasdastsvaxs saccscincae 180 170 175 544 9,551 5,455 
ER. acai out sacdesasaxsviness Pina 50 301 49 161 13,265 5,314 
STUDEBAKER ......... eee} a 472 1,521 31,347 11,181 
REE erer : 225 314 225 695 11,823 8,624 
MAID: assccssscasecessnses 1,960 2,129 1,866 6,202 72,321 56,298 
MISCELLANEOUS 65 250 62 215 12,152 4,209 
Total Trucks, U. S. 14,280 19,105 12,503 45,352 1,020,194 817,289 
Total Cars, Trucks, 
Bl WG eapeatshatiassidcakaaa 58,360 142,664 57,385 211,503 6,257,150 5,106,302 
Total Cars, Trucks, 
Canada ................ 2,760 7,466 2,013 7,889 399,953 306,874 
Grand Tetal, 


Cars and Trucks, 


U. S. and Canada. 61,120 150,130 59,398 219,392 6,657,103 5,413,176 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel | 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 


Portland Dealers Join BBB 
In Overhauling Sales Code 


PORTLAND, Ore.—The Portland |standards since 1937. The purpose 
Better Business Bureau and the/of the new standards, he said, is to 
new and used-car dealer associa- jammy flamboyant and misleading 
tions of Portland have launched aj|copy that has been used by auto 
comprehensive program of volun- | dealers in some other cities. 
tary self-regulation of advertising| Highlights of the standards are 
and selling practices. |the requirement, in the public in- 


Ad standards were outlined in | terest, that “new” cars can be ad- 
detail to media representatives, VeTtised only by regularly fran- 
according to E. E. Williams, gen- | chised dealers, and the barring of 
eral manager of the Automobile |Such questionable practices as 
Dealers Assn. of Portland. “baiting” and “bushing.” 

Ben Hazen, president of the Port- Additional requirements provide 
land BBB. said that auto dealers | that all advertising, particularly 
have cooperated with the BBB in| Classified, shall specifically indi- 


following of ethical advertising| © +d aoe “ — oe 2.3 


| “demonstrators” and “executives” 
| or “official” cars shall be accu- 














Auto Stocks rately described, and that unwar- 
Oct. Oct. 1954 ranted savings claims and unsup- 
20 13 High Low | portable superlatives be prohib- 
Am. Mtrs. 10% 10% 14% 10 ited. 
Chrysler 67 66% 70 56% In the field of financing, the us- 
GM 89 8934 94% 58%) age of such terms as “no downpay- 
Kaiser 2 2% 2% 1%|ment” or “name your own terms,” 
S-P 12% 12% 138% 11% /is carefully spelled out. 








Derogatory statements against 
Average 36.05 36.30 | competitive goods or products are 

Compiled from reports of trading on the | | barred. Detailed definitions of such 
American and N. Y. Stock Exchanges. | terms as “Only $X Profit” are con- 
| tained in the standards. 














Ford, L-M, Cadillac to Start on ’55s... 


(Continued from Page 1) 


| cars, a level not reached in the past 


six weeks. 

While Mercurys will be back on 
the line today (Oct. 25), output will | 
consist of only a few pilot models 
at the Los Angeles plant. The other 
three L-M plants will begin mak- 
ing 1955 models next week. 

Of the nine makes down last 
week, three had limited output: 
Ford, which produced approxi- 
mately 200 Thunderbirds; Lin- 
coln, which started running pilot 
1955 models at Los Angeles, and 





Willys, which planned to turn | 
out 65 units for export. 

Next week all makes, except 
| Hudson, Kaiser, Willys and possi- 
bly Packard, will be back in pro-| 
duction. 

Hudson is scheduled to finish its | 
1954 run this week and will not re- | 
sume output until 1955 models roll 
| later this year. By then its assem- 
| bly operations will be moved from | 
| Detroit to Kenosha, Wis. 

* * * 


| 


| PACKARD will return to produc- | 
tion either next week or the) 








Oldsmobile Rings Down Curtain on '54— 

The final car of Oldsmobile’s 1954 series comes off the assembly line in Lansing. 
At right (in dark jacket), is Robert J. Rollis, manufacturing manager. During the 1954- 
model run, which began in January, a total of 354,002 cars was produced. 





CHICAGO.—Discussing mislead- 
ing advertising and sales practices 
in the auto trade, Carl D. Dalke, 
manager of the automobile division 
of Chicago’s Better Business Bu- 
reau, said last week that part of 
the blame for what is wrong in the 
present auto market must be laid 
on the doorstep of a few new and 
used-car dealers. 

Dalke singles out the advertis- 
ing of cars at prices on “strip- 
ped” models which dealers do 
not have in stock but which may 
be ordered from the factory. 

This practice, he says, is particu- 
larly questionable where various 
other charges must be paid in or- 
der to purchase the advertised car, 
and reference to such charges is 





Sales 


(Continued from Page 3) 
enough to pull the overall average 
price down by one dollar to $733. 

Leading the downward trend 
were ’52s, which lost $14 to es- 
tablish an average of $901. Other 
setbacks were: ’51s, down $10 to 
$656; ’48s, down $9 to $260; °47s, 
down $5 to $207, and 49s, down 
$2 to $360. 

Despite the declines, '47s and '48s 


were still selling for more than} 


they were in July. Only the '52s and 
’*5ls were selling at new low aver- 
ages. 

The price spread between models 
after last week’s adjustment (pre- 
vious week’s spread in parentheses) 
was: '54 to '53, $517 ($503); ’53 to 
52, $333 ($309); °52 to ’51, $245 
($249); ’51 to ’50, $158 ($172); ’50 to 
’49, $138 ($132); '49 to °48, $100 
($93), and ’48 to '47, $53 ($57). 


Olds Dealer Buys Part 
Of Philadelphia A’s 

PHILADELPHIA. — John P. 
Crisconi, an Oldsmobile dealer 
here, is now one of the owners 
of the Philadelphia Athletics 
baseball team. 

He was instrumental in bring- 
ing together the nine men who 
finally put up the funds to keep 
the A’s here in Philadelphia. 

Crisconi, president of Crisconi 
Oldsmobile at 1155 S. Broad St., 
will be a director, and possibly 
an officer of the club. 








Gimmick Ads Scored 


Chicago BBB Official Ascribes Woes of Market 


To Practices of ‘Some Dealers’ 








made only in the fine print, if at 
all. 

The reaction of the customer, 
Dalke warns, will be negative when 
he finds that the car he expected | 
to buy is not available at the price | 
he expected to pay. 

Dalke says that some dealers 
use wording and layouts in their 
advertising which are deliber- 
ately designed to convey one im- 
pression while they actually mean 
something else. 


The practice of advertising cars | 
as “Delivered for Only $1,495 with | 
No Money Down,” Dalke charges, | 
with the fine print stating that 
freight, taxes, accessories and other | 
charges are extra, misleads the} 
buyer in that it does not explain | 
that in order to buy with “No! 
Monéy Down” he would have to| 
have been on one job for five years | 
|and bring in the co-signature of a| 
wealthy relative. 


Such ads engender the same 
reaction from the public as out- | 
right “bait” ads, according to | 
Dalke. 

On the subject of prices, Dalke | 
believes that the dealer who offers | 
a big discount and overallows on| 
the public’s credulity will find that | 
the loss of confidence will outweigh 
any short-range advantages to be 
gained from advertising gimmicks. 








| Motor Co., 


| Federal 
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— Output to Move Up This Week 


following week after its two-month 
|shutdown to move its lines to an- 
other plant in Detroit. 

No date for resumption of K-W 
output has been set. Except for a 
small number of export models, 
K-W has produced no cafs since 
June 30. 

Pontiac, working out of its 
changeover, last week scheduled 
production of 11,200 cars, its 
highest level in four years. 

Chevrolet last week boosted its 
rate by almost 7,000 cars, to 19,600. 

Chrysler Corp. planned to build 
8,000 cars, against 6,026 in the pre- 
vious week. 


Studebaker, reporting that de- 


'mand for its 1955 models was 
| greater than anticipated, Thursday 


announced it is scheduling overtime 
operations at both South Bend and 
Los Angeles plants. 
* * ok 

— output rose last week 

mainly because of Chevrolet’s 
boost to 5,900 units, from 4,676 in 
the earlier week. Others setting 
higher schedules last week were 
Diamond T, Dodge, Ford, Interna- 
tional Harvester, Mack, Reo, Stude- 
baker and Willys. 


Ford began turning out 1955 
trucks late last week. 


So far this year, U. S. makers 
have produced 4,289,013 cars and 
817,289 trucks, declines of 18.1 
percent and 19.9 percent, respec- 
tively, from the 19538 totals. 

Auto makers are planning big 
boosts, however, for November and 
December. 

+ * * 
ON THE Canadian scene, output 
of cars and trucks so far this 
year totals 306,874 units, a 23.3 per- 
cent decline from last year. 

Last week’s production was es- 
timated at 2,760 cars and trucks, 
against 2,013 in the week earlier. 

Ford of Canada is still stymied 
by a strike which halted car out- 
put two weeks ago. 

am * 3 
worm: Pontiac plans to produce 
450,000 cars in the 1955 model 
run, compared with 287,000 models 
for '54, said R. M. Critchfield, ‘Pon- 
tiac general manager, at a preview 
of the new cars last week. 

Based on high dealer orders, 
Plymouth will turn out 160,000 
cars in November and December, 
said John P. Mansfield, Plymouth 
president, at a dealer showing in 
New York. In the same two 
months of 1953, Plymouth output 
totaled 97,300. 

Henry Ford II, president of Ford 
last week said his com- 
| pany plans to build 12 percent more 
|cars in 1955’s first quarter than in 
the like period of 1954, when it pro- 
| duced 319,600 cars. 


Federal Fawick 
Changes Name 


CLEVELAND. — The name of 
Fawick Corp., manufac- 
turer of brakes and clutches for 
| heavy industrial machinery, has 
| been changed to Fawick Corp. 
The decision to drop the word 
“Federal” was based on the sale, 
last Jund, of the corporation’s 


| Federal Motor Truck division. 








| the Queen Mary upon his return from a 


| European countries. Curtice said he thought the U. S. economy was 





Confident Curtice Returns from Eurooe— 
Newsmen interview Harlow H. Curtice (right), president of General Motors, aboard 


three-week tour of GM plants in seven 
“stabilized, and 


| indications are there will be no change in that picture next year.” 
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Retires as Nash Sales Chief .. . 





Doss to Be AMC Consultant 


(Continued from Page 2) 


and a firm friend of young persons 
on the other. 
* * + 

H® ONCE summed up his phil- 

osophy of sales leadership in 
this fashion: “When I’m in Detroit, 
I represent the dealers. When I’m 
in the field, I represent the fac- 
tory. 

“I treat my staff in positive, 
firm and fair fashion. I don’t 
mind telling a man his faults, but 
I’m not abusive. 

“You never know when some- 
thing you say or do can change a 
whole way of life. For that reason, 
a man who is a leader has a ter- 
rible responsibility.” 

Doss has always commanded the 
friendship and respect of his deal- 
ers. They admire his ability and 
willingness to “lay it on the line” 
at sales meetings, and his shrewd- 
ness in assessing any retail short- | 
comings. 


a * Ab 

NE of Doss’s favorite bits of 

advice to dealers is: “Shop 
your own dealership now and then. | 
See what kind of reception, what | 
kind of selling job you get.” 

Doss has always kept in close 
touch with the field. He says, 
“You can always make a better | 





sale in person than you can by 


mail.” 


Doss has a lifelong record of an | 


open door for young persons. His 
office has standing instructions 
never to turn away a young man 
seeking an audience. 

Doss, himself, says simply, “My 
hobby is young persons.” 

Associates say his interest in 
young men goes far beyond the 
normal kindness of business, and 
that most of the things he has done 
to help them out, spiritually and 
temporally, never will be known. 

+ * * 


JOR 38 years, Doss’s bottom desk 

drawer has been loaded with 
toys. No child has ever left his 
office without a personal gift. Doss 
and his wife gain a great deal of 
pleasure from periodic shopping 
tours for these simple, but novel, 
toys. 

Doss regularly goes on hunting 
and fishing trips with business 
associates, but hasn’t fired a rifle 
or wet a fly for years. On most of 
these trips Doss spends his time 
riding, a favorite pastime dating 
back to his Oklahoma boyhood. 


As a youth, he was torn between 
the Methodist ministry, law and 
education. He ultimately chose law 
and graduated from Duke Univer- 
sity. He is a trustee of Duke, as 
well as a director of Cranbrook 
School for Boys, Bloomfield Hills, 
Mich. 





Sale of 450,000 Cars in °55 


Is Objective of 


Pontiac 


(Continued from Page 2) 


cars will be on view in dealer show- 
Oct. 29. 
wag disclosed that the change 


ig ome of the greatest in Pontiac 
history, 
\ ¢hassis as well as 


a new body and 
a new engine. 

The Star Chief will be on a 
124-inch wheelbase and the 870 
and 860 series on 122. A new two- 
tone color treatment will be 
available on all series. 

Prices have not been established 
—this is a corporation matter—but 


Tubeless Tires 
Standard on Some 
Light Trucks in ’55 


AKRON. — Tubeless tires are 
being shipped to major manufac- 
turers of light trucks by Firestone 
Tire & Rubber Co. for installation 
as standard equipment on 1955 
models, Raymond C. Firestone, ex- 
ecutive vice-president, announced 
last week. 

The new transport heavy-duty 
tubeless truck tire also is being 
made available as a replacement 
tire for light trucks, Firestone said. 

Chief advantage of tubeless tires 
for truck owners is that they vir- 
tually eliminate the delays and 
dangers of punctures and blowouts 
that result from pinched and 
chafed tubes, Firestone said. 


Critchfield said that he did not 
look for any price reductions. 

Both Critchfield and Crawford 
said that the Pontiac dealer organi- 
zation had been strengthened by 
the rough competition of 1954, and 
both were confident of an excellent 
market in 1955. 

ok * * 
. A indices of our country’s 
economic status,” said Critch- 
field, “point to a steady improve- 
ment. He cited these factors: 

1. Gross national product is now 
trending upwards, whereas a year 
ago the trend was down. 

2. Disposable income is running 
1.4 percent higher than a year ago, 
and more than 8 percent higher 
than at this time in 1952. 


3. Personal spending is running 
at a higher rate than last year 
at this time. 

4. Steel production is now on a 
rising trend. 


5. Industry working capital is at 
a record level. 


6. Department store sales are 
showing improvement. 


7. Unemployment is at a low 
for the year. 


Pontiac, like other GM divisions, 
is proceeding with an expansion 
program. In addition, 250,000 square 
feet of floor space formerly devoted 
to defense has been converted to 
commercial work. 





Pontiac V-8 Born in Automated Home— 


Testing of engines in Pontiac's new engine plant is fully automated. This Strato- 
Streak V-8 is brought into position by a conveyor over one of the 46 stands of a 


merry-go-round. Blocks and cylinder heads 


are set on machinery lines and moved by 


transfer systems through dozens of machining stations without any handling by plant 


personnel. 











E EXPLAINS that he never 

practiced law because “young 
lawyers have to eat.” The early in- 
terest in the ministry frequently 
manifests itself in Doss’s present 
activities. 


Most of his talks to dealers 
and other groups contain refer- 
ences to the Bible, or have a 
high spiritual content, and he 
retains a keen awareness of hu- 
man foibles and frailties. 

Doss is adept at working his ob- 
servations on human nature into 
particular applications to whatever 
group he is addressing. 

“Maybe I do sound like a preach- 


laymen don’t preach enough ser- 
mons.” 
od + * 

p= began his automotive ca- 

reer in 1916, successively man- 
aging Ford sales and assembly 
plant operations in Oklahoma City, 
Kansas City, Edgewater and Chi- 
cago. 

After three years in Detroit as 
assistant general sales manager, 
he resumed the Kansas City post 
and in 1938 assumed similar re- 
sponsibilities at the Ford plant in 
Chicago. He became the Ford 
sales chief in 1989, before going 
to Nash in 1944. 

He had stayed on beyond the 
usual retirement age at Nash, at 
the personal urging of George 
Mason. And now, Doss, whose hob- 
by is young men, has stepped aside 
to make room for a younger execu- 


er,” Doss once said, “but I feel that ! tive. 





Reo Workers Postpone 


Raises for 9 Months 


LANSING. — Employes of Reo 
Motors last week voted unani. 
mously to postpone for nine 
months all wage increases, in- 
cluding a scheduled improve- 
ment-factor raise, to give the 
company “all possible assistance” 
during its change-of-ownership 
period. Henney Motor Co. has 
agreed to purchase Reo. 

The wage action followed a sec- 
ond refusal of the Borg-Warner 
workers in Detroit to accept a 
requested 15 percent pay cut. 
Earlier this year Kaiser-Willys 
employes voluntarily took a 10- 
percent pay reduction also agreed 
to a pay cut. 
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Reaching an estimated 150,000 readers engaged in all branches of the automotive industry fram Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 


Add One Dollar 


($1) per insertion 


bi -1a 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads 
OF PUBLICATION DATE 
WANT AD DEPT., 


Kindly Acknowledge 


AUTOMOTIVE NEWS 


HELP WANTED 


EXPORT SALES EXECUTIVE. Leading 
automobile manufacturer has opening for 
experienced automotive sales executive in 
South America. Must speak Spanish fiu- 
ently. Require man 28 to 40. Top re- 
muneration includes salary, bonus, house 
allowance, car. Consideration only given 
to experienced automobile man who is 
capable of appointing dealers and han- 
dling dealer organization. Reply Box 
4241, c/o Automotive News, Detroit 26, 
giving full details of experience, personal 
qualifications, giving photograph. 


USED CAR MANAGER 
WANTED 


We are a metropolitan Boston, Chevrolet 
dealer and have 2 strategic used car lots 
with a separate building for recondition- 
ing used cars. We need a man who can 
take charge of our entire used car opera- 
tion from appraisal through sale—retail 
and wholesale. He has to be able to sell 
150-200 used cars each month. We operate 
our own finance company and have avail- 
able all types of finance plans. Salary is 
open to negotiation. This position repre- 
sents a challenge to a man who wants to 
make the automobile business his life's 
work. Our employes know of this ad. 
Write a detailed report of past experi- 
ence. Do not answer unless you have the 
background to match our requirements. 


Reply Box 4236, </o Automotive News, 
Detroit 26. 





WANTED—SALES MANAGER for large 
Pontiac dealer. Western New York dealer. 
Must have background and qualifications 
of highest caliber with proven sales and 
management ability. Salary and bonus 
commensurate with ability— no limit! 
All replies in strictest confidence. Write 
Box 4231, c/o Automotive News, Detroit 
26 


BOOKKEEPER — COMPLETE knowledge 
GM system. Full charge. Assistant fur- 
nished. 200 new car deal. 
Dealer, Monticello, N. Y. 


Chevrolet 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately. to the advertiser. 





$11.20 per column inch, per 


insertion. 





HELP WANTED 


NEW CAR SALES MANAGER. Unusual 
opportunity for aggressive sales manager 
with one of Chicago's largest, fast ex- 
panding Ford dealerships. Must be thor- 
oughly experienced in all phases of new 
car merchandising and service, capable 
of managing large volume _ operation, 
training and supervising sizeable sales 
force, making used car appraisals and 
helping salesmen close deals. Excellent 
working conditions, prosperous locality. 
Top salary based on qualifications and 
sales results. Write stating age, qualifica- 
tions and experience. Box 4242, c/o Au- 
tomotive News, Detroit 26. 


SALESMAN - CHRYSLER - PLYMOUTH 
dealer in city of 12,000 in Southwest 
growing community. Need experienced 
automobile salesman with proven record 
of selling at a profit against competition. 
We believe in selling ‘‘Product’’ not 
‘‘Price.’’ Ready now. All replies held in 
confidence. Compensation plan open. Sell- 
ing sales manager’s position will develop 
for the right party. Kindly send all in- 
formation including your present com- 
pensation plan, income and recent photo- 
graph to Box 4243, c/o Automotive News, 
Detroit 26. 








SPECIAL MANAGER 


We want a man from the Michigan, Indiana 
area who is thoroughly experienced in the 
purchasing of all makes of new cars and late 
model used cars, for Central Texas strong, 
established, independent finance company. 
Large warehouse available and have two used 
car operations, plus large wholesale market 
in Texas and states to the West. There are no 
taxes or fees for crossing cars into Texas, 
and Texas anti-trust laws prevent car manu- 
facturers interference on distribution and 
pricing. Compensation, guarantee, plus share 
in profits for right man, must know how to 
talk on phone and handle pencil effectively. 
Box 4255, c/o Automotive News, Detroit 26. 





SERVICE MANAGER—One of the coun- 
try’s leading Ford dealerships in mid- 
west metropolitan area has top-flight 
service position open for capable, ambi- 
tious man. Must be fully experienced 
and capable of running large volume 
operation and supervising staff of 75 to 
100 employes. New, modern buildings 
and facilities. Top salary based on capa- 
bilities and aggressiveness. Write stating 
age, experience and qualifications. Box 
4221, c/o Automotive News, Detroit 26. 





CLOSING: 


SIX DAYS IN ADVANCE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





SERVICE MANAGER. With 25 years’ ex- 
perience in service department, for Nash, 
Chevrolet, and Hudson cars, can handle 
customers, relations and employees, esti- 
mate jobs, and handle body shop. Desire 
position in or around Miami vicinity or 
southern Florida. Box 4244, c/o Automo- 
tive News, Detroit 26. 


PARTS MANAGER—Chevrolet. Presently 
employed with a 100 car dealership and 
maintaining an inventory of $25,000. 
Age 35, married, two children. Desires 
position with a good dependable com- 
pany. Top references. Box 4222, c/o 
Automotive News, Detroit 26. 


SALES OR GENERAL MANAGER now 
employed with Lincoln Mercury dealer 
wants to make a change. Must be in 
New England. 20 years’ experience as 
used car, new car and truck manager. 
Age 44. Box 4245, c/o Automotive News, 
Detroit 26. 


BUSINESS MANAGER OR OFFICE MAN- 
AGER, Nine years’ experience in the 
General Motors accounting and business 
manager field with a large retail dealer. 
Married, 31 years old, no children, plenty 
of experience in other parts of the busi- 
ness besides accounting. Would be inter- 
ested in Midwest or Western United 
States. Box 4246, c/o Automotive News, 
Detroit 26. 


USED CAR MANAGER or owner assistant. 
Over 15 years experience, can cope profit- 
wise in today’s market, presently em- 
ployed, willing to relocate after 30, 60 
or 90 day trial. Contact Alex Silverstein, 
1643 Northwood Drive, Cincinnati 37, 
Ohio or phone Poplar 2157. 


GENERAL SALES MANAGER desires po- 
sition as General Manager or Genera! 
Sales Manager, Ford, Chevrolet, or Lin- 
coln-Mercury. Seven years extensive ex- 
perience Ford large volume Metropolitan 
dealer. 36 years old, one child, excellent 
references, hard-working, sincere, con- 
scientious. Will relocate anywhere. Box 
4257, c/o Automotive News, Detroit 26 


MANAGER or new car manager and as- 
sistant to dealer. Thirteen years pre-war 
and post-war experience with Chevrolet 
dealers in Miami. Prefer Southeast. 
Chester Edwards, 618 McRorie, Lakeland. 
Fla. Tel. 67-741. 


POSITION WANTED 





GENERAL MANAGER 





AVAILABLE JANUARY 1 
Presently Earning Over $30,000 


Partnership changes will make available a top flight retail dealer and general 


manager. A pre-war merchandiser of proven ability, who has operated nothing 


but volume deals with maximum profits. Interested only in “Big Three" products 


and deals over 1500 units. References and recommendations will be furnished 


by top factory officials, banks, leading finance companies and dealers. If your 
deal is solid but operating capital is short, will consider investment. If you are 


a bank or finance company and have an insecure capital loan, will consider 


purchasing present dealers equity. Replies will be held in strict confidence. 


Please state approximate potential, rent, net worth, 1953 and 1954 net profit 


Automotive News, Detroit 26. 


' 
before tax. Will fly at own expense for personal interview. Box 4256, c/o | 
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POSITION WANTED 


SALES MANAGER — Long Island, N. Y. 


vicinity. Married, sober, sharp trader. 
strong closer, hard worker, personable. 
Know new and used cars and trucks. 
Many more capabilities. Full references. 
Big 3’’ only. Write Box 4223, c/o Auto- 
motive News, Detroit 26. 


MECHANIC desires change to Southern 


Mich. 15 years’ experience with Chrysler 
products. Would like steady secure em- 
ployment with small dealer. Box 4247, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


FOR SALE. Assets of my Buick and GMC 


dealership. You buy only parts, acces- 
sories, supplies, tools, equipment, furni- 
ture, fixtures and prepaid expenses. I 
keep used cars and accounts receivable. 
Excellent lease on new building. 22,000 
trade area in foothills away from com- 
petitive metropolitan areas, Has always 
been a money maker, Net profit $14,000 
for first eight months of this year. Price 
is $20,000 cash for a package dealer or 
my net cost after fiscal inventory, take 
your choice. Wonderful climate, good 
schools and churches located in the heart 
of one of California’s best summer and 
winter recreational areas. Doctor recom- 
mends I sell because of heart condition. 
Don Kuhwarth, Grass Valley, Calif. 


FOR SALE—DEALERSHIP handling one 


of the ‘“‘Big two’’—cars and trucks. 
Northeastern Iowa, farming community, 
county seat town, 4,000 population. 100 
car contract, long term lease available, 
building 50x150, used car lot 50x100 ad- 
joining. $19,500 excluding used cars. Dis- 
solving partnership due to poor health of 
one partner. Must have factory approval. 
Box 4230, c/o Automotive News, De- 
troit 26. 


VHLALERSHIP NOW HANDLING Oldsmo- 


bile, Missouri, good quota and territory, 
town 12,000 population, substantial in- 
dustrial payroll as well as good farming 
territory. This is an established business, 
well equipped repair shop, sale price $20,- 
000 excluding used cars and accounts 


receivable, factory approval necessary. 
Box 4248, c/o Automotive News, De- 
troit 26. 


HANDLING CHEVROLET AND OLDS- 


MOBILE. Northeastern South Carolina 
known as Pee Dee area, city population 
7,000 with additional 20,000 in trading 
area. Chevrolet planning potential 130. 
Excellent agricultural area with indus- 
tries. Modern schools, excellent commu- 
nity to live. Factory approval necessary. 
Box 4188, c/o Automotive News, Detroit 
26. 


DEALERSHIP NOW HANDLING Ford in 


midwest. 17,000 population in heart of 
very rich agricultural section and small 
diversified industry. Excellent community 
to live. 250 to 300 car potential and 60 
to 100 trucks. Located in center of town. 
Will lease building. Must have factory 
approval. Box 4227, c/o Automotive 
News, Detroit 26. 


VEALERSHIP HANDLING OLDSMO- 


BILE. Established over 20 years. Mid- 
west metropolitan deal. 400 new units 
per year. No buildings to buy. Only parts 
and accessory inventories. Mechanical 
and office equipment at depreciated book 
value. Must have factory approval. Box 
4249, c/o Automotive News, Detroit 26. 


HANDLING DeSOTO-PLYMOUTH—North- 


ern Ohio. 125 car contract. Low cost op- 
eration. $15,000 for parts equipment. 
New building. Box 4250, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Piym- 


outh. Located in metropolitan Pittsburgh, 
Pa. Lease building. No used cars. Fac- 
tory approval required. Box 4198, c/o 
Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING BUICK 


in city of 50,000 with trade area approx- 
imately 150,000 located in Middle West. 
Applicant must’ have factory approval. 
Must sell to take over larger deal. Write 
- 4261, c/o Automotive News, Detroit 
6. 


DEALERSHIP NOW HANDLING DeSoto, 


Plymouth, located in northeastern Ohio 
in small town, population about 3,500. 
Two banks, theatres, four small facto- 
ries, ideal for family man. A once in a 
lifetime opportunity. Owner has other in- 
terests. Will sell complete for $24,000 or 
$8,000 cash, balance at 5%. Will person- 
ally finance or rent at $100 per month. 
Price complete, property, building, stock, 
equipment. Building, 5 years old. Will ac- 
cept real estate in trade. Box 4258, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 





JUST SOLD 
MY AUTO DEALERSHIP 


Have available $250,000 cash 


DESIRE FORD OR GM 


500 to 2,000 cars potential 
Ready to move fast. 
Factory approval assured 


All inquiries will be answered immedictely 


and confidentially. 


Box 4213, c/o Automotive News, 
Detroit 26. 





Florida, Lower California 


Cadillac or Cadillac dual—Preferably Cadillac & Chevrolet 
QUALIFIED — EXPERIENCED — FINANCED 
Factory approval assured 


Would like to purchase such a deal with or without used cars or accounts 
receivable—but open mind on both. Real estate very fair rental but open mind 


on purchase. 


Not looking for a blue sky. Am interested in long term dealer who may wish 
to retire with no one in family to take over. 


ONLY QUALITY DEALERS FOR REPLY. May work on part term pur- 
- hase if for short term. Box 4260, c/o Automotive News, Detroit 26 





|@ Buy Right 


DEALERSHIP WANTED 


DEALERSHIP WANTED 
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DEALERSHIP WANTED 


PARTS FOR SALE 





PONTIAC-CADILLAC DUAL or Buick in| FOR SALE; OLDER CAR PARTS. Vari- 


single dealer town in West or Southwest- 
ern U. 8S. Will lease your building if 
mutually agreeable. Have cash and fac- 
tory approval. You can be certain your 
reply will be kept confidential. Can take 
immediate action on the right proposal. 
a 4259, c/o Automotive News, Detroit 
6. 


CADILLAC-OLDS or Cadillac-Pontiac or 
any Cadillac dual. Any number of unit 
franchise. Financially qualified, factory 
approval assured. Will hold in strictest 
confidence. Box 4251, c/o Automotive 
News, Detroit 26. 


G.M. FRANCHISE—Either buy out partner 
200-400 units or take alone 100-200 unit 
dual Chevrolet. Wisconsin, Illinois, Iowa 
—qualified buyer, adequate capital—con- 
fidential. Box 4252, c/o Automotive News, 
Detroit 26. 


LINCOLN-MERCURY — 300 UNITS mini- 
mum. Have factory approval. Sufficient 
capital available to handle sizable deal. 
Replies confidential. Box 4183, c/o Auto- 
motive News, Detroit 26. 


GENERAL MOTORS. 350 UNITS upward. 
Factory approval assured. Have ample 
capital to handle large deal. All replies 
strictly confidential. Box 4182, c/o Au- 
tomoative News. Detroit 26. 


: BUSINESS OPPORTUNITIES 


LONG ESTABLISHED auto rentai busi- 
ness, also good used car location for sale. 
Located within a few minutes of the 
fabulous Gold Coast area of Miami 
Beach. Possibilities unlimited. Approxi- 
mately $10,000 will handle. Reply to 
P. O. Box 294, Hallandale, Fila. 





FOR THE MAN WHO 


WANTS TO MAKE MONEY | 


A few large area distributorships available | 
for our nationally recognized products which | 


include cooling system cleaning machines 


leased to fleets and garages, the outstanding | 


puncture proofing compound and others. A 


definite $20,000 to $50,000 annual net profit | 


situation. Strong company assistance in estab- 
lishing distributorship. Moderate merchandise 


inventory investment — $3,000 to $10,000, de- 


pending on area. An unusual opportunity for 
an able man to build a large volume repeat 
business on a very small investment. Write 
or wire. 


Director of Sales 


NATIONAL AUTOMOTIVE 
CHEMICAL CO. 


14660 Schaefer Highway 
Detroit 27, Michigan 





A REAL OPPORTUNITY for a high cali- 
ber man. Automotive background at fac- 
tory or dealer level desired. Must be 
capable of meeting agency owners on 
common ground. Quality line of auto ac- 
cessories. Few exclusive territories open. 
Late model car required. Our salesmen 
know of this ad. Write Box 4253, c/o 
Automotive News, Detroit 26. 


SALES REPRESENTATIVE. Unusual op- 


portunity for responsible man or firm to 
become distributor of factory approved 
undercoating materials. Exclusive terri- 
tory available. Box 4254, c/o Automotive 
News, Detroit 26. 


BUSINESS WANTED 


LEASING 
COMPANY 
WANTED 


ANY SIZE 


Will buy to best tax advantage 
for you. 


Cash available - Ready to move 


Box 4237, c/o Automotive News, 
Detroit 26. 





DEALER SERVICES 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


@ Sell Right 


Parts—Accessories—Equipment 
© © A disinterested certified physical 
inventory will save you money © ¢ 


DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 


10040 Detroit 27, Mich., WE 3-6445 





or the Pacific Northwest 


















| 
SARATOGA 7-2300 





229 S$. Hanson St. 





EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


ous amount of small parts for Model 
A & B, also clutch discs, pressure plates, 
hubs, bearings, radiators, pistons, cam- 
shafts, etcetera and etcetera. For com- 
plete list write: Stiles Motors Limited, 
Woodstock, New Brunswick, Canada. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50%. DISCOUNT 


Extra Discount on Special Phone Orders 


Fast—Direct—C.0.D. Service 
Lergest Bulck Parts Dealer in U. S. 


GORDON BUICK 


1000 S$. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 








CARS FOR SALE 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 








SOMETHING NEW 
USED CARS DELIVERED 


|We have for sale a nice selection of 
| feet leased 1953 Chevrolets, Fords and 
| Plymouths in all body styles. These cars 
| can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 

Philadelphia, Pa. 

1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





AUCTION 
It's New — I?’s Nice 
It's Detroit's Finest 


WES COON 
AUTO AUCTION 


Grand River at Telegraph 
U. S. 16 and 24 
Every Thursday at 1 P.M. 


Carl Marker, Auctioneer 


All checks guaranteed 
Kenwood 3-3090 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Coil. W. E. “Bill'’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
ALL CHECKS GUARANTEED 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David 8. 
John W. Becker 





AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Onty) 


N.C.R. 
machine for payroll and analysis. 


Lawrence, Mass. 


SHERWOOD 7-1700 















OFFICE EQUIPMENT FOR SALE 





ATTENTION ALL DEALERS 
FOR SALE 


class 2000 model 145 bookkeeping 
PRACTICALLY NEW! 


Bronson Chevrolet Co. 
Phone 4166 





ANTIQUE CARS FOR SALE 


PONTIAC, 25 years old, clean good tires, 


runs good, best offer. Laner Leuenberger 
Pontiac, 4235 Troost Ave., Kansas City, 
Mo. 


1932 BUICK all original equipment: In- 


terior, exterior looks like new. Will sell 
to highest bidder. Burke Pontiac, 510 
LaFayette Bivd., Fredericksburg, Va. 


MISCELLANEOUS | 





$100 REWARD FOR recovery of 1954 Ford 


Crestline fordor, seahaze green, serial 
No. U4KT107898, Colorado license D8- 
467. Probably driven by car salesman 
calling himself Jack D. Wilson for whom 
Colorado warrant for arrest has been 
issued. Phone 443 collect. Western Slope 
Auto Co., Grand Junction, Colo. 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
- -» also Safety Chains 


BE SAFE — BUY 


Automatic BraKin¢ 


COMPLETE with 
$ 61 45 


Guide Cables and 
BRAKE HOOK-UP ......... 
Meets ALL 1.C.C. Requirements 


WITH BRAKE HOOK-UP 


ONLY. . .°51% sum 


CABLES 
Meets 1.C.C, Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made)......$6.95 
$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


CASE with Wheels & Handles 9 13-95 


(Add 55c¢ for Padlock with 2 Keys) 


QUICK-TOW ~ 
to-Bumper ion 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar. 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 





G. M. DEALERS 
STOP A. F. A. LOSSES 


Our booklet explains a simple time saving 
method of accurately handling A. F. A.'s 


$5.00 Postpaid 
A.F.A. Box 113, Newtown, O. 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [[] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


LUCK! 


Muckluck boots; heavy canvas with 
genuine buckskin soles, felt pad- 
ding. Nice and warm—ideal for 
car washing, duck hunting, deep 
snow, etc. 


A general 
salesmen in the metropolitan area will be 
held at the Commodore Hotel, 42nd Street 
and Lexington Ave., N.Y.C. on Sunday, 
October 31st, Two P.M. The Teamsters are 
ready to begin their organizing drive; are 
you ready? If so be there. 





MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW + GUIDE 


BRAKE-MOBILE 


TOW - PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts. 


“Leaders In The Industry" 
Since 1939 





LUCK! LUCKY! 


6 pair — $7.95 — 6 pair 
One pair, only $1.75 
18!” high, shipping weight 1% Ibs. 
Fits over regular shoes. 
Sizes: Small, medium and large. 


Sorry, no C.O.D.’s. Send cashiers check 
or money order for prompt payment. 


CENTRAL MERCANTILE GO. 


742 W. Taylor St. 


Chicago 7, Ill. 








ATTENTION 
AUTOMOBILE SALESMEN 


meeting of all automobile 


Local 917 International 
Brotherhood of Teamsters 








For Quick Results 
Use Automotive News 
WANT ADS 
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